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AMC Dealers Drive 3,500 Cars Home— 


American Motors last week conducted what it claimed was the largest driveoway 
of new cars in industry history. Approximately 3,500 rew models were driven from 
Kenosha, Wis., by Hudson and Nash dealers who had attended national previews in 


Chicago. — Shown is one of three lots used for the driveaway cars. 


(Story on Page 2.) 


Used-Car Market Hums 
Despite Nearness of °57s 


By Robert M. Lienert 
Associate Editor 

a buyers both 

wholesale and retail—are going 
to push the booming used-car mar- 
ket right into the new-car introduc- 
tion period, reports from around 
the U, S. indicate. 

With the used-car “birthday” at 
hand—all models will suddenly 
become a year older as ’57s bow 
—prices and demand have shown 
practically no sign of weakness. 

The first '57s will be wheeled into 
the showrooms this week and others 
will follow shortly. Auto men nor- 
mally expect used cars to come to 
& virtual standstill about a month 
before new-model introduction time 
and to wallow in the doldrums until 
all makes have made their debut. 
4g e>-CAR men are uncertain as 

to what to expect in the current 
situation. Some believe the market 
is overdue to break sharply 
a severe jolt can be expected 
any moment. 

They are dealing with care 
cutting back on stocks, buying 
cautiously and retailing on a nar- 
rower margin than usual to main- 
tain a rapid turnover. 

Others, operating on the supposi- 


at 





Top Cars 


New-car registrations for seven 
months, plus 16 states for August: 


that | 


tion that the new-model impact will 
be virtually unnoticed in the used- 
ear market except for ‘56s and 
‘55s are continuing to deal as 
though there were no such thing as 
a new car. 

The latter apparently are having 
the most influence in the used-car 


market. Wholesale auction opera- 
‘Continued on Page 54, Col. 3) 


New Fords Bow 
With Prices Up 
$1.41 to $112.03 


aos 1957 cars, which go on 
sale this week in the nation’s 
dealerships, will bear suggested 


advertised-delivered prices ranging 
from $1.41 to $112.03 higher than 
comparable 1956 models. 

The increases ranged from 
0.064 percent to 5.9 percent. The 
largest boost was tacked onto the 
Custom four-door sedan (last 
year’s Mainline), while the small- 
est was the $1.41 added to the 
Fairlane two-door hardtop. 

Ford thus continued a pattern it 


set last year. In 1956, the lowest-| 


priced models also bore the heaviest 
increases while the smallest boost 
went to the Fairlane 


| coupe. 


1956 Pos. Make 1955 Pos. 
1—969,446 Chev. 930,577— 1 
2—812,675 Ford 907,959— 2 
3—346,724 Buick 456,771— 3 
4—307,824 Plym. 411,043— 4 
5—282,742 Olds. 351,950— 5 
6—228,068 Pontiac 320,176— 6 
I—173,122 Mercury 218,925— 7 | 
8—136,600 Dodge 172,926— 8 | 
9— 87,804 Cadillac 86,903—10 | 

10— 69,295 Chrysler 92,917— 9 

1l— 63,854 DeSoto 75,460—11 

12— 51,789 Stude. 63,559—12 

13— 51,225 Nash 58,593—13 

14— 26,724 Lincoln 19,222—16 

15— 21,940 Hudson 28,911—15 

16— 21,014 Packard 32,338—14 
17— 6,181 Imperial 7,866—17 

18— 1,079 Cont’l 

51,887 Misc. 32,619 
Total All Makes 
3,709,993 4,268,715 


Further details on Page 46. 





Ts suggested dealer delivery- 
and-handling charge remains at 


$25. All prices and comparisons in| 
News compilation | 


this AUTOMOTIVE 
include the suggested base factory 


list price, Federal excise taxes and! 


dealer handling charges. They do 


not include freight and state and| 


local taxes. 

Prices of. the 1957 models range 
from $1,844.87 for the business 
two-door sedan in the Custom 
series to $2,615.06 for the Country 
Squire station wagon. 


The 1956 prices ran from $1,-| 


747.94 to $2,532.56, with the same 


two models ay the opposite ends of | 


the chart. 


The 1956 Ford line 


hardtop} 


listed 18] 
models with an average price of| 


Bigger Cars, Bigger Market, Bigger Prices... 


Lifting the 57 Curtain 


ORE” is the single word which 
sums up the industry’s 1957 
models and the auto outlook for 


the upcoming year. 


In a flurry of new-model pre- 
views, one thing stands out: The 
1957 buyer will be offered more 
horsepower, more length, more 
models, more innovations, more 
options and more “more” than 
ever before. 

He will also have to pay more 
money. 

The makers, in turn, are pre- 
dicting more sales and more dealer 





| profits and are anticipating more} 


competition. 
> = > 


HEVROLET quietly set off a 

block-buster when it announced 
that fuel injection would be avail- 
able as an option on some of its 
models, although no price tag was 
placed on the new system. 

Chevrolet officials predicted 
superheated competition in 1957 
in a total market they estimate 
at 6,500,000 new cars. Prices, they 
admitted, will be higher, but they 
set no figure. (Chevrolet details 
on Page 2.) 

Ford is offering five series for 
1957 with sedans available in two 
body sizes. All of the cars are 
lower, longer and wider. Top horse- 
power is 245 on a redesigned V-8. 

A major innovation in the Ford 
line is a retractable hardtop on 
which the steel top folds back into 
the luggage compartment. (Ford 
details on Page 53.) 


> > di 


UICK said it would not offer 

fuel injection this year because 
it needs “more experience” with the 
system. 

It promised more economy, 
however, despite increased horse- 
power and performance. Buick, 
while retaining 15-inch tires, will 
be lower and restyled “from the 
ground up.” 

3uick expects to boost its sales 


$2,161.59, the average being ob-|_ 


tained by adding the prices of all 


models and dividing by the number | 


of models. 
” * ” 


APPLYING this formula to the 
19 models in the 1957 line re- 
(Continued on Page 53, Col. 2) 


25 percent in 1957 and promised 
| dealers increased profits under its 
new quality dealer program. (Buick 
details on Page 2.) 
> > > 

MERICAN MOTORS said its 
/% 1957 prices would be “competi- 
tive” and that a new franchise 


would put its dealers in a better 
marketing position. 

Accent in 1957 will be on the 
Rambler—offering a V-8 engine— 
although the “big” Nash and 


Makers Studying 
Return to U. S. 


Price Advertising 


By John K. Teahen Jr. 
Staff Writer 
J ee possibility of a revival of 
national price advertising crept 
into the ever-continuing discussion 
of automotive merchandising prac- 
| tices last week. 

Automotive News learned that 
at least two factories are con- 
sidering a return to national 
price advertising on some models. 
Their plans are definitely in the 
talking stage, however, and no 

‘Continued on Page 4, Col. 2) 


Hudson will be continued with 
refined styling. Major sales goal 
is to double Rambler’s penetra- 
tion in the low-priced field with 

150,000 sales. (AMC details on 
Page 2.) 

Oldsmobile is reentering the 
station-wagon market this year 
with three models, two of which 
have so-called hardtop design. Olds- 
mobile’s last station wagon was 
built in 1950. A convertible in the 
“88” series also will be offered. 

Oldsmobile is shooting for an in- 
creased percentage of the medium- 
price class.*(Oldsmobile details on 
Page 4.) 

Chrysler Corp. Bfiveiled a new 
suspension system which will be 
standard equipment on its entire 
line of cars. 


It ad Fnew models to the De- 
Soto, r and Imperial lines 
and showed an “observation car” 


idea in station wagons. (Chrysler 
Corp. details on Page 4) 





Car Output Begins Climb 
To Pre-Changeover Pace 


By Martin L. Whitmyer 
Staff Writer 
HE return of Chevrolet, Mer- 
cury and the four Chrysler Corp. 
divisions to volume assembly opera- 
tions this week gives auto manu- 
facturers hopes of a quick renewal 


Inside 
Auto News 


Lost truck profits. 
Page 25. 
Profile 
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Page 40. 

57 previews: American 
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Page 2; Chrysler Corp., 
Oldsmobile, Page 4. 

New Jersey convention, 
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Detroit auction, 





of their pre-changeover production 
pace. 

Last week, with Plymouth and 
Dodge beginning output of °57 
models, car output rose to 40,942 
units from the 35,654 cars turned 
out the previous week. 

The 148 percent improvement 
over the previous week, however, 
was 67.4 percent below AUTOMOTIVE 
News’ index for car output during 
the last three years. The 35,654 cars 
produced the previous week was 
the lowest level hit by the manu- 
facturers in over two years. 


> + > 

I AST week's car output also was 
4646 percent below the same 
week a year ago, when the manu- 

facturers turned out 115,723 cars. 
The last two weeks of below~ 
normal output also left the manu- 
facturers with an estimated 188,- 
171 assemblies for the month—a 
53.1 percent decline from August’s 
402,574 cars, and 59.2 percent be- 
low September a year ago, when 


(Continued on Page 54, Col. 3) 





Ford Dealers “Introduce Their 1957 Models— 


The Fairlane 500 is one of 19 models in Ford's 1957 line which will appear in dealer showrooms Wednesday (Oct. 3.) The 


new sedans are available in two basic body sizes. 


the 144-horsepower six. 
Mainline of former years. 






All models offer three V-8 engines ranging from 190 to 245 horsepower plus 
The Fairlane 500 series joins the line; the Custom 300 and ‘Custom have replaced the Customline and 
Another new feature is the swept-back, wraparound cow! air intake. (Other pictures are on Page 53.) 
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To Meet Stronger Competition from Rivals... 
Chevrolet First with 


By Robert M. Finlay Chevrolet executives concede that 
Editorial Director the competition will be tougher 

REPARED for increased com-| next year. 

petition in the low-priced field,| W. E. Fish, general sales man- 
Chevrolet revealed last week that} ager, commented: 
it would be one of the few makes “You can’t expect the con- 
to offer fuel injection as optional! tender to hand you the race on a 
equipment on some of its 1957) silver platter two years in a 
models. row.” 

While the device shows promise Not that Chevrolet is overly mod- 
of Per oe etn on eae est about its own offerings for 1957. 
see en 1987 saetiie io enmneten to With reference to talk that the 
be limited and on an extra-cost Chevrolet would have only face- 
basis. There are reports that two lifting changes for 1957, Cole said 
other GM divisions are consider- |that a maker can't come to the 

present market place with face- 


ing it as a 1957 option. f ‘i ae 
However, widespread use of fuel fone as 7 dee ake . i 
jection is expected on 1958 models. | “© ee 
injec new on the 1957 Chevrolet. 


* * * 
* * * 


N. COLE, Chevrolet 
edna - OLE also noted Ford’s new pep 


, said of fuel 
ee: eee C theme of “Beat the ~ out 
“It provides greater engine oper- of Chevrolet,” and commented: 
“You've got to get up off the 


ating flexibility under all driving 
conditions. Details will be withheld = before you start swing- 
ng.” 


until the cars are introduced to the 
He referred to current registra- 


public in mid-October. 
tion figures which show Chevrolet 


“Chevrolet will be the first com- } é 
pany in the industry to offer the | some 160,000 units ahead of Ford in 
car sales. 


device and will be one of few car 
makes, regardless of price, to Noting the prospect of tighter 
credit terms on the ’57s, Fish said 


offer the engine advancement 
that if some of the ’55 models were 


this year.” 
2 sold on loose credit, as is generally 
7 Ford and Plymouth mak-| claimed, -it was the result of poor 
ing marked changes for 1957,| selling rather than of necessity. 


He pointed out that at the time 
credit was reported loose in 1955, 
AC Paves Way savings were setting records. 
* * on 
To Help Autos O GIMMICK, he said, can take 
6p: o aD the place of good, organized 
Ride on Air selling. He added that Chevrolet 

FLINT. — AC Spark Plug has 
announced formation of an engi- 
neering group to develop 
pneumatic-powered components for 
the automotive industry. 

Martin J. Caserio, AC chief engi- 
neer, automotive products, said the 
future potential of components 
powered by air in making car 
travel safer, more comfortable and 
convenient led to the establishment 
of the section. Gordon W. Harry, 
staff engineer, will head the group. 

Caserio said strides made by AC 
engineers in developing pneumatic 
components show promise that they 
may be ready for production in the 
near future—possibly late next year. 

“Air is nature’s best cushion,” 
Caserio said, “and properly adapted, 
it can add immeasurable comfort 
and safety to passengers. It also 
has the advantage of being quiet 
in operation, economical to use, 
easily controlled and provides a 
very flexible source of power.” DETROIT.—Herman Rorschach, 

Harry has been responsible for|the Swiss psychiatrist who died 
design of various AC pneumatic| some 30 years ago, used ink blots 
components now in production i to determine personality traits and 
rotary vacuum pumps and servo! personality structure. 
controls for transmissions and Today, Chrysler Corp. has used 
heaters. Prior to his appointment,| tne ca peeved to help develop 
Harry was in ae of - ~— its newest idea car — the Dart 
a Bay eee eee eat The Chrysler ink blot tests were 
group as a consultant, Gordon B conducted in the wind tunnel at 

P “| the University of Turin, Italy, under 


— replaces him as staff engi- the direction of Dr. Giovanni Sava- 








Flint Scouts to Travel 


To Jamboree in Buicks 

FLINT. — Flint-area Boy 
Scouts and their leaders will ride 
to their annual jamboree next 
summer in a fleet of 1957 Buicks. 

Edward T. Ragsdale, Buick 
general manager, said 55 cars 
would be furnished to transport 
the group to Valley Forge, Pa., 
for the event which will be held 
duly 12-18. 





we 


Chrysler's Dart Takes Test Run— 

The Dart, Chrysler Corp.'s newest idea car, streaks around the test track at the 
company's engineering proving grounds. The shape of the four-passenger car was 
determined by mathematica! analysis of the effect of 200-mile-an-hour winds spread- 
ing ink blots along the surface of a plastic model. 








Injection 


was prepared with what he termed 
the greatest dealer organization in 
the business plus the sales momen-| 


tum of a quarter of a century of|: 


leadership in sales. 

Fish added that Chevrolet deal- 
ers are ending the 1956 run with 
empty shelves, Dealers will an- 
nounce the new models Oct. 19. 


Cole said that Chevrolet undoubt-| | 
edly will raise prices on the ’57 


models, but he added that no one 


in the organization is prepared to} 


say how much as yet. 


He predicted 1957 sales of 6,500,-| 


000 cars. | 
* * + 

RICE is one of the factors that 

is expected to restrain wide- 
spread adoption of fuel injection in 
1957, although Robert Bosch GmbH, 
Stuttgart, Germany, points out that| 
it is providing fuel-injection sys-| 
tems in cars costing from $1,200 to) 
$8,000 (Goliath and Mercedez-Benz). 

It is doubtful, however, that 

American buyers would be satis- 

fied with anything but the best in 
fuel injection. 

Estimates on the introductory 
price in the U. S. run all the way 
from $100 to $500, with $150 being 
the most general guess. 











| is ‘Buick’s °57 Aim: 


The Will to Sell— 


Leading salesman in a sales contest 
sponsored by Don Allen Chevrolet, Robert 
Appleton of Miami isn't letting any grass 
grow under his feet, in spite of the fact 
that one of them is encased in a cast. 
Unwilling to sacrifice the trip to Europe 
that is the contest's first prize, Appleton 
took to a wheel chair and is back in 
business. His wife, Dorothy, is “pilot” 
and assists him in car appraisals by start- 
ing motors, checking clutches and such. 


New AMC Franchises, 
‘Competitive’ Prices Set 


By Maynard M. Gordon 
News Editor 
HICAGO. — “Fully competitive” 
prices and franchises were 
promised American Motors dealers 
here last week at national previews 
of 1957 models. 

Roy Abernethy, marketing vice- 
president, told Hudson and Nash 
dealers that many of the benefits of 
AMC’s cost-economy programs 
would be reflected in ’57-car pricing 
policies. Details were withheld 
pending showroom introductions 
later this month. 


New longer-term franchises, 
containing a 100 percent warranty 
and other features similar to 
those initiated by General Motors, 


Ink Blots Fashion Car 





Wind Tunnel Studies Help Chrysler Design 
The Dart, Newest Idea Model 


nuzzi, designer of the tunnel and 
chief engineer for Ghia Body Co. 

The tests, Chrysler said, enabled 
engineers to design the Dart to 
pierce the air with the least possi- 
ble air disturbance and still provide 
comfort for four passengers. 

As a result, according to Paul C. 
Ackerman, engineering director, 
“The Dart is the most nearly per- 
fect aerodynamic passenger car 
design in the world today. It has 
less than one-third the air drag of 
any other passenger-car yet built.” 

Ackerman said Chrysler sup- 
plied the basic dimensions and 
engineering of the car. Its form 
was determined by the wind- 
tunnel research. 

A one-fifth-size plastic model was 
covered with horizontal and vertical 


lines, similar to those on graph 
paper, and then placed in the 
tunnel. Drops of ink were placed 





at various points on the body sur- 
face. 


Winds up to 200 miles an hour 
were developed, and the ink blots 
resulting from this velocity traced 
the path and force of the air over 
the model’s surface. 


Analysis of these measurements, 
Chrysler said, led to the designing 
of an aerodynamically styled body 
around which the air streamed 
smoothly. Ghia craftsmen built the 
body. 

Ackerman said Chrysler also 
collaborated with an American 
university on wind-tunnel studies. 
Some results of the U. S. project, 
he said, will be apparent in 
designs of the corporation’s 1957 
cars. 

He said the wind-tunnel studies 
“conclusively confirmed” that the 

(Continued on Page 6, Col. 5) 





will be offered to AMC dealers at 
the end of the calendar year, it 
was announced, 

At the same time, however, the 
Dealer Volume Investment Fund 
will be discontinued after two 
model years of operation. The plan 
provided carryback bonuses to 


| dealers based on volume selling. 


* *® * 


Anew said AMC planned 
no changes in dealer discounts 
for 1957 models. As an economy 
move, the two-inspection policy of 
the past will be dropped in favor of 
a single 2,000-mile inspection. 
An atmosphere of factory-dealer 
teamwork carried over from the 
dealer preview meetings to the ban- 
quet addresses of President George 
Romney, who sought to allay 
doubts raised about AMC’s future 
in the light of the Studebaker- 
Packard crisis earlier this year. 


Romney said that Nash and Hud- 
son models would be introduced in 
1958 and that the larger AMC 
models would be kept alive during 
the “transitional period from the 
oversized cars of today to the 
Rambler-sized cars of tomorrow.” 

“The Rambler,” Romney said, 

“will get no longer or higher. It 
has become our bread-and-butter 
car because its dimensions and 
economy are the shape of things 
to come — and Big Three execu- 
tives are thinking about cars like 
the Rambler, Metropolitan and 
Volkswagen as they never have 
before.” 

American Motors is in a better 
financial position than S-P and is 


two years ahead of the South Bend 
(Continued on Page 6, Col. 1) 


Bowie Takes Over 
Sales at Mercury 


DETROIT. — Chester E. Bowie, 
27 years with Ford Motor Co, in 
sales and distribution, has been 
named sales man- 
ager of Mercury. 

Bowie will have 
direct supervision 
over Mercury’s 
five regional and 
23 district sales 
offices and also 
over selected staff | 
activities includ- 
ing distribution 
and business 
management. Re-| 
C. E. Bowie gional Mercury) 





offices are New York City, Atlanta, 
Detroit, Chicago and Los Angeles. | 

Since 1 ast March, Bowie has| 
served as northeastern regional 
sales manager of Ford division.! 
From October, 1953, until March, he 
was field assistant general sales 
manager of Ford. He joined Ford 
in Des Moines in 1929. 


‘*—~ 25% Sales Gain 


Higher Dealer Profit 
Seen in New Program 


By Pete Wembhoff 

Editor, Automotive News 
FLINT, -—— Buick expects to boost 
sales by 25 percent next year “with 
increased dealer profits,” General 
Manager Edward T. Ragsdale told 
a national press preview last week. 


He said Buick dealers will have 
“less than 6,000 of the 1956 
Buicks” on hand at announce- 
ment time Nov. 9, compared with 
a record high of 80,000 in inven- 
tory in April. 

Production on the new models— 
which are lower and restyled “from 
the ground up”—will begin Oct. 15, 
and schedules call for the building 
of 123,000 before the end of this 
year, Ragsdale said. 

He predicted that Buick would 
boost retail domestic sales to 675,- 
000 next year, second only to 1955, 
when 781,000 cars were produced. 
This year’s output will total about 
551,000 cars, “less than one day’s 
production short of the 1950 total,” 
which was the second-highest year 
in Buick history. 

Ragsdale would not predict what 
gains the whole auto industry might 
make in 1957 sales. 

“IT have my own private opinion,” 
he said, “and I believe next year 
will be a good year for everybody.” 

He refused to discuss 1957- 
model prices except to say that 
“we plan to firm ‘em up a little.” 

Admitting that Buick dealer 
profits were down this year, Rags- 
dale said he had hopes that the 
new models and Buick’s new dealer 
program will enable his dealers to 
boost their profits considerably next 
year. 

“If Buick is to grow, then we 
must see that Buick dealers get 
their fair profit,” he declared, 

He pointed out, however, that 
Buick dealers’ fixed overhead ex- 
penses were up 11 percent in the 
first half of 1956, despite the big 
drop in sales. 

“If our dealers had kept their 
fixed expenses constant this year,” 
Ragsdale said, “their profits during 
the first half of this year would 
have increased 54 percent.” 

While Buick is third in industry 
ear sales, Ragsdale said, the com- 
pany’s total number of dealers 
ranks seventh. 

He revealed that 99.9 percent 

(Continued on Page 8, Col, 1) 


Business 
Barometer 


Auto Production — 54,275 cars, 
trucks in week vs. 138,696 year before. 

Business Failures — 262 in week 
vs. 171 year ago. 

Department Store Sales — Up 
4 percent from year before. 

Electric Output — 11,339 million 
kilowatt hours, up 6.7 percent from 
year before. 

Freight Loadings — 820,666 cars 
in week, an increase of 3,432 from 
year before. 

New-Car Registrations—3,709,- 
993 in 1956 to date vs. 4,268,715 
year ago. 

New-Truck Registrations—558,- 
374, in 1956 to date vs. 549,397 year 
ago. 

Oil Stocks — 275,253,000 bar- 
rels, an increase of 1,788,000 barrels 
in week. 

Soft Coal Output — 10,645,000 
tons estimated in week vs. 9,915,000 
tons year ago. 

Steel Output — 100.2 percent of 
estimated capacity vs. 100.6 percent 
week earlier. 

Used-Car Prices — $815 average 
in September vs. $833 in August. 

Wholesale Prices — 115.1 per- 
cent of 1949-47 index, unchanged 
from week before. . 

* 


Common Stocks 
Sept. Sept. 1956 
26 19 High 
Am. Motors 6%, 6 8% 5% 
Chrysler 73 72%, 87 60 
Ford 59% 59% 63% 51% 
GM 464%, 46% 49%, 40% 
S-P 6% 65% 10% 6 


38.47 


Average 38.25 
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A Pickup 


Salvation Army Gets Truck 


From Dealership 


DURHAM, N. C. — Carpenter’s 
Inc., (Chevrolet) and its employes 
have contributed enough money to 
provide a half-ton pickup truck for 
the Salvation Army here, 

“This is a direct answer to our 
| prayers,” said Capt. Robert Bagley. 
The truck replaced one that was 


; : stolen last August and wrecked be- 
pes frequently write in-, tional and very encouraging from) yond repair. 


quiring how to keep enthusiasm | the standpoint of sales leads as well | The truck will be used to pick 
high on the new models. There are) as actual sales produced. |up furniture and clothing for dis- 
many occasions in which public) ed a ar | tribution to needy families and to 


interest can be directed to automo-| 4dyance Planning Needed | distribute food during the Thanks- 
piles. The trade usually has been! 


By John 0. Munn 
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quick to take advantage of them. | 

For instance, the new model sea-| 
son is on us right now. Dealers) 
usually follow the programs sug-| 
gested by the factory to develop| 
interest. Such action should be en-| 
couraged. 

Our product is in competition | 
for the consumer dollar with 
every line of merchandise. There 
is an inborn desire on the part of 
everyone to buy a car, but we | 
ean accelerate that desire by tak- | 
ing advantage of every opportu- 
nity to keep the beauty and per- 
formance of these brand new 
automobiles out in front. 

This is Fair season, too. It is 
rather late and most dealers have 
already made their plans or carried 
them out in communities where} 
there is a Fair. If you did not enter) 
this celebration this year, you 
might file away in your mind to 
consider it for next season. 

Fairs bring a lot of people to 
town. They are in a holiday mood 
and in a receptive frame of mind. 
A great many dealers have exhibits 
at the Fair. They usually arrange} 
them with plenty of space and offer | 
checking and phone facilities. 

They attempt to make their space | 
a meeting and visiting place and at 
the same time to give plenty of) 
room for the staff to greet the vis-| 
itors, to line up prospects and to) 
deliver a sales talk on every pos-| 


sible occasion. 
> > + 


Shows Stimulate Interest 


ANY dealers, who don’t exhibit}! 
at the Fair, arrange for special 
displays of new and used cars dur- 
ing Fair week and clean up the 
place generally. They also offer 
checking and phone service in an 
attempt to make their place head- 
quarters for friends to meet friends 
and to develop prospects and make 
sales. 
They usually make a newspaper 
announcement a week before the 
show, inviting people to make the 
dealership their headquarters dur- 
ing the Fair. 
In recent years, NADA has | 
offered dealers special programs | 
—for instance, the Automobile 
Fashion Festival last spring. 
Many dealers have been quick to 
take advantage of them. Without 
exception they report good re- | 
sults. | 
This year the manufacturers, for} 
the first time in 16 years, are put-| 
ting on a National Auto Show in| 
New York. It will include exhibits 
of all manufacturers. This is sure 
to stimulate interest and sales. Dur- 
ing the early weeks of December) 
most everyone in America will be) 
automobile conscious as a result. 
More and more dealers have been 
conducting automobile shows in 
their communities, usually timed 
after the first of the year. Most of 
them have been exciting, educa- 
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HE management of these shows 

in the major cities is well taken 
care of by the association execu-| 
tives, many of whom have won| 
national recognition for their ability | 
to produce crowds and results. 


Ed Cleary, manager of the Chi- | 
cago Automobile Trade Assn., for | 3 


instance, is a fine example of this | 
kind of exhibit manager and 
many other cities follow his 
example. 
In smaller communities, where 


on dealers themselves, there are! 
many things to consider, First, 
dealers must get together and de- 
cide almost unanimously that a 
show should be conducted in their} 
community. | 

They must act as far as a year| 
ahead in making their plans, par-| 
ticularly if it is necessary to reserve | 
some auditorium which is often) 
scheduled a long time in advance. | 
Considerable time is required even 
to reserve a rented tent and to see 
that the location includes ample 
parking facilities. 

Then it must be determined what 
kind of a show it is going to be— 
whether it will purely be a display 
of automobiles where each dealer) 
draws for his space and pays a pro- 
portional part of the expense, or 
whether some added attraction, | 
such as a band or a movie star, is 
going to be used to draw a crowd. 

Many dealers think there is 
enough interest in automobiles 
alone. They feel the display of 
automobiles, rather than enter- 
tainment, brings the kind of 
crowd that is preferable. 

In cases where there is no enter- 
tainment feature, dealers usually 
put up a door prize of a car or some 
other valuable and wanted mer- 
chandise. Blanks are distributed 
free to people who attend the show 
and must be signed with the name 
and address and the model of car 
owned and deposited in a box near 
the exit. 

= > = 


Don’t Neglect Publicity 


ANOTHER feature that should be 

well planned in advance is 
ticket sales. There is nothing that 
will assure the success of any ex- 
position better than a huge advance 
sale of tickets. 

Sometimes this responsibility is 
divided up among the various deal-| 
ers who guarantee to sell their 
Share of tickets. But one of the 
most successful methods is to work 
through some civic group which) 
undertakes and guarantees the sale 
of tickets on the basis that it will! 
receive all proceeds above the ex- 
penses to contribute to its favorite) 
local charity. 

The show should be built up 
with much publicity in advance. 
You usually can get the local 
newspaper to cooperate. Papers 
often are willing to extend the 
services of a trained man because 
automobile shows result in extra 
advertising. Most factories, at the 
urging of dealers, are more than | 
willing to schedule copy during | 

show week, and the factory space 

is augmented by promotion of 
local dealers. 

Then, when you come up to the) 
actual date of the show, be sure you | 
have planned carefully the space! 
your exhibit is to occupy. Don’t! 
overcrowd it. Leave room for peo-| 
ple. Have it so arranged that it) 
encourages people to enter it. 

Rehearse and train your sales 
people who are to man the booth; 
encourage them to be friendly, cour- 
teous and sincere no matter how 
silly the questions or how tired they | 
may be. Never tell the prospect your} 
troubles. Help him to solve his. 

Get on with your new-model an- 
nouncement program now. File this 
column away, if you have a thought 
in your mind that your community 
dealers ought to be considering 





staging a local show. i 


giving and Christmas programs of 


|the Salvation Army, Capt. ee 





| there is no executive manager, and| | 
| where the responsibility must fall) 





Leaders in Texas— 





Says Now Is Time to Announce Revisions .. . 





Fribley Prods Ford, 
Chrysler on Franchise 


ATLANTIC CITY.—Carl E. Frib- 
ley, NADA president, last week 
called upon Ford Motor Co. and 
Chrysler Corp. to “immediately” an- 
nounce complete details of franchise 
revisions. 
| Fribley, speaking before the an- 

nual convention of the New Jder- 
sey Automotive Trade Assn., said 
that “dealer reaction was electri- 
fying” when Harold E. Churchill, 


E. M. Gillespie, left, San Antonio, retiring president of the Texas Automotive Dealers 
Assn., poses with new officers during the group's convention in Austin. From left are 
Gillespie; C. B. Smith, Austin, second vice-president; Delmo Johnson, Dallas, president; 
Sam White, Houston, first vice-president; cnd Tom J. Crooks, Austin, manager-treasurer. 





F. D. Mitchell, Waco, third vice-president, is not pictured. 


Chain-Plan Dealer Fights 
Six-Month Suspension 


CHATTANOOGA, Tenn. — Hix 
Motor Co., defendant in some 25 
suits filed by unhappy purchasers 
in a “chain bird dog” sales plan, 
has been slapped with a six-month 
license suspension by the Tennes- 
see Motor Vehicle Commission. 

The suspension, voted unani- 
mously by the ten-man commis- 
sion, was to begin today (Oct. 1). 

However, W. N. Dietzen, attorney 
for the dealership, said he had ad- 
vised the company to appeal the 
order to the Davidson County Cir- 
cuit Court. Such an appeal, he said, 
automatically will stay the suspen- 
sion until the appeal is heard and 
acted upon by the court. 

Dietzen said his clients “have no 
intention of closing their business 
on Oct, 1.” 


Carroll G. Oakes, Motor Vehicle | 


Commission chairman, said the sus- 
pension was ordered because of 
“misstatements and misrepresenta- 
tions by salesmen, sales manager, 
owner and advertising agents and 
representatives of the company in 
violation” of sections of the Ten- 
nessee Public Acts of 1955. 

He said the misrepresentation 
involved statements which led 
purchasers to believe they would 
receive a free car for sending 
prospects to the company. 

Dietzen declared that the plan 


|was perfectly legal and said that 


proof at the hearing appeared 


| favorable to Milton and Billy Hix, 


owners of the company. He said 


| it was indicated that any misrepre- 


sentation was by salesmen. 

The Hix suspension order fol- 
lowed a two-day hearing. It was 
the first suspension voted by the 


commission since it was created in | 


1955, 

Suits attacking the Hix “chain 
bird dog” plan have been filed by 
about 25 auto purchasers who 
charge they were misled into think- 
ing they could obtain a new car 
without cost. Sales prices of the 
cars. involved totalled about $70,000. 

Under the plan purchasers 
were to receive $100 for each 
prospect they sent in who bought 

a car. If the second purchaser 

sent in a buyer, the original pur- 


chaser was to get an additional 


$50. 
Oakes said no one who entered 


|the program came anywhere near 
earning enough credits to pay for 
his car. 

Dietzen contended that the Hix 
program “is entirely legal and has 
been held so in many states. It 
| is legal in Tennessee, too.” 

He continued: “It was entirely 
| possible to obtain a new automo- 
bile without it ultimately having 
cost anything, just by doing a good 
selling job. The testimony (at the 
|hearing) showed that one individ- 
| ual built up credits totalling about 
| $650 in 2% weeks, and several built 
|;up credits of around $500. 

“So far as Milton and Billy Hix 

are concerned,” he declared, 

“they acted in good faith and 





representatives to inaugurate the 
program in good faith. 
“They had no knowledge of any 


jin the auto business many years 
|}and never misrepresented any 
transaction with which they have 
been connected.” 





accepted the contract of sales | 





president, Studebaker - Packard 
Corp., announced a new sales 
agreement, embodying changes 
dealers long have requested. 

“Both Ford and Chrysler have 
said they are working on revisions 
in their selling agreements with 
their dealers,” he said. 

“I am sure that the immediate 
announcement of complete details 
by these manufacturers is eagerly 
sought by their dealers,” he said. 

“It is inevitable that the revisions 
will be made, but I think the time 
to announce them is now,” said 
Fribley. 

He said that in talking with 
thousands of dealers he had found 
the majority extremely pleased with 
new selling agreements which they 
had signed or makers had promised. 

“Six months ago, I predicted 
that the new agreements an- 
nounced by General Motors Corp. 
would revitalize (its) dealer body,” 
said Fribley. 

“At that time I said the failure 
of other manufacturers to revise 
their selling agreements immedi- 
ately was ‘unfortunate,’” he said. 

Fribley said he believed that 
dealer optimism—which he counted 
as one of the factors which will 
bring about “outstanding accom- 
plishments” in the 1957 model year— 
among Ford and Chrysler dealers 
at the moment is as high as among 
GM dealers. 

“However,” he said, “I am told 
by these dealers that their opti- 
mism is based on the promises 
made and that the sure way to 
keep morale high is to make the 
announcements immediately.” 

Fribley said he had noted wide- 
spread optimism in his _ travels. 
about the nation. Much of this is 
due, he said, to a return to the 
basic fundamentals of merchan- 
dising. 

Another factor in the bright 
future promised by the 1957 model 
year, said Fribley, was the new 
models themselves. 

“This is not a facelifting year, as 
far as the new ones are concerned,” 

he said. “We (will) have vastly 
improved cars to sell and this is 
true of all lines.” 

He said that NADA, working 
closely with manufacturers, Better 
Business Bureaus and with coopera- 
tion of local and state organiza- 
tions, had been successful in practi- 


| cally eliminating false, misleading 
|and deceptive advertising from the 


automobile retailing picture. 
“Razzle-dazzle promotion of au- 
tomobile sales,” said Fribley, “is 
rapidly becoming extinct.” 
The NADA president declined to 


| predict a figure for 1957 automo- 
| misrepresentation. Both have been | 


bile sales. “Until all cars have been 
priced and put on sale,” he said, 
“and the public reaction to them is 
assayed, it would be impossible to 
make an intelligent forecast.” 


On the House .. . 


Chrysler Corp., like Ford Motor, is planning a 
brand new car for introduction next year, which 
should mean a wild scramble for dealers in the 
coming 12 months. 
the new Chrysler offering will be dropped between 
the DeSoto and Chrysler or whether it'll supplant 


It’s not yet known whether 


the Plymouth as the second line for Chrysler, De- 
Soto and Dodge dealers while Plymouth is put 


entirely on its own. . 
will probably be announced in late November to get 
the trade familiar with it before the intensive drive 
for dealers starts after Jan.1.... 
That was a scorching stage presentation Ford 
put on for its dealers and repeated for newsmen; 
especially the “Two Belles” (Bel Air and Belvedere) skit. .. . 
Chevrolet did a beautiful job in redecorating Detroit Statler’s ball- 
| room for press dinner. ... Pleasing to newsmen covering 1957-model 


Wemhoft 


. . Name of the Ford “E” car 


introductions this year: Most makers have trimmed several hours 





off their previews, in most cases holding them in Detroit and en- 
virons to sawe newmen’s time and health... . 

Joe Livingston, Philadelphia Bulletin’s financial editor, told De- 
troit Economic Club of his recent two-month tour of industrial 
Russia; commented that he believes the Soviet is 30 years behind U. S. 
industry, suggested that “consumerism” be substituted for “capital- 
ism” to describe America’s high-level economy. 


—Perete Wemuorr, Editor, 
Automotive News 
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Resolve at State Convention... 


Texas Dealers to Push 
For Sound Advertising 


ere. Tex.—A resolution de-|a deliberate effort to befog the 


manding that franchised dealers 
follow sound advertising practices, 
was adopted last week at the 39th) 
annual convention of the Texas 
Automobile Dealers Assn. 

The resolultion noted that the 
public is “confused by fantastic 
‘savings,’ giveaways and other | 
forms of advertising that do not | 
reflect favorably on quality 
dealers.” 

It was passed after the 350 deal-| 
ers heard Frederick J. Bell, NADA} 

executive vice-president, assail boot- 
legging and exhorbitant finance 
charges. 





* + * 

“WF (THE O'Mahoney day-in-court | 

law) is used by factories as a} 
cloak or a defense which seeks to| 
show that it (the law) is deterrent} 
to efforts to stop bootlegging, or if| 
it is cited as a reason why boot- 
legging cannot be stopped, then I) 
say the man who tells you that is| 
either a fool or a liar or is making 


Utah Dealers Ask 
Schools to Okay | 


Automatic Drives 


SALT LAKE CITY. The Utah 
Automobile Dealers Assn. has ap- 
pealed to the state to permit schools 
to use autos with automatic trans- 
missions for driver training. 


Dealers contribute driver train- 
ing cars to the schools. 


“It would be to dealers’ advan- 
tage to give the schools the car 
most easily sold when it comes back 
to the dealer,” Elias J. Strong, 
UADA executive vice-president, 
wrote in a letter to the Department 
of Public Instruction. 


Present standards require that 
manual-shift cars be used in train- 
ing. The theory is that a driver 
trained in this type car can grad- 
uate easily to automatic-type cars 
but one fAmiliar only with the auto- 
matic might have trouble with a 
standard-shift car. 


Strong noted that the department 
should consider amending its stand- 
ards to recognize, at least on an 
optional basis, approval of auto- 
matic transmission cars for driver 
training. 

He said that automakers have 
said that, within a year or two, 
gear-shift cars will sell at higher 
prices than the others because of 
lack of demand. 





Sept. 26 


(Prices still holding on good, clean 


ise. Sold 120 cars out of 

199 offerings.) 

BUICK—'56 RM Riviera, $2,650° (ps); 
Super Riviera, $2,410* (ps); Special 
Riviera, $2,350*. '55 RM Riviera, $1,- 
975*; Century Riviera, $1,837*, $1,- 
690°, $1,610°; 4-dr., $1,710* (ps). 
’54 Special Riviera, $1,385°; 2-dr., 
$1,210°; Super Riviera, $1,360°. ‘53 


Super 4-dr., $850*. '52 Super Riviera, 
$665*; conv., $560*; RM 4-dr., $580*. 
’51 Super Riviera, $325*. "50 Special 
4-dr., $250*. ‘48 Special 4-dr., $175*. 
CADILLAC—’'56 (62) Hardtop, $3,770* 
(ps). "53 (62) 4-dr., $1,600° (ps). 


CHEVROLET—'56 Bel Air (8) Hard- 


top, $1,960*%; Two-ten (6) 4-dr., $1,- 
680. "55 Bel Air (8) conv., $1,465°; 
Two-ten (6) 2-dr., $1,465*, $1,310*; 
4-dr., $1,215, $1,165*; Two-ten (8) 
4-dr., $1,100. ‘54 Bel Air Hardtop, 
$1,105*; 2-dr., $860; 4-dr., $910; 
Two-ten 2-dr., $975. ‘53 Bel Air 


Hardtop, $780*. ‘52 SL Deluxe 2-dr., 

$400. '51 SL Deluxe 2-dr., $275. 
CHRYSLER—’56 Imperial Hardtop, $3,- 

550° (ps). ’55 Windsor Hardtop, $1,- 


670* (ps). 

DeSOTO—'53 Fire Dome 4-dr., $725*, 
$625*, $595*. ‘52 Fire Dome 4-dr., 
$475* (ps). 


DODGE—'53 Coronet 4-dr., 52 
Coronet Hardtop, $510*. 
FORD—’56 Fairlane (8) Victoria, $1,- 


885*, 2 at $1,850%; Custom (8) 2-dr., 


$640. 


issue,” said Bell. 

The dealers elected D. L. John- 
son (Chevrolet), Dallas, president 
of the association. Other officers 
are: Sam H. White (Oldsmobile), 
Houston, first vice-president; C. 
B. Smith, Austin, second vice- 
president, and F, D. Mitchell, 
Waco, third vice-president. 


named manager. Three-year direc- 
tors were elected as follows: R. 
M. Sandlin, Mount Pleasant; Frank 
Gillman, Houston; R. J. McMaster, 


Longview; Joe Bob Kinsel, Beau-, 
mont; Joe Nash, Waco; R. H. Tim-! 


berlake, Victoria, and Jack Hughes, 
Abilene. 


Bell said that every manufacturer 
fought NADA'’s proposed anti-boot- 
legging bills. 

“The Department of Justice said 
any attempt to curb bootlegging as 
such is a violation of antitrust 
laws,” he said. 

+ * oa 


“eT IS Congress, not the Justice 


Department that makes the 
law,” Bell said. 


He added that NADA will con- 
tinue to use every means at its 
disposal to halt practices, which 
are not in the public interest and, 
in many instances, a fraud on 
consumers. 


Bell urged the Texas group to 
follow national policy in condemn- 
ing exorbitant finance charges and 
to take the same responsibility and 
leadership to insure fair and rea- 
sonable finance charges for auto 
buyers. 


The market potential also was 
emphasized by Alan G, Rude, ex- 


(Continued on Page 50, Col. 4) 





Tom Crooks, Austin, again was} 


|Mack’'s "Bus of Tomorrow'— 





Developed by Mack Trucks, Inc., this new transit-type bus was displayed in Wash- 


ington last week for the first time, under t 


he sponsorship of the D. C. Transit System. 


Designed for mass transit or local service use, the bus teatures such innovations as a 
“plunging waistline’ with wraparound windshield, picture windows, air conditioning, | pointed out there will be two station 
a muralled rear lounge, radio telephone and foam-rubber crash padding. 








3 Chrysler Lines Add Series; 
All Get Torsion Bars 


DETROIT. An all-new suspen- 
sion system, called Torsion-Aire, 
and “soaring tail fins” lead the list 
of features in the 1957 line of 
Chrysler Corp. cars. 


Chrysler said today (Oct. 1) at 
its press preview that the new 
changes “incorporate the most 
extensive advances ever made by 
the company in a single model 
year.” 

The suspension system is stand- 
ard on all Plymouth, Dodge, De- 
Soto, Chrysler and Imperial cars. 
Major elements are torsion bar 
springing in front, rubber isolation 


of all parts between wheels and 
frame, ball joints, a new rear 
spring, low-pressure tires and a 


new frame design. 


Chrysler said it will reduce 


“dives” of the front end by 60 per- 
cent, give flat, fast cornering, and 
virtually eliminate vibration, shock 
and noise. 


Dodge trucks will have push-| 


button shifting and power steering 
is available on every model in the 
new line of trucks. Tubeless tires 
are standard on Dodge trucks. 

All Chrysler-made cars, the com- 
pany said, will be lower. Hardtops 
and convertibles will be five inches 
lower while sedans are lower by 
nearly four inches, Dodge and 
Plymouth have been widened by 
nearly four inches. 
| This lowness, accentuated by 
“soaring tail fins,” Chrysler said, 
provides a “shape and a sense 

(Continued on Page 50, Col. 1) 


National Price Ads Weighed 


(Continued from Page 1) 


decision will be forthcoming for 
at least a month. 


The news stirred up the tradi- 
tional pros and cons of such adver- 
tising. Proponents mentioned its 
promotion values and said it would 
serve as u deterent to price pack- 
ing at the retail level, 

* * * 
PPONENTS declared that 
dealers never would swallow 
the program. 
The type of price that would 


Used-Car Bulletin from Detroit .. . 





Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


2-dr., $840°, $685°. '53 Crest (8) 4- 
dr., $735* (ps), $675, $645; conv., 
$640; Custom (8) 2-dr., $735*, $625: 
Custom (6) 2-dr., $510, $475. °52 
Custom (8) 2-dr., $530, $450°. ‘51 
Custom (8) Victoria, $375*. 

LINCOLN—’'56 Premiere Hardtop, §$3,- 
600* (ps). °53 Cosmopolitan 4-dr., 
$1,040*. 

MERCURY—’55 Monterey Hardtop, $1,- 
755* (ps), $1,700*; 4-dr., $1,750*; 


Custom Hardtop, $1,600* (ps); 4-dr., 
$1,540. 54 Monterey station wagon, 
$1,385*; Hardtop, $1,255*, $1,220°. 
*53 Monterey Hardtop, $820*; 4-dr., 
$740*. '51 2-dr., $275. 

NASH—'53 Statesman Hardtop, $710. 
'52 Rambler station wagon, $330. 
OLDSMOBILE—’'56 (98) Holiday, $2,- 
860* (ps). '55 (98) Holiday, $2,125*; 
(88) Holiday, $2,000* (ps); 2-dr., $1,- 
470* (ps). '54 (98) Holiday, $1,635*, 
$1,600* (ps); (88) Super Holiday, 
$1,575* (ps); Deluxe 4-dr., $1,370* 
(ps). °52 (88) 4-dr., $630*,. ’51 (98) 

Holiday, $330*. 

PLYMOUTH—'55 Belvedere (8) Hard- 
top, $1,585*; Plaza (6) station 
wagon, $1,435; 2-dr., $950; Belvedere 
(6) 4-dr., $1,025. '54 Belvedere sta- 
tion wagon, $1,000; 4-dr., $650*. '53 
Cranbrook 2-dr., $550, $550°; 4-dr., 
$450. '52 Concord 2-dr., $220. 

PONTIAC—'55 Star Chief (8) Hardtop, 
$1,610*; Chieftain (8) 4-dr., $1,300*; 


2-dr., $1,170. °54 Star Chief (8) 
conv., $1,115*; station wagon, $1,- 
100*; Chieftain (8) 2-dr., $810. °53 
Chieftain (8) Catalina, $860*; 2-dr., 


$1,550. °55 Country sedan, $1,825* $750*, $550°. '52 Chieftain (8) 2-dr., 
(ps); Fairlane (8) conv., $1,455* $500*; 4-dr., $400*, °50 4-dr., $275°*. 
(ps), $1,400, $1,360*°; 4-dr., $1,375* STUDEBAKER—’54 Commander 2-dr., 
(ps), $1,350*, $1,315, $1,255; Main $680*. '52 Commander Hardtop, $220. 
(8) 2-dr., $1,055. '54 Crest (8) Vic- MISCELLANEOUS — ’'53 Ford %-ton 





toria, $1,105*, $1,080*; Custom (8) pickup, $660. 
*Indicates automatic transmission or overdrive and (ps), power steering. 





Other Auction Reports are on Pages 42, 43, 44 and 45 








| be used by the factories involved 
| has not been formulated, It 
| would, of course, be only a sug- 

gested price. 

Whether the figure would include 
Federal excise tax or whether it 
|would be simply a factory- 
| suggested base retail price is being 
debated. 
} * + * 
suggested dealer handling 
|charges, Freight and state and 
local taxes could not be figured 
into any nationally advertised price. 

Those who see such a program 
as an aid in the fight against 
price packing contend that the 
buyer could ascertain the addi- 
tional charges and then would 
know the maximum price he 
should pay for a particular model. 


Others insist that unscrupulous 
|merchants still could pack the un- 
| listed charges and extras, thereby 
defeating the purpose of the adver- 
| tising plan. 
| The case for national price ad- 
| vertising as a promotional gimmick 
| appeared to have more substance. 
It was argued that, knowing the 
| list price, a buyer might be enticed 
|into a higher-priced line. 

* x * 


Bur how about the dealer objec- 
tions? One source argued that 
|a buyer 


Craft Winners 


Guests of Ford 


DEARBORN.—Thirty winners of 
outstanding achievement awards in 
the tenth annual Ford Motor Co. 
Industrial Arts Awards and Stu- 
dent Craftsman’s Fair competition 
were guests of the company last 
week, 

The top prize winning exhibits 
were adjudged the best of more 
than 40,000 projects entered by 
students in grades seven through 
12, throughout the United States, 
Canada and Puerto Rico. Cash 
prizes for all winners totalled 
$50,000. 


isn’t likely to move up 


T PROBABLY would not include | 


after he finds that the car cannot 
be purchased at the advertised 
figure. 

A factory executive declared that 
such an advertising program would 
be “suicide for both the factory 
and the dealer.” 
| It was learned that dealer 
opinion will be an important step 
in the plans of the companies 
| considering the move. Strenuous 
| objections from the retailer body 
| could result in the scrapping of 
the idea. 
| And it is possible that dealers 
| far from Detroit — 


| very strenuous objections. 


“ 


| Replies ranged from “no comment” 
to “have heard nothing about such 
a plan around here.” 





where freight | 
charges are higher — might have) 


Other factories would say little} 
about the advertising proposal. | 


Oldsmobile Offers 
3 New Wagons 


Sales Gain Noted 
In Medium Field 


LANSING.—Oldsmobile is count- 
ing on three new Fiesta station 
wagons and a new 88 convertible 
in its 1957 line of cars to increase 
its percentage of the medium price 
class, according to J. F. Wolfram, 
general manager. 


Wolfram revealed the new 
station wagon line, which will be 
shown to the public with Oldsmo- 
bile’s other new 1957 models early 
in November, at a press confer- 
ence for midwestern editors at 
Detroit. 


In returning to the station wagon 
line, which Oldsmobile temporarily 
|discontinued in 1950, Wolfram 


wagons in the 88 series and one in 
the Super 38 series. 

Two of these models, one in each 
| series, will introduce a brand new 
note to station wagon styling. They 
| are of the so-called Holiday hardtop 
| design, in which the center post 
| between the two doors is elimi- 
nated, and are called Fiestas. 

There also will be an 88 station 
| wagon utility model with the con- 
| ventional center pillar. In every 
|model, the second seat folds flush 
with the floor to provide ample 
cargo space in the rear. 
“The Oldsmobile outlook for 
1957 is strengthened by the fact 
that Oldsmobile has consistently 
improved its position in the 
medium price class,” Wolfram 
| said. “Through the first seven 
| months of 1956, Oldsmobile sold 
| 21.8 percent of the medium price 

class. This compares to 20.8 per- 
cent for the same period a year 
earlier, indicating a full 1 percent 
improvement. 

“Some of this improvement stems 
from the constant upgrading of 
|personal income in the U. S. In 
1948 there were only 8 million fami- 
| lies with an annual income of $5,000 
or more. Today that figure has 
doubled to 16 million families and 
lit should continue to increase in 
| 1957.” 

Oldsmobile’s vast expansion pro- 
|gram makes possible this return 
|to the station wagon field and an 
| opportunity to enlarge Oldsmobile’s 
share of the medium price market, 
Wolfram explained. 
| “The current expansion program, 
| now nearing completion, is strong 
| evidence of Oldsmobile’s confidence 
in the outlook for the automobile 
industry,” Wolfram asserted. “We 
|anticipate that Oldsmobile will 
|obtain a larger share of the more 
than $17 billion worth of passenger 
|cars expected to be sold in 1957. 

“For the first time in the divi- 
sion’s history, Oldsmobile will be 
able to adjust production sched- 
ules upwards as well as down- 
wards in accordance with dealers’ 
needs. Dealer sales will not be 
limited because of lack of factory 
‘(Continued on Page 49, Col. 2) 











Designed for Safety— 


Cutaway drawing shows the safety principles incorporated in the design of a crash- 
resistant car as a result of a joint study by Cornell Aeronautical Laboratory and 
Liberty Mutual Insurance Fund. The steering wheel is replaced by a lever-type power 
steering system, and the driver is centered for maximum visibility and a more protec- 
tive position for maintaining control of the car in the event of a collision. Safety 
designs include bucket seats with seat belts, a rearward seat for greater -protection, 
roof padding, safety doors and rounded bumpers. (United Press Photo.) 

















=a 
on 


i | 


1 oO mas So 


en: 


t, 


“a 3 
q 7 








J it ae + Time Purchast jue 


For Carefree Driving 


ne ee Sethian aienia alt eee 


Put This Man 


on your Quality Sales Team! 


The man who took the above picture of Texas’ Palo Duro Canyon 
State Park is Ivan Dmitri, internationally famous artist and 
photographer. We are proud to feature his beautiful color photo- 
graphs monthly in the Universal C.I.T. national advertising 
program. 

It’s his job to create pictures so attractive that they will 
instantly command the full attention of readers of LIFE, SAT- 
URDAY EVENING POST and the 104 SUNDAY NEWSPAPER 
MAGAZINES in which our advertisements appear. 

Readership tests show that the ads are being read and remem- 
bered by a high percentage of readers . . . readers in your local 
community . . . readers whose incomes make them the best 


rospects for the sale of cars. 
prosp 


4: 









Dealers who use the C.I.T. plan will receive mounted full 
color reproductions of these advertisements for display in their 
showrooms. And there are decals of the C.I.T. symbol for your 
door, and bronze-like plaques for your literature table. Large 
color reproductions of local state park photos are also available 
for dealers to hang in their display rooms. These sales aids, 
prominently displayed, identify your dealership with our nation- 
ally advertised Time Purchase Plan and will build extra profits 
for you. For, when you feature the C.1.T. Time Purchase Plan 
for Carefree Driving, it’s easier to seli better, more completely- 
equipped cars. 

Call your local C.I.T. District Manager now and ask him for 
the display material. He'll be glad to help. 





Watch for the current C.1.T. ad in LIFE (Oct. 8); SATURDAY EVENING POST (Oct. 20); 
THIS WEEK (Oct. 21); PARADE and other Sunday newspaper magazines (Oct. 28). 


Universal C.1.-T. Credit Corporation 


One Park Avenue, New York 16, New York 
MORE THAN 450 BRANCH OFFICES SERVING THE UNITED STATES AND CANADA 
(In Canada: Canadian Acceptance Corporation Limited) 
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‘Competitive’ Prices Promised on °57s .. . 





AMC to Revamp Franchises 


(Continued from Page 2) 
independent on product develop- 


ment, Romney told the dealers. 
* * * 


ing for 1957 goals of 150,000 new-car 
sales and 4 percent of the low- 
priced market for Ramblers. The 
Rambler penetration in its market 


“\UR 1957 models show the this year to date has slightly ex-| 


ceeded 2 percent. 
+ + * 


ETROPOLITAN sales will 
receive renewed attention in 


sharpest refinements in the} 
industry and offer many of the 
features which you have asked for,” | 
he said. “And our 1958 models will | 
represent completely the thinking 
which was adopted by the new| veteran Nash sales official, who has 
AMC management after the death |returned from a leave of absence 


of George Mason two years ago.” | to head up Metropolitan sales, has 


Geen ae yg a set his sights at 15,000. Metropolitan 
took part Tuesday and Wednesday a —" oe 
in what the company called the| T° help attain this goal, Watson 


largest driveaway in industry | 





history. 
would be offered to non-AMC 

eee 3,500 Rambler, | dealers if Hudson and Nash re- 

ash and Hudson cars were | — — — — 
driven from the Kenosha (Wis.) 
plant. Banquets catered for the 
dealers in the huge Aragon Ball- 
room reportedly were the largest 
ever staged in Chicago. 
Abernethy said AMC was shoot- 


John Deere Hikes Price 


MOLINE, Ill.—John Deere & Co. 
has announced prices on its farm 
equipment will be increased by 
about 5 percent. 





Bolster 


4 





automotive elements. And this is only the beginning. 


the AMC program, Jim Watson,| 


said Metropolitan franchises would | 
| be written separately in 1957 and! 





Glove Compartment 


— 


We believe that rayon products can be used even more extensively by the automotive industry. 
Our engineers are eager to work with suppliers and manufacturers. May we talk it over? 


“Trademark of American Viscose Corporation 


lower market this past year. I ask 
each of you to sell one more car 
a month next year — an increase 


there waiting to be exploited.” 


been reduced to below 150,000 
sales a year, Romney said, be- 
cause of termination of the pur- 
chase of Packard V-8 engines 


tailers declined to handle the small, 
British-built car. 

Romney said the Rambler had 
kept AMC dealer profits one-third | 
above the industry average this 
| year. He said that the failure of 
the factory to provide enough 
cars for the 1956 Rambler intro- 
duction would not be repeated 
this year. 

“You will have plenty of Ram-| ber of company stockholders—were 
blers in all series for the '57-model | sold next year. 
showings,” he told the dealers. The AMC president said it is 

. .,@ costing the company $153 less to 

_o AMC president bore down) build its own V-8 engine with auto- 
hard on what he termed “lousy” | matic transmission than it cost to 
servicing and “lousy” selling by| buy Packard’s V-8 with Ultramatic. 
many Nash and Hudson dealers. High cost of the Packard engine 

“In 1954 and 1955,” he declared, | Tesulted in $5 million of AMC's 
|“I asked the dealers to raise their |!0Ss this year, he said. 
sights on the Rambler. Many of “And ours is a better, more eco- 
you were skeptical, but I was| nomical engine to boot,” Romney 
proved right because that’s where | declared. 
your profits came from this year. | . 

“Now, I ask you to raise your) & NOTHER AMC engine which 
|sights on your ability to sell our| Romney called superior to com- 
| products even in the face of the! petition was the air-cooled four- 


| areas. 


Romney said AMC could resume 
|the payment of dividends if 48,000 








| * * = 






Wire Covering 







Heater and 
Radiator Hose 










Lining 







Fan Belts 













Tire Cord 


Window Channels 


AVISCO’ PRODUCTS take to the road! 


Lift the hood, open the door, or look into the glove compartment of a modern automobile, 
and you're bound to come in contact with a product that American Viscose has helped pioneer. 
Tough, versatile rayon staple and tow are being used in the manufacture of many diverse 






GROW WITH AVISCO 
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which market surveys show is out | 


AMC’s breakeven point has | 


and cost reductions in various | 
production and management | 


| more AMC cars—equal to the num- | 





cylinder job used on the Might; 
Mite military vehicle. The AMC 
president said prospects were 
strong for a Marine Corps contract 
|on this engine in the near future 
Romney contended that the com- 
plexion of the new-car market had 
undergone a drastic change because 
| of enactment of day-in-court legis- 
| lation and the Senate subcommittee 
| hearings. 
| “All of these changes this past 
year, plus the Big Three adher- 
ence to the big-car concept, give 
us a golden opportunity to move 
| upward, starting with 1957 
models,” he said. 
“IT am convinced we can compete 
| successfully with the Big Three, 
| without trying to meet them head- 
on, if only there is a strength of 
purpose among our factory and 
|dealer organizations and a firm 
belief in our kinship with the 
future.” 
| 2 


| 
| 
| 





* * 


OMNEY noted that AMC’s fi- 
nancial position would be 
| stronger even without a sales in- 
| crease next year. He said that the 
|25 top executives of the company 
|are getting about 50 percent of the 
salaries they or their counterparts 
were receiving in 1953. 

Fred Adams, merchandising 
director »f American Motors, said 
major advertising of the corpora- 
tion would be geared to the Ram- 
bler in the coming year. All com- 
imercials on the “Disneyland” 
| television show will highlight the 
| Rambler and there will be similar 
| stress in billboards, magazines and 
local newspapers, Adams said. 

AMC treated its dealers to its 
most lavish introduction show, 
complete with chorus girls, 14 
violinists, comedians, special color 
slides and a film report on the 
recent Rambler economy run 
from Los Angeles to New York. 


Dealers greeted the 1957 models 
with loud applause and showed 
enthusiasm over the changes which 
AMC officials said had been made 
jin answer to dealer requests. 

Announcement of availability of 
AMC's new V-8 engine on 1957 
Ramblers drew the largest acclaim 
from the dealer and salesmen audi- 
ences, 


= . * 
HAIRMEN of the Nash and 
Hudson Dealer Advisory Boards 
were introduced at the previews in 
the Opera House and occupied 
| seats at the speaker's table in the 
| Aragon Ballroom. 

Desk sets were presented to the 
dealer council chairmen, W. A. 
Grawemeyer (Nash), of Indianapo- 
|lis, and Bill Herrmann (Hudson), 
|of Detroit, on behalf of the respec- 


| tive dealer organizations, 


Ink Blots Help 


‘Design Chrysler’s 


‘New Idea Car 


(Continued from Page 2) 
Dart’s tail fins are functional units 
which minimize the wind wander 
of the vehicle on the highway. 


| He called the Dart “literally a 
laboratory on wheels,” and said it 
‘now is undergoing tests and evalu- 
ation studies at the company’s 
| engineering proving grounds near 
| Detroit. 


The fact that the Dart ever 
reached Detroit was the result of a 
fortunate change in shipping plans. 
| The Dart was to have been shipped 
on the Andrea Doria which sank 
in the Atlantic last summer. The 
Norseman, another Chrysler idea 
|car, went down with the Andrea 
| Doria. 


The Dart has a 129-inch wheel- 
base, is 80 inches wide and 54 
inches high. It is powered by an 
advanced V-8 engine, Chrysler 
said. Among its innovations, 
Chrysler said, is a “completely 
new design in chassis construc- 
tion and suspension.” 


Other features include a wrapover, 
wraparound windshield, full-wrap 
rubber-mounted bumpers and a 
Sliding roof panel that telescopes 
into a concealed compartment be- 
hind the rear seat. The roof can 
be partially retracted to leave the 
front seat open. 

It also has induced brake cooling 
which, Chrysler said, is achieved by 
air forced through the finned wheel 
covers to the brakes at a rate of 
eight cubic inches a minute at 40 
miles an hour. 
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COMING! 





THE BIGGEST 
NEWS YET FROM 
THE FORWARO LOOK 





THE NEWEST 








NEW CARS 





IN 20 YEARS | 


TOTAL NEWNESS: During the past few 
years, The Forward Look has opened America’s 
eyes to many bright new ideas in styling and 
engineering. Now comes the topper! For 1957 
Chrysler Corporation will present five complete lines 
of cars with total newness! In whatever price range 
you choose, in any of 93-models you fancy. . . 
you will find them the newest new cars in 20 years! 


NEW STYLE: So striking, so right, so in 
tune with the future of car design that it’s called 
THE NEW SHAPE OF MOTION! There are high-flying fins 
and dramatic lowness—yet greater comfort than 
ever, more room where you need it most! 


NEW RIDE: The outstanding engineering ad- 
vance of 1957: Torston-AIRE . . . it carpets the road! 


Chrysler Corporation’s engineers have created a 
new kind of suspension that carries you smoothly on 
any surface! It virtually eliminates sway around 
corners and “dive” in fast stops! 


NEW TRANSMISSION: TorQuEF Lite, the 
smoothest and swiftest transmission yet in going 
from full stop to driving speeds . . . controlled by 


the modern miracle of pushbuttons! 


NEW BRAKES: All five Chrysler Corporation 
cars will have the revolutionary TotaL-ContTact 
BRAKES . . . requiring 20% less toe pressure . . . with 
twice the resistance to “brake-fade” . . . with up to 


50% longer brake-lining life! 


NEW PERFORMANCE: The engines in 





Chrysler Corporation’s 1957 cars will have greater 
displacement—better performance with power for 


precision control in every driving situation. 


NEW VISIBILITY: With bigger windshields 
than ever before and greater glass area all around, 
you will see better and have a wonderful new feeling 


of openness! 


You will also enjoy Chrysler Corporation’s exclusive 


full-time power steering . . . new single-unit heater 


and air conditioner . . . and many other features 


you will not find in other cars this year! 


Maybe you should be selling The Forward Look in 
1957. Chrysler Corporation offers more that’s new 
than ever before. Why not take a good look at 
The Forward Look. 


CHRYSLER CORPORATION _>> THE FORWARD LOOK 
New Plymouth, Dodge, De Soto, Chrysler and Imperial on public display October 3Oth 


COPYRIGHT 1956 BY CHRYSLER CORPORATION 
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SOP "Ds 06% 


Buick Seeks 25% Sales Boost 


(Continued from Page 2) 
of Buick’s dealers chose the long- | 
term franchise offered this sum- 
mer by General Motors. 

Ragsdale said he believes that 
this year’s criticism of the auto in- 
dustry had “done a certain amount 
of good.” 

“I think all of us are better off 
for having aired our differences 
and got them off our chests,” he 
said, 

3ut, vehemently opposing Gov- 
ernment control of the industry, he 
declared: “We demonstrated again 
this year that we are quite able 
to impose our own regulations 
when the supply of cars gets out 
of balance with demand.” 

He said his company is opposed 
to gimmick advertising and blitz 
sales, which he blamed for many 
of the industry’s ills this past year. 

Ragsdale revealed that Buick 
obtained 9.5 percent of industry 
sales this year, compared with 10.3 
percent in 1955 and only 8.5 per- 
cent in 1950. 

Vern Mathews, chief engineer, | 
announced that Buick will not 
offer a fuel-injection system this 
year “because we need more ex- 
perience on this device.” 

Al Belfie, sales chief, 
hoped to sell 60,000 station wagons | 
next year, compared with about 20,- 

| 


said he 


000 in 1956. He revealed that the 
safety features offered on 1956 cars| 
did not go over too well, ee 
that Buick dealers sold only 5,000) 
safety belts. 


Asked if Buick would adopt the | 
14-inch wheels which will be offered | 
on several 1957 cars, Mathews said | 
his company did not see any advan- | 
tage in the smaller wheels and/| 
thinks the 15-inch ones look better | 
on its cars. 

He said economy will be slightly 
better on the 1957 cars, despite the 
increase in horsepower and per- 
formance. 

Ragsdale said Buick dealers will | 
save about $8 million this year as/| 
a result of the new quality dealer 
program. 

“More savings will accrue to 
them next year when the full 
impact of the dealer franchise 
changes is felt and these savings 
will contribute importantly to 
their profits,” Ragsdale said, 


He was particularly happy to note 
the big drop in dealer inventories. 


“The less-than-6,000 cars on hand 


Truckers’ Suit 


Gets Under Way | 


PHILADELPHIA. The $250 
million antitrust suit brought by 
the trucking industry against the 
railroads opens here today (Oct. 1) 
before Federal Judge Thomas J. 
Clary. 

Plaintiffs are 40 long distance 
trucking firms and the Pennsyl- 
vania Motor Truck Assn. Defend- 
ants are the Eastern Railroad Pres- 
idents Conference and its public 
relations counsel, Carl Byoir & As- 
sociates. 

The suit was filed Jan. 17, 1953, 
and much of the intervening time 
has been devoted to pretrial testi- 
mony. 


ADVERTISEMENT 


PISTON RINGS 


HOW MUCH MONEY was 
spent for them by truck fleet 
operators last year? 


The greatest survey of the roll- 
ing market ever made shows— 


$21.3 MILLION 


FLEET OWNER KNOWS new 
market figures for 108 other 
major automotive products. 


See pages 30 and 31 


when the new models are intro- 
duced,” he said, “amounts to 
slightly more than one percent of 
the total 1956 model output. Three 
percent is considered a normal 
supply.” 
* * * 

RIOR to the press _ preview, 

Buick staged the largest sales 
announcement meeting in its his- 
tory for its entire field sales organ- 
ization. 

The two-day program brought 485 
field men to Flint and was climaxed 
Tuesday night by a banquet at- 
tended by 840 persons, including 
top representatives of General Mo- 
tors Corp. 

The sales meetings were under 
the direction of Albert H. Belfie, 
general sales manager. The new 
model cars were introduced by 
Verner P. Mathews, chief engi- 
neer. The principal address at the 
opening session in the LM.A. audi- 
torium was made by Edward T. 
Ragsdale, general manager of 
Buick. 

A feature of the new-car intro- 


Bel ca oke. 


duction was an original New York 
musical show. 

The Tuesday night banquet was) 
addressed by Dr. William H, Alex-| 
ander, pastor of the First Christian 
Church of Oklahoma City. Guests 
included GM’s Ivan L, Wiles, Wil- 
liam F. Hufstader and Lewis C. 
Goad. 

More than 2,500 representatives of | 
Buick suppliers were on hand 
Thursday and Friday for a special| 
preview, and on Saturday Buick} 
employes and their wives had their 
first look at the new models. 

Buick sales and engineering ex- 
ecutives, led by Ragsdale, Belfie 
and Mathews, will leave Flint today | 
(Oct. 1) for a series of transconti- 
nental dealer preview meetings. 
Sessions are scheduled for Chicago, 
Atlanta, New York, Detroit, Los 
Angeles and Fort Worth through- 
out the month. A streamlined ver- 
sion of the Flint announcement 
festivities will be presented at each 
city. 
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DeSoto Features New Tire— 


Goodyear's new Captive-Air tire, designed to eliminate the spare, will be standard 
on DeSoto's 1957 Explorer station wagons. The tire, shown being presented to DeSoto 
officials, is said to carry cars at legal speeds for more than 100 miles after damage, 
if necessary, to a service point. From left are J. B. Wagstaff, DeSoto sales vice- 
president; P. K. Coe, Goodyear vice-president; F. L. Bird, DeSoto operating manager; 
R. W. Utley, DeSoto service director; R. S. Harper, Goodyear account executive; L. I. 
Woolson, DeSoto president; and D. K. Slotman, chief engineer, Goodyear Detroit 
division. 
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TIMKEN-DETROIT AXLE DIVISION 


ROCKWELL SPRING AND AXLE COMPANY 


DETROIT 32, MICHIGAN 
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LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSSES AND TRAILERS 
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sumer prices. 


bank stocks over the near term, | friend of mine, now moderator of 


AUTOMOTIVE WASHINGTON 


Cost of Living Drops 
For First Time in 1956 


By William Ullman 

Washington Correspondent 

es the first decline since early this year, consumer 

N prices dropped 0.2 percent between July and August. 

At the same time, factory take-home pay in August reached 

an all-time high which, coupled with the decline in prices, 

represented a real gain in purchasing power. 
The consumer price index 
for August was 116.8 percent 
of the 1947-1949 average, 


which means that prices in August 
were 16.8 percent higher than they 
were in the 1947-1949 measuring 
period. 

While the index, with its laby- 
rinth of percentages and base 


Since the Demo- 
crats have been 
charging the Re- 
publicans with re- 
sponsibility for 
the so-called high 
cost of living, the 
Republicans can 
surely be counted 


| The 0.2 percent drop, accord- 
| ing to Ewan Clague, chief of the 
| Bureau of Labor Statistics, was 
| caused by a dramatic dip in the 
price of fresh fruits and vege- 
tables. He declined to make any 
| estimate of what may happen 
index-wise in September. 

| While fresh produce was going 
down in August, meats were going 
lup. The question, he said, was 
| whether fresh produce prices, ex- 
| pected to continue the seasonal 
| downward trend, will go low enough 
to offset expected increases in other 
items. 


* * x 


Interest Rates Hold 
ITH loan demand strong, it 
would seem that interest rates 
are not likely to decline for a while, 
land could well continue to rise, 
according to Merrill Lynch, Pierce, 
Fenner & Beane. 
Recent Federal Reserve action in 
increasing discount rates has im- 
proved the earnings outlook for 


the investment firm said, but there 
are uncertainties about the longer 
term operating earnings trend, 

* * + 


An Eye for Beauty 


mweost everybody in the auto trade | 


association field knows Mike 
Murphy, executive vice-president, 
Automotive Trade Assn, of the 


National Capital Area. I am re-| 
minded that Mike must have a good | 


eye for feminine pulchritude. 

It seems that since he took 
over his dad’s job as auto show 
manager, two of the local Auto 
Show queens have been chosen 


for the Miss America contest at 


Atlantic City. The latest was 
Margo Lucey, runnerup this year. 
Just talked with Mrs. Murphy 

over the phone, and promised to 
send her a copy of this issue of 
AUTOMOTIVE NEws. 
* * * 


A Pleasant Meeting 


i HAD a pleasant meeting in my 
favorite barber shop the other 


“Meet the Press.” 
Next to Ned was Osy Roberts, 


man in the Pentagon press 
department and now with the U. 
S. Information Agency. Osy asked 
me about our Mac Gordon. I 
told him that Mac had gotten 
back from the Army Ok and was 
now doing a crackerjack job as 
news editor, 

| Too bad John L. Lewis, czar of 
|the mineworkers union, wasn’t 
| present. He is a regular. Out of 
| town? No. I know he was in town 
| because, walking past UMW head- 
| quarters a little later, I saw his 
Cadillac parked in the private space 
|reserved for him next to the as- 
| sociation building. That’s how old- 
time news hounds here can get a 
line on John L, before they make 


| a call, 
| * * * 


Irving Belt Mourned 


| TH saddest assignment of the 
week was the funeral of an old 
| newspaper friend — Irving Belt. 


another old friend, formerly top 


periods, ordinarily is of small 


on to give the 


day. In the chair at my left was| y.ars ago Irv did a stint in auto- 


a 


widest possible 
publicity to the 
drop reported in 
the level of con- 


moment to any but economists and 
other trend watchers, in an election 
year it becomes more meaningful— 
and useful — to political enemies. 


William Uliman 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the _ entire 
story every week throughout the year. 





EVERY TRIP 





Almost 1,000 Ibs. of extra payload every mile for the life 


of the vehicle when you use the combination of new, lightweight 


TDA Tandem Driving and Trailer Axles! 





FBI Chief J. Edgar Hoover, a regu-| 
lar. On my right was Harold Stas-| 
sen. Two chairs away was Ned 
Brooks, an old-time newspaper 


| motive, then went on to other jobs 





| and wound up his active carreer as 
;}one of the owners of the Wash- 
ington Times Herald. 

He was one of seven employes 
who were willed the paper when its 
| owner Cissy Patterson, died several 
| years ago. He sold his interests to 
| Cissy’s uncle, Robert McCormick, 
| of the Chicago Tribune, and retired. 
| That was the paper on which I 
started my automotive career in 
1912 and left in 1915 to join AAA. 
I was named as one of a small 
group to represent the National 
Press Club at Irv’s funeral services, 
That was my toughest assignment 


of the week. 
= + 7 


Lots of D.C. Cars 


T= Washington Metropoli- 
tan Area will have 1.5 million 
cars by 1980, according to Jerome 
P. Pickard, research director, 
Washington Board of Trade. At the 
same time, he figures, the popula- 
tion will reach 3.4 million. I think 
his calculations are off a bit. I am 
sure that today I have to battle 
at least one million autos every 
time I go from my office to the 
Capitol, 


. + * > 


Frey on Turbines 


IQOMALD N. Frey, one of Ford’s 

top research engineers, was the 
principal speaker before the Wash- 
ington section of the American 
Society of Mechanical Engineers 
last week, His subject was gas tur- 
bines in autos. Frey is associate 
director of the Ford scientific 
laboratory at Dearborn. 

7” + 7 


Tightrope Money Act 
Wrras J. A, Livingston, finan- 

cial writer of the Washington 
Post: 

“Politically, it’s inconvenient. 
Economically, it’s unavoidable. 
And, it could cause trouble. We've 
got to watch it—like men. We've 
got to use judgment.” 

“That sums up a long conversa- 
tion with one of President Eisen- 
hower’s key advisers on economic 
problems. He was referring, as you 
have already guessed, to tight 


money.” 
+ . * 


McCoy Heads BDSA 


ORACE B. McCOY, career 

Government service official, was 
named last week to succeed Charles 
F. Honeywell: as administrator of 
the Commerce Department’s Busi- 
ness and Defense Services Admin- 
istration, Honeywell resigned, effec- 
tive Oct. 15, to return to private 
business. 

McCoy is best known to the auto- 
motive world as director of the 
Office of Materials Distribution 
after World War II, head of the 
Office of Industry and Commerce 
in 1950, and as assistant adminis- 
trator of NPA in 1952. 

McCoy entered Government serv- 
ice in 1920 as an employe of the 
Bureau of the Census. Since BDSA 
was formed, he has been deputy 
to Honeywell. 

Now here’s the snapper: As a 
deputy in high civil service rank, 
McCoy has received $16,000 a year. 
As administrator, whose pay is fixed 
by an executive order under the 
Defense Production Act, he will get 
only $15,000 a year. Thus, his pro- 
motion will cost him a thousand 
bucks a year. That’s Government 
service for you! 





2,185,524 autos inspected... 


LOOK CO-SPONSORS 





Again this year, the annual community Safety Check —co-sponsored 
by Loox Magazine, Inter-Industry Highway Safety Committee and 
National Safety Council—caught the imagination of civic leaders from 
coast to coast. Governors and mayors issued official proclamations. 
Eight hundred cities in 34 states actively joined the campaign. 

From the program’s inception, Look has worked closely with its 
co-sponsors at both national and local levels to plan and carry out the 


campaign. A Look article in the May 15th issue, “Case of the Care-less 


Governors and mayors led many opening day parades 


SAFETY GHEGK 


SAFETY-cHEC 





Car,” by Loox automotive editor George Koether, alerted 19,500,000 
readers to the hazards of driving an unsafe vehicle, and told how 
communities could join the program. 

Since May, more than 2,000,000 cars and trucks were brought to 
safety check lanes all over the country—the largest voluntary safety 
check ever held. The results proved the campaign’s worth. Inspectors 
found that | out of every 5 vehicles needed repairs or maintenance. 


Rear lights, brakes and front lights led the list, followed closely by 


Leavis 
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Twice as many vehicles checked as in 1954 








.., 800 cities participate... 


LARGEST VOLUNTARY 
EVER HELD 


000 exhaust systems and tires. Most of the defective vehicles were taken at 





how once to local dealers for necessary repairs. 


The 1956 National Community Vehicle Safety Check was the third 





it to nationwide campaign co-sponsored by Look Magazine. Plans for the 
fety 1957 campaign are now under way. For details on tie-in opportunities, Z 

° 
tors contact your Look representative or write Fred Talento, Automotive a crealtl ve force Lil 


nce. Merchandising Manager, Look Magazine, 488 Madison Avenue, New 


rby 4 York 22, New York. automotive marketing 





Communities in 34 states tied in Most of the defective vehicles were repairedimmediately 
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Capsule Comment 


New models will cost more this coming year, while credit 
money will be tighter and terms much stiffer, according to a 
survey of financial firms. 


Despite these seeming handicaps, dealers are optimistic 
over 1957-model prospects. 


Ford says prices will rise only an average of 2.9 percent 
on its 1957 cars, although costs have increased as much as 
52 percent in some cases. 


Again demonstrating that the auto makers give more for 
the dollar than anyone else in America. 


James C. Moore, NADA’s legal counsel, warns dealers 
that “the unions are determined they are going to organize 
= establishments .. . they will be nibbling away at your 

usiness.” 


Once more we ask: Are you, Mr. Dealer, devoting any 
time and thought to your own labor relations? 


Traffic deaths have reached a 21-year high through the 
first seven months of 1956—21,730 persons killed, according 
to the National Safety Council. 


Deaths on the highway are increasing faster than mile- 
age driven, too. 
* * * 


Milwaukee Judge Frank Gregorski, criticizing what he 
called a “public-be-damned” attitude on*the part of truck 


makers, has fined a local truck owner for a noisy muffler. 


We've heard quite a few of those noisemakers, too, 
Judge. 


“We need more emphasis on science in the U. S. educa- 
tional system, if America is to keep apace of its own growing 
economy,” declares S. E. Skinner, GM vice-president. 


And we need a huge expansion.of our college facilities 
if we are to accept all those who want to attend. 





Coming 
Events 


Dealer Conventions 


Sept. 30-Oct, 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 3-4—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 
Hotel, Hutchinson, Kansas. 

Oct. 14-16—Automotive Trade Assn, of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct, 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss, 

Oct. 21-23—Florida Automobile Dealers 

Assn., Fort Harrison Hotel, Clearwater, 


Fla 

Oct. '21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas, 

Nov. Il- 13—Kentucky Automobile Dealers 
a. Sheraton-Seelbach Hotel, Louis- 
ville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan, 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 


San Francisco. 
* * * 


Auto Shows 


Oct. 6-2i—Dallas Auto Show, State Fair 
Automobile Bldg., Dallas. 

Nov. 10-17—International Autorama, Com- 
mercial Museum, Philadelphia. 

Nov. 15-25—Los Angeies Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
Dec. 8-I6—National Automobile Show, 

Coliseum, New York. 

Dec. 28-Jan. 6—Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 

Jan. 4-13—Seattie Auto Show, Civic Audi- 
torium, Seattle. 

Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. 8-13—Phoenix Automobile Show, 
Phoenix Coliseum, Phoenix, 

Jan. 18-26—Indianapolis Auto Show, Man- 
ufacturers Blidg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 
Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 


burgh. 

Jan. 19-27—Detroit Auto Show, Detroit 
Artillery Armory, Detroit. 

Jan. 21-26—Cincinnati Automobile Show, 
Cincinnati. 

Jan. 26-Feb. 2 — Rochester Automobile 
Show, War Memorial Exhibit Hall, 
Rochestr, ws. Ve 

Feb. 2- 10—Omaha Auto Show, Civic Audi- 
torium, Oham 

Feb. 4.9—Denver “Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Albuquerque Auto Show, Coli- 
seum Bldg., “ae Fair Grounds, Albu- 
aureaue, N. 

Feb. o1e--Milwoukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 17-23 — Syracuse Automobile Show, 
Onondaga County War Memorial Bidg., 
Syracuse. 

Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S$. C. 


Interna- 


* os 
General 
Oct. 1-3 — National Electronics Con- 


Hotel Sherman, Chicago 

4 — Paris Auto Show, Grand 
Palais, Paris. 

Oct. 8-i2—National Metal Exposition and 
Congress, Public Auditorium and Ex- 
hibition Halls, Cleveland. 

Oct. 10-12 — National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 

Oct. 17-27 —- International ‘Motor Show, 
Earis Court, London, England. 

Oct. 21-26—Twenty-third annual conven- 
tion, American Trucking Assns., Waldorf 
Astoria Hotel, New York. 

Oct. 22-26—National Industrial Exposition 


ference, 
. + 


& Management Conferences, Detroit 
Artillery Armo: Detroit. 
Oct. 22-26—44th National Safety Congress 


Conrad Hilton, Con- 
and LaSalle Hotels, 


and Exposition, 
ar ess, Morrison 
hicago. 


30 Years Ago... 


Automotive Cartoon 


Of the Week 


ROOM 


‘Clean Slate 


M.MADIEN 
~\ 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


A Plug for Selling 

I agree with John O. Munn’s Sept. 
24 column in which he urges dealers 
to start the new-model season with 
a slate cleaned of all the tricks of 
the trade which have brought 
dealers into illrepute. 

A quarter of a century of dealing 
with the public has taught me that 
the dealer who sets out to fool the 
public fools only himself in the long 
run. 

I know that we can figure out 
justification for all the tricks. I’ve 
had dealers tell me that their cus- 
tomers forced packed prices on 
dealers, that people like this new 
gimmick of the chain-referral plan. 

Sure, and I believe that con- 
fidence men would starve to death 
if it weren’t for a touch of larceny 
in the makeup of their victims. 

But, as I see it, dealers simply 
go for these gimmicks as an “easy” 
substitute for. working hard at sell- 
ing on an organized basis. Funny 
thing is, though, I’ve seen many 
dealers work harder on the tricks 


All Dodge touring cars and roadsters are now available in color. The 
hoods and bodies will be in coolie blue lacquer, with a cartouche strip 


below the belt line. The standard touring car and roadster have blue 
wood wheels and ae natural wood wheels with black dagger 


striping on the spokes. 


Automobile production in the United States, at the present rate thus 
far this year, will mark another banner year in the history of the 
industry. Total output of cars for the eight-month period ended Aug. 
31, was 2,765,369, as against 2,431,202 for the same period last year. 
Truck output totalled 339,383, compared with 305,503 last year. 

Almost 2 million more vehicles were registered during the first six 
months of this year than during the same period of 1925. The exact 
number is 1,927,141 and is an increase of 10.8 percent, according to the 
Department of Agriculture, which reports to total registration of 
19,697,822. States showing the greatest increases are Florida, 76.2 per- 


cent; 
19 percent. 


Michigan, 24.3 percent; Mississippi, 21 percent, and Arkansas, 








than they would have to work at 
selling cars on a reputable basis. 

Guess it’s all in how you look 
at work. To me hard selling has 
always been the most interesting 
business in the world, and it pays 
rich rewards as well. 

I’ve been happy to see in recent 
months that there has been a trend 
away from the deceptive practices, 
although I notice that these chain- 
selling promoters are still finding 
takers around the country.—OLp- 


TIMER. 
* * 


What About Averages? 


In your weekly issues you pub- 
lish the average used-car auction 
prices without giving any definition 
as to how you arrive at the differ- 
ent figures for each month, 

I would be very grateful if you 
would let me know for the purpose 
of comparison to similar statistics 
about the market in Great Britain 
and the European continent in 
what way your figures are com- 
piled, what sample you use and 
whether and in which way you do 
statistical manipulation as weigh- 
ing the detailed information about 
the used-car market. — Europzan 
Reaper. 

€ * * 

Eprror’s Nore: The average 
prices we publish are true aver- 
ages compiled from prices on 
each individual sale reported to 
us by the auction operators. 
There is no. statistical manipula- 
tion other than to eliminate 
prices which are so far out of line 
as to indicate a wrecked car. 


os * * 


Guarantee Plan 


Please give us the address of 
National Bonded cars as we wish 
to get more information on their 
used-car guarantee plan—Terxas 
DEALER. 

Eprror’s Nore: 1965 Morris Ave., 

Union, N. J. 




























The lusty voice of the 
Tornado trumpet horn 
commands attention — 
clears the highway. High- 
styled in chrome: plated 
brass, it mounts outside 
or inside the hood, on 
either trucks or passenger 
cars, Made to last... 
with stainless steel dia- 
phragm and rugged 
mountings. Twin or 
single-horn models, 


signs to 


BIGGER 





The Sparton 3-D installs 
with existing standard 
shell-type horns on cars 
or trucks to give drivers 
the far-reaching, pene- 
trating warning they need 
at modern highway 
speeds. A proven best 
seller—thousands in use. 





Sparton Turn Signal Lamps 
for trucks and busses are 
proof against vibration, road 
shock and all kinds of 
weather — give ,continued 
long-range visibility over 
years of hard use. Sparton 
Roll-O-Turn Signal Switches 
have a simple, fool-proof 
self - cancelling mechanism 
and permanently protected 
wiring. Their dependability 
is backed by a difetime war- 
ranty. 
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Only Sparton Karbelts anchor to the doors 
and keep them closed in a crash for life-sav- 
ing extra safety . . . Karbelts also stay clean 
and neat because only Karbelts have the 
handy door clips that keep the outer halves 
from falling off the seat when not in use 

And only Karbelts free a car’s floor 
from brackets near the rear doors. No trip- 
ping — no scuffed s 
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BUILD YOUR BUSINESS in automotive safety equipment with 


this COMPLETE, TOP-QUALITY LINE 
HORN S 


efi +t $3 @* @ @ 


Temante = Electric 3-D Booster Horn Dual ied Cap Su- _fooer Marine Horns Hornet 
Revs Horns Trumpet Hi “Howler” 
Gunle "Air Horn 


DIRECTIONAL SIGNALS TRUCK MIRRORS 
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Auto-Lite Regional Managers Meet— 


Regional sales managers for Electric Auto-Lite Co. took part in a three-day meeting 
recently at the firm's home offices in Toledo. From left are Regional Managers J. W. 
Fairbanks, San Francisco; D. M. Sharpe, Chicago; F. G. Vanzo, Cleveland; W. F. 
Connolly, New York, and R. W. Higgins, Dallas; M. H. Smith, general sales manager, 
and W. E. Blank, marketing vice-president. 











Meeting the Practical Problems .. . 





Case Histories of a Salesman 


Dear Ed: 

ECENTLY a man and wife 

came in looking and asking 

about our cars. After talking a 
while, I learned he was with a 
large company and had just been 
transferred here. They knew no 
one in town. Here was a good 
chance for me to make new 
friends. Cer- 
tainly he should 
be willing. 

After we went 
over some prices 
and potential 
deals we started 
to talk about 
him and his 
new job, Tom 
was about 30 
and I am 42, so 
I was the wise mt 
old man of the Bert Simons 
world and he was the young 
eager salesman with every op- 
portunity in front of him, 





Because he was new in town I 
suggested several places for him 
to look for living quarters best 
suited for his family and his posi- 
tion. We talked about schools for 
his children and the leading shop- 
ping areas for his wife. We talked 
about everything but a car deal 
and I saw that it was time to get 
back to the business of selling 
him a car. 

* * 7 

N TRYING for a “close,” I 

realized that these people had 

several important things to do 

before they should buy a car. For 

instance they were still living out 

of their suitcases in a downtown 
hotel. 

I knew the car deal would have 
to wait. These people at best 
could only become “be backs.” 
My job now was to tie myself 
into them strongly to assure me 
a second shot at them. 


I agreed they certainly should 





“Better order more Quaker State Light HD- 
when cold weather comes, it really goes!" 


Customers warm up to a smooth-per- 
forming car—especially when cold wea- 
ther comes. That’s why Quaker State 
Light HD Motor Oil is always a “‘satis- 
fied customer” winner. It gives depend- 
ableconsistent performanceand protec- 
tion for winter driving. That makes it a 


top profit earner for you. What’s more 
this one oil can serve all your winter 
business. And selling Light HD to your 
customers even before they. come to 
you is a strong, national advertising 
campaign! Push Quaker State. Light 
HD this winter—pull in the profits! 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 





get settled before buying a car. 
And I offered to help them find 

that place we were talking 
about earlier. I said, “Let’s 
jump into my car and [I'l ac- 

quaint you with that part of 
town. We might even try a few 
spots.” 

This appealed to the wife and 
away we went house hunting. 
This to me was as good as a $100 
deposit. 


Nothing could have worked out 
better, first, he was getting a 
demonstration ride, a good long 
one; second, we were accomplish- 
ing an important task, and third, 
he was beginning to appreciate 
what I was trying to do for him. 
He was obligating himself to me. 

* * * 


We FOUND a very comfort- 
able house with everything 
these people needed. I even bar- 
gained a little to get them a bet- 
ter rental and then later helped 
them move. 


All of these things sealed our 
relationship enough so that a few 
days later, when they were set- 
tled, they came in and bought a 
car from me. 


It was a pleasure all the way. 
It sounds like a lot of time to 
spend and a lot to do to make a 
sale, but I enjoyed it and would 
do it more often if given the op- 
portunity. 

—Bert Simons. 


U.S. Population 
Estimated in Aug. 
As 168,360,000 


WASHINGTON .—The total esti- 
mated U. S. population on Aug. 1, 
1956, was 168,360,000, according to 
the Census Bureau. This includes 
members of the armed forces serv- 
ing overseas. 


This figure represents an in- 
crease of 17,227,000, or 11.4 percent, 
from the last census (Apr. 1, 1950) 
and an increase of 2,841,000, or 1.7 
percent, from the estimate of a 
year ago, the bureau said. 


The estimate is based on total 
population at the last census, sta- 
tistics and estimates of births and 
deaths, immigration and emigra- 
tion, and armed forces data, 


Total civilian population as of 
Aug. 1 was estimated at 165,520,000 
and the total residing in the U. S. 
was given as 167,454,000. 


Total population, including all 
armed forces, was estimated at Jan. 
1, 1956, as being 166,766,000, which 
shows an increase in 1956 of 1,594,- 
000. 
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a The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


mth Each year Greater Philadelphia families spend $1,252,000,000 for 


automobiles and accessories. You reach them in their homes, where 


Ss 
.. 


the decisions to buy are made, when you use the advertising columns 


nob- of Philadelphia’s home newspaper—The Evening and Sunday Bulletin. 


The Bulletin packs selling power in a market noted for its buying 





| power. Philadelphians like The Bulletin. They buy it, read it, trust 
must it and respond to the advertising in it. The Bulletin is Philadelphia’s 


home newspaper. 
ia Now—R.O.P. full color seven days a week 


rere Advertising Offices: Philadelphia, 30th and Market Streets * New York, 342 Madison Avenue 
jary Chicago, 520 N. Michigan Avenue. -Representatives: Sawyer Ferguson Walker Company in Detroit 
sin Atlanta * Los Angeles * San Francisco 





SERRE 


= In Philadelphia nearly everybody reads The Bulletin 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Columbus, O. 


Dodge wound up in third place in 
new-car registrations for the first 
half of September in Franklin 
County (Columbus), O., according 
to figures compiled by the Colum- 
bus Automobile Dealers Assn. 

Dodge registrations totalled 107, 
compared with 228 for the leader, 
Chevrolet, and 183 for the runner- 
up, Ford. 

Other registrations were: Buick, 
84; Oldsmobile, 79; Plymouth, 62; 
Pontiac, 47; Mercury, 45; DeSoto, 
1%; Cadillac, 14; Chrysler, 12; 
Studebaker, 6; Nash, 3; Imperial, 
2; Lincoln, 2; Packard, 2; Volks- 
wagen, 2; Mercedes, 1; Morgan, 
1, and Triumph, 1. 

The total of 901 represented a 
decline of 12 percent from the 1,022 





registrations recorded in the cor- 
responding period of the previous | 
month. 7 

New-truck registrations, mean-| 
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while, dropped 35 percent—from 102 
to 66. 

By make, they were: Chevrolet, 
31; Ford, 17; International, 11; 
Dodge, 3; GMC, 2; Volkswagen, 1, 
and White, 1—(Bert Strang.) 

* + * 


Toledo 


Retail deliveries of new cars in 
Toledo and Lucas County in August 
totalled 1,644, compared with 2,663 
in the year-ago month. 


New-truck registrations amounted | 
to 179, compared with 183 in Au-| 


gust, 1955. 

New-car registrations by make 
were: Chevrolet, 520; Ford, 288; 
Buick, 152; Plymouth, 151; Olds- 
mobile, 131; Pontiac, 106; Dodge, 
77; Mercury, 61; Chrysler, 40; 
Cadillac, 39; DeSoto, 22; Nash, 
22; Lincoln, 7; Hudson, 6; Willys, 
4; Packard, 3; Imperial, 2; Stude- 
baker, 1, and miscellaneous, 12. 
Truck registrations were: Ford, 

57; Chevrolet, 52; Mack, 20; Inter- 








| weeks of September in Riley County 


mobile Dealers Assn. 


New-truck registrations also de- 
clined, from 194 to 162. 

By make, car registrations 
were: Chevrolet, 217; Ford, 182; 
Buick, 70; Oldsmobile, 54; Plym- 
outh, 43; Pontiac, 40; Mercury, 
36; Dodge, 31; DeSoto, 24; Chrys- 
ler, 15; Cadillac, 13; Volkswagen, 
13; Studebaker, 12; Lincoln, 10; 
Nash, 8; Hudson, 5; Nash, 4, and 
miscellaneous, 12. 

Manhattan, Kans. Truck registrations were: Chev- 
Sales of new cars in the first two)! rolet, 61; Ford, 51; International 
14; Dodge, 12; GMC, 9; Willys, 4; 
(Manhattan), Kans., totalled 31,| Reo, 2; Diamond T, 1; Kenworth, 
compared with 41 in the final two|1; White, 1, and miscellaneous, 6. 
weeks of August. i 

Sales of used cars gained in the ° 
same period, 172 to 119. Pittsburgh ; . 

New-truck sales also gained,| New-car registrations in 
with five registered in the first two| the Pittsburgh area showed a pro- 
weeks of September, only one in|nounced gain in the week ended 
the August period. Sept. 15, according to the Bureau 

Sales of used trucks held about Of Business Research of the Uni- 

steady, with 13 registered in the| versity of Pittsburgh. 
September period against 15 in the The bureau’s seasonally 
previous two weeks.—(George M.| adjusted index of general busi- 
Hunholz.) ness activity was 204.1 percent of 
the 1935-39 average during the 
week. It had been 156.1 a month 
earlier. 


Pittsburgh steel mills operated at 
98.5 percent of practical capacity 


national, 19; GMC, 12; Dodge, 11; 

Reo, 4; White, 3, and Willys, 1—) 

(Paul Hayes.) | 
* 


| 
* * | 





* * * | 


Salt Lake City 
August registrations of new cars 
in Salt Lake City amounted to 789, 
compared with 947 in the previous 
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You give—yes, give—your customers a very real 


and important extra, when you sell them a car upholstered 


in genuine leather. Genuine leather upholstery has about it 


an air of excellence, a feeling of quality, that can’t be matched. There's no extra 


THE UPHOLSTERY LEATHER GROUP, INC. « 


charge for the pride they feel in having so much beauty and so much value. 


Only genuine leather wears as well as it looks 


Fisher Building, Detroit 2, Mich. * 141 E. 44th Street, New York 17, N.Y. 











month, according to the Utah Auto-| during the week, highest since early 


June. 


July new-car registrations 
in Pittsburgh totalled 4,251, com- 
pared with 4,183 in the previous 
month, 

By make, the July market was 
shared as follows: Chevrolet, 1,001; 
Ford, 873; Plymouth, 558; Buick, 
391; Oldsmobile, 320; Pontiac, 230; 
Dodge, 188; Mercury, 180; Chrysler, 
116; DeSoto, 94; Cadillac, 92; Pack- 
ard, 59; Studebaker, 37; Nash, 30; 
Lincoln, 28; Hudson 8; Continental, 
2, and miscellaneous, 44—(Leon M. 
Leffingwell.) 


* * * 


Cincinnati 


Automotive sales in Hamilton 
County (Cincinnati), O., during the 
week ended Sept. 13 totalled 1,535 
units, an increase of 11 percent 
over registrations in the week ended 
Sept. 6. 

A total of 598 new cars and 65 
new trucks were registered, com- 
pared with 612 new cars and 25 
new trucks in the previous week. 


A total of 826 used cars and 46 
used trucks were sold in the period, 
compared with 712 used cars and 36 
used trucks in the previous week. 

Repossessions during the week 
increased to 48 from 20 a week 
earlier.—(Frank Kappel.) 


* * * 


Ottawa 


Dealers in Ottawa are enjoying 
better sales success than most of 
them had expected early in Sep- 
tember, due to heavier spending on 
advertising this year and more sub- 
stantial discounts. 

Another reason for better sales 
appears to be the growing belief 
that prices will be up next spring. 
Dealers are finding the public much 
more price-conscious as living costs 
rise in Canada. 

“We're definitely getting more 
callers for new cars this Septem- 
ber than a year ago,” said the 
head salesman of one dealership, 
adding that “we’re spending much 
more on ads.” 

“Credit tightening by the banks 
and less new-home buying is now 
helping our car sales,” a dealer 


| reported.—(M. L, Schwartz.) 


* * 


Clevelan 


Continued steadiness in automo- 
bile sales is being reflected as the 
preliminary interest in new models 
begins to make itself felt. 

For the week ended Sept. 15, 
new-car deliveries of 1,375 were 
about 400 under the same week a 
year ago. Used-car sales of 1,748 
were below the year-ago figure of 


| 1,825. Truck sales of 84 new and 57 


used were below corresponding ’55 
figures. 

Total new-car registrations in 
August were 7,388, compared with 
the year-ago figure of 8,757. 

By make, they were: Ford, 1,- 
812; Chevrolet, 1,703; Buick, 303; 
Oldsmobile, 583; Plymouth, 459; 
Mercury, 448; Pontiac, 426; Dodge, 
388; DeSoto, 190; Chrysler, 166; 


Cadillac, 130; Lincoln, 87; Nash, 








73; Studebaker, 34; Hudson, 13; 
Volkswagen, 13; Metropolitan, 11; 
Clipper, 10; Imperial, 9; Packard, 
6; MG, 5; Jaguar, 3; Mercedes, 3; 
English Ford, 2; King Midget, 2; 
Alfa-Romeo, 1; Austin, 1; Porsche, 
1, and Triumph, 1. 

Truck registrations were: Chev- 
rolet, 169; Ford, 162; International, 
65; Dodge, 30; GMC, 18; White, 18; 
Willys, 14; Mack, 11; Divco, 2; 
Studebaker, 2; Reo, 1, and Volks- 
wagen, 1.—(Sanford Markey.) 


* % * 


Providence 


A decline of nearly 5 percent 
marked new-car registrations in 
Providence during August, when 
the total was 965, compared with 
1,013 in July. 

New-truck registrations, however, 
rose 18 percent, from 114 to 135. 

The August count on new cars 
was: Ford, 270; Chevrolet, 193; 
Oldsmobile, 102; Buick, 90; Plym- 
outh, 61; Pontiac, 51; Mercury, 
45; Cadillac, 26; Chrysler, 23; 
Dodge, 15; Studebaker, 12; De- 
Soto, 11; Lincoln, 10; Nash, 9; 
Hudson, 8; Packard, 4; Imperial, 
2; Clipper, 1; Willys, 1, and mis- 
cellaneous, 31. 

Truck registrations were: Ford, 
37; Chevrolet, 33; Dodge, 26; Inter- 
national, 18; GMC, 8; Mack, 4; 
Diveo, 2; Willys, 2; Diamond T, 1; 
Studebaker, 1, and miscellaneous, 
3.—(Ruth M, Eddy.) 
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The New 


Fireston 


De Luxe Champion 


With greater mileage, increased comfort, quieter oper- 
ation, tomorrow’s styling and built-in peace of mind! 


“‘More of everything’? wraps up in one phrase the many new developments 
incorporated in Firestone’s new De Luxe Champion Tire. 


First, you get Firestone’s priceless built-in peace of mind through the exclusive 
Safety-Liner feature that takes the blow out of blowouts... your car is under 
control at all times. And with De Luxe Champion tubeless tires, you can 
wait for a convenient opportunity to make puncture repairs. 


The new De Luxe Champion is a huskier tire with more quality rubber in 
its make-up. A wider tread puts increased tread area on the road for even 
wear, better traction and more luxurious ride. Its Silent-Ride, Safety-Grip 
design puts more non-skid edges on the road than any tire in its class. 


Have your present car equipped with extra-mileage Firestone De Luxe 
Champion Tires, tubeless or for use with tube, at your nearby Firestone 
dealer or store. And be sure your next car is equipped with Firestone De Luxe 
Champion Tires, too! 






















Town & Country Gives You 
RM Eo... z 
triple-action tact 





2 é 3 f 
ion. 
Just in time for the winter driving ahead, Firestone introduces the new, 
improved Town & Country winter tire with exclusive Triple-Action Traction! 


Firestone’s new Triple-Action Traction tread gives you (1) sharp-angled 
cleats and thousands of built-in skid resisters for greatest protection against 
skidding, (2) deep-biting traction bars for terrific pulling power, (3) self- 
cleaning action that prevents traction loss due to snow or mud packing up 
in the tread. 


In many localities roads and streets are dry most of the winter . . . and this 
tire is specially designed to give long wear on dry highways. And here’s 
good news— it is smooth-riding, whine-free and hum-free. Available now with 
nylon or rayon cord bodies, black or white sidewalls, tubeless or for use with 
tube. Have them mounted when you winterize your car at any Firestone 
dealer or store. Don’t wait till the weather breaks—you can have them now 
on convenient payment terms and enjoy built-in peace of mind! 








Across the Nation... 





Gilbreath Implement Co., Koko- 
mo, Ind., has been named area 
dealer for Jeep and Willys trucks. 
'| The firm partners are Ira, Rex and 
day Gilbreath. 


* * * 


Swanson Olds Opens 


bile), has opened at 925 Riverside 
Drive, Danville, Va. 


* * * 


Sheridan Takes Cadillac 


granted to Sheridan Chevrolet Co., 
International Falls, Minn. Allan 
and James Sheridan are owners of 


Sheridan Chevrolet. 
* * * 





Wins Plymouth Jackpot— 


Winner of $50,000, grand prize in Plymouth's “Solid Gold License Plate Jackpot,” 2 Changes in Denver 
is L. G. McDowall, right, of Gainsville, Fla. He is being congratulated by Harry Poole,| Frank T. Ferris and W. E. 
center, and Everett Gable, partners in Poole-Gable Motors, the dealership through | Goodro have opened Ferris Goodro, 
which he registered in the contest. Inc. (Plymouth), at 2501 W. Ala- 


Swanson Motors, Inc., (Oldsmo- | 


A Cadillac franchise has been | 
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Auto Dealer Changes 


meda, Denver. Bill Day Motors 
(Dodge) has been purchased by 
Thomas-Hyer Motor Co. (Dodge) 
and will be operated as Mile High 
Motors. 


* * * 


Dealer Adds Willys 
Motor Equipment Co. (Chrysler- 
|Plymouth), Stanley, N. D., has 
added a Willys franchise. 


* * * 


Adamson Sells Ford 

The Ford dealership at Triumph, 
Minn., has been sold by Everett 
Adamson to a partnership of John 
|Rabbe and L. D. Thompson. The 
| firm was known as Adamson Mo- 
tors. Rabbe, until recently associ- 
ated with Crowley Motors (Ford- 
Mercury) and Johnson - Erickson 
Motors (Oldsmobile-GMC), St. 
James, Minn., will be in charge of 














What next? 


From the truck-maker who-—in the past 10 months alone— 
has made truck history with 





--+RSD SUSPENSION 


that produces a jounce-free truck-ride putting 
even fine passenger-cars to shame. 





Ire “ih 


--- BLUE CHIP 4-WHEEL DRIVE eee ULTRA-MODERN 


that—at long last—puts 4-wheel performance in 
a smartly styled, fudl-size truck. 





performance for trucks. 


IN MOTOR TRANSPORT 


LEADS THE WAY 








- + FAST-RATIO CRUISING AXLE 


that gives %-tonners all the advantages and 
economies of overdrive—without its high cost. 





V8 ENGINES 


that create new standards of efficient, economical 


Just wait! One month from now you'll be viewing the first in a series of 
spectacular new GMC announcements. They’! be of great importance 
to every truck-user — and every truck-seller. And they’ll mushroom 
the already huge list of reasons why it’s great to be a GMC dealer! 


The better you know GMC—the better the truck business looks 





Ormsby, Minn. 
+ * * 


Hansen Buys Wadsworth 


Lyle Hansen has purchased 
Wadsworth Chevrolet Co., Fair- 
field, Mont., from John Wads- 
worth and will operate it as 
Lyle’s Chevrolet Co. His brother, 
Don Hansen, will be a partner. 
Wadsworth, who bought the bus- 
iness in the spring of 1955, has 
moved to Great Falls. He pur- 
chased it from Gust Ackerman. 

= * * 


European Motors Opens 


European Motors of Indianapolis, 
Inc., has opened at 1727 N. Merid- 
ian St., Indianapolis, with James W. 
Hess as sales manager and John 
| W. Holland, general service mana- 
ger. The new cars include the 
Borgward and the Floyd, two 
German-built lines, and the Mor- 
gan Plus Four, an English sports 
roadster. 

* * 


Angeles Takes Over Deal 


Jim Angeles has bought the 
interests of his partners in Stu- 
debaker Sales and has formed 
Studebaker, Inc., at 7 N. Fifteenth 
St. in Minneapolis. Angeles for- 
| merly was service manager and 
| part owner of Studebaker Sales. 

> 


* * 


De Motte Chevrolet Sold 
| Mr. and Mrs. Gerbrand Wiers, 
| Highland, Ill. have bought De- 
|Motte Chevrolet, DeMotte, Ind., 
|from Mr. and Mrs. Louis Ramp. 
* * * 


Jordan Adds Dual-Ghia 
Jordan Motors (Dodge-Plymouth), 
609 E. Jefferson, Misawaka, Ind., 
|has added the Dual-Ghia sports 
| car to its line. 
* 





* * 


Goad Buys All Stock 


In Kansas Ford Deal 

Howard L. Goad, a partner in 
Russell Motor Co., Inc. (Ford), 
Junction City, Kans., has purchased 
all stock of the late Harry B. Rus- 
sell. 

Name has been changed to Goad 
| Motors, Inc. Goad is president, Mrs. 
| Goad, vice-president, and McCoy 
| Heck, secretary-treasurer. Goad 
|continuously has been associated 

with Ford dealerships for 18 years. 
| * + * 


Ash Oil Takes Packard 


Ash Oil Co., Wadena, Minn., has 
acquired a dealership for Packard. 
| * 7 * 


Nelson Sells to Figge 

Walter Nelson, a member of 
Figge Chevrolet, Annadale, Minn., 
has sold his interest to D. F. 
Figge. Nelson was associated 
with the dealership for seven 
years. ie 

- 


Larson Sells Plant 
Roy Larson has sold the physical 
plant of Larson Chevrolet Co., 
Eagle Grove, Ia., to Lindhart Chev- 





rolet Co., Humboldt, Ia. The sale 

followed by one week the loss of 

the Lindhart firm’s building and 

equipment in a fire. . 
* * 


Myers Sells Dodge Deal 


Fred V. Myers has sold his 
Dodge-Plymouth dealership in Syl- 
vania, O., to Carson Peck and Nick 
Sulier of Toledo. Walter J. Free- 
man, Toledo, will be sales man- 


ager. 
” 


ll ite om 


Dodge Network 


Addition of 11 new dealers has 
been announced by Dodge. 

They are: Hogan Motor Co. 
Dyersville, Ia. Vincent Kingsley, 
owner; Sikes Motors, Levelland, 
Tex., Jack Sikes, owner; Al Harmon, 
Inc. San Bernadino, Calif. J. A. 
Wixom, president; Hester Motor Co., 
Inc., Gallatin, Tenn. H. T. Hester, 
president; Carter Motors, Laramie, 
Wyo., Hugh C. Carter, partner; 
Sanford Motors, Inc., McKeesport, 
Pa. Jay C. Sanford, president; 
Marasti-Wallace Corp. Merced, 
Calif. Jack Marasti, president; Neal 
Motor Sales, Inc., Corpus Christi, 
Tex., Neal J. Murray, president; 
Hinckley’s, Inc., Salt Lake City, 
Robert Hinckley sr., president; Col- 
lins Garage, Coleridge, Neb. E. H. 
Collins, owner, and Pullman Motors, 
Pullman, Wash., B. R. Barton, and 
Leonard Melena, partners. 


the firm, Thompson will continue to 
operate Thompson Motor Co, 
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Lawsuits Affecting Dealers... 





Court D 


By Leo T. Parker 

Attorney at Law 
FEW weeks ago I attended an 
£4 automobile dealers’ convention, 
and an important legal discussion 
arose as to whether the occupant 
of an automobile, | 
containing con-| 
cealed weapons, is 
subject to prose- 

cution. 

After reviewing 
late and leading 
higher court de- 
cisions involving | 
this subject of 
law my answer 
is: Generally no. 

For example, in 
State v. Wright, 
70 N. W. (2d) 69, the testimony 
showed: A man named Dulape was 
the owner of a Cadillac convertible. 
A man named Wright had been 
staying with Dulape in his apart- 
ment. Wright and Dulape were} 
good friends. 

One day police seized the Cadil- | 
lac. A detailed examination of the 
ear disclosed nothing of impor- 
tance but an examination at police 
headquarters disclosed a com- 
partment behind the clock on the 





L, T, Parker 


dashboard in which were con- 
cealed three pistols, one a re- | 
volver. 


The testimony showed that for | 
three weeks previously Wright had 
been driving the Cadillac. | 

The higher court refused to con-| 
vict Wright under a state statute | 
which prohibits concealment of | 
weapons in an automobile. This 
court said: 

“We have consistently held that) 
presumptions or inferences cannot | 
rest upon other presumptions or in- | 
ferences.” 





* a * 


‘Presumptive Evidence’ 


an comparison see People, De 
Feo v. Warden of City Prison, | 
241 N. Y. S. 63. Here, police officers | 
found a revolver under the driver's 
seat in the automobile in which one 
White was occupying the rear seat. 
In reversing a conviction of White 
for violating the New York statute, 
which provides that one must “pos- 
sess” a weapon to be convicted, the 
court said: 

“This case establishes the ur- 
gent need for legislation making 
the presence of a forbidden fire- 
arm in an automobile presump- 
tive evidence of its possession by 
all the occupants thereof. Such an 
amendment would require the oc- 
cupants of an automobile to ex- 
plain the presence of the firearm | 
and enable the court to fix the | 
criminal responsibility for its pos- 
session.” 

Hence, in view of these late and 
leading higher court decisions, it is 
quite apparent that the mere proof 
that a dangerous weapon was con-| 
cealed in an automobile is not suf- | 
ficient evidence to warrant prosecu- 
tion of either the owner or regular 
driver of the automobile under a 
state law which prohibits conceal- 
ing dangerous weapons in automo- 
biles. 

In other words, under the usual 
state laws neither the owner nor 
driver of an automobile can be 
prosecuted for carrying concealed 
Weapons in an automobile unless 
the testimony clearly indicates that 
he actually concealed the weapon in 
the car or, at least, had knowledge 
that the weapon was concealed in 


the automobile. 
7. ~ 


Patent Search Is Vital 


[FURING the past months I have 
received several inquiries from 
automobile dealers who have what 
they consider to be “good” ideas for 
patents. One dealer, for example, 
said that he had an idea for an in- 
vention which would increase auto- 
mobile gasoline mileage at least 50 
percent. He said his idea was new. 
Well, of course, he may well be- 
lieve that his invention is new, but 
an examination of the United 
States Patent Office records may 
prove otherwise. 

In other words, my advice to 
inventors is: Before you spend a | 
great amount of money and valu- 
able time experimenting with an 
invention which you believe to be 
new, have a reliable patent law- | 
yer make a complete search of | 


ecisions 


the Patent Office records for the 
purpose of locating at least four 
of the nearest previously issued 

patents to your invention. 

By this plan you may save your- 
self considerable money and time. 
Very often, for example, an in- 
ventor of a valuable invention may 
die, or otherwise become disinter- 
ested in his patent, with the result 
that your invention is not new and 


Dealer Longest Leaves 


Estate of $1 Million 


LOUISVILLE. — Philip S. Long- 
est, pioneer auto dealer who died 
Aug. 19, left an estate of $1 million, 
according to a will probated in 
County Court. 

About half the estate was be- 
queathed to his wife, Ada B, Long- 
est, with the rest to be placed in 
trust. Helen Campbell, dealership 
secretary, is to receive a life in- 


| come from the trust. 





|hence you cannot obtain a patent 
|on your idea or invention, because 


|a prior patent discloses the same | 
|or an equivalent to your invention. | 


You cannot obtain information of | 


ticipates your chances of obtaining 
|}a valuable patent, unless you have 
a search made of prior patents in 
the same classification as your in- 


vention. 
e k * 


Search Must Be Thorough 


OT long ago I made a search of 


inventor who finally, after three 
years of expensive experimentations 
|and time-consuming efforts per- 
fected what he believed to be a new 
internal combustion engine oper- 
| ated by use of a revolving cylindri- 
|cal tapered body having perfora- 
tions therein to compensate 
|} economically for the usual intake 
| and exhaust valves. 

Both he and I were surprised 
when the returns of the search dis- 
closed a patent which had been is- 
sued 10 years previously for al- 
most the identical invention. 

Thus, this inventor could have 
saved himself three years of ex- 
perimentation and considerable 
incidental expense if he had had 





| the Patent Office records for an 


a reliable search made of the 
| Patent Office records when he 
first conceived his invention. 


and unreliable search is made of 
the Patent Office records the near- 
est patent to your invention may 
not be located and, hence, you will, 
at a later date, after spending 


learn that you cannot obtain a 


patent on your invention. 
* * + 


| Filter Patent Refused 


A FEW weeks ago the United 
States Court of Customs and 
Patent Appeals of 223 F. 497 refused 
to award a patent for use of ixtle 
fibers with cotton waste as a filter 
for automobile oil. 

In this case, an inventor spent 
considerable time, effort and money 
in making experiments on proper 
and efficient oil filters, after which 
he filed an application for a patent 


cated principally on his inventive 
discovery that the fibers of an 
obscure Mexican plant—the ixtle de 
lechuguilla plant — when mixed 





Specifically I mention a “reliable” | 


this prior patent, which clearly an- | search. Of course if an inexpensive 


|money to file an application for a| 
patent and waiting a year or so, | 


on his invention which was predi- | 


21 


with cotton waste make a superior 
filter for automobile oil, 

In subsequent litigation the 
court refused to allow this in- 
ventor a patent because several 
years previously, an inventor 
named Harvuot had obtained a 
patent on a cartridge filter hold- 
ing a mass of material comprising 
15 percent cotton fiber and 25 
percent Mexican sisal fiber thor- 
oughly mixed. 

The court said: “We agree with 

the examiner that this limitation 
does not render the claim patent- 
able over the references since Har- 
vuot discloses sisal and cotton 
fibers in an intimately mingled mix- 
| ture for a filtering material.” 
Of course, if this inventor had 
|}had an authentic and dependable 
|search made of the prior patents 
issued by the U. S. Patent Office, 
he may well have saved himself 
considerable time, effort and heavy 
legal expenses. 


Michael Buys Walker 
Michael Motor Sales, Inc., has 
purchased Walker Motor Sales, 
415 N. Main St., Dayton, O. It 
will handle Continental, Lincoln 
and Mercury cars. 





Right under his nose 
but does he see it? xX 





Art Howell, 


Andrew Murphy & Son, Omaha, Nebraska, 
saw it and made a radiator hose sale! 


Enroll your lubrication men in Socony Mobil’s lubri- 
cation training program. Experienced salesmen will 
teach them how to point out the need for parts and 


services to your customers. Qualified instructors will 
show them proper lubrication and inspection tech- 


niques, with emphasis vn the make of car you sell. 


They’ll learn on the job . . . be more valuable to you in 


increasing your service absorption ratio. 


ONLY SOCO 


OFFERS ALL THREE! 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 


e America’s Favorites—Mobilgas and Mobiloil 
@ World’s Greatest Lubrication Experience 


NY MOBIL 


e@ Exclusive 





Art called this customer’s attention to the 
leaking radiator hose. It paid off, too. 
The customer asked him to replace it with 
a new one. That’s one thing Art learned 
at Socony Mobil’s training center: notice 


worn or damaged parts—point out the 


need to the customer. Result? 
A satisfied customer . 
absorption ratio for Andrew 
Murphy & Son! 


“On-the-Job” Training 


. . increased 
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To give 
its advertising 
greater 
SALES POWER 


FRAM uses | 








Put your Advertising Outdoors and Watch America Go Buy! 





Change Oil and 
FILTER NOW! 





ee 


Ad 





Oli rela ha ate) 


Poster designed by VanSant, Dugdale and Company, Inc. 


-| the “SEE-POWER” of OUTDOOR 


For Fram, OUTDOOR is the closest point to the point of purchase... 





Motorists must drive to their service stations or automotive dealers to 
replace oil filters. Fram talks to them as they go. Mammoth painted 
bulletins, and 24 sheet posters repeat the Fram story with the color, coverage 


and continuity that ONLY OUTDOOR OFFERS at such low cost. 


OUTDOOR gets an important share of the advertising dollar at Fram, 
world’s largest manufacturers of oil, air, fuel and water filters. Because 
OUTDOOR tells the Fram story nearest to the outlets which sell and service 


e Fram Filters. 


To put more power in your advertising—Go OUTDOOR! 


OUTDOOR ADVERTISING INCORPORATED 


oO A i NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 


60 EAST 42nd STREET, NEW YORK 17, N, Y. 
ATLANTA ¢ BOSTON « CHICAGO « DETROIT ¢ HOUSTON e LOS ANGELES 
PHILADELPHIA e ST. LOUIS ¢ SAN FRANCISCO e SEATTLE 


Copyright 1956 Outdoor Advertising Inc. 
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Highways 


The sixth traffic safety clinic for | 
newspapermen will be held Nov. 14- | 
16 in Evanston, II. 

The three-day meeting is co-| 
sponsored by the Inland Daily | 
Press Assn., the Medill School of | 
Journalism at Northwestern Uni-| 
versity and the Northwestern| 
Traffic Institute. 

Purpose of the clinic is to give 
newsmen a working knowledge of 
the street and highway traffic prob- | 
lem and the means available to| 
combat it. Editors, reporters, edi- 
torial writers and traffic safety and 
auto editors will discuss steps that 
can be taken in their communities | 
to reduce accidents and congestion. | 

Co-chairmen of the clinic will be | 
Kenneth E, Olson, dean of the) 
journalism school, and William F. 
Canfield, secretary-manager of the | 
Inland Daily Press Assn. L. J. Mc- | 
Ennis jr., Traffic Institute director | 
of publications, will act as modera- 
tor. 
Discussion leaders will touch on | 
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& Safety 


such topics as enforcement, engi- 
neering, education, newspaper 


| safety programs, community safety 


programs, the role of the courts 


and the role of motor vehicle ad- | 


ministration. 
* ? Ea 


Indiana to Build Roads 
Linking Toll Highways 

Indiana has been committed to a 
$16 million highway plan linking 
Indiana and Illinois toll-highway 
facilities in the Chcago area, 

It will consist of an 11-mile free- 
way through Gary and a 2%-mile 
road through Hammond. Construc- 
tion of both projects may start 


next year. 
* * + 


N. Y. Port Authority 


Uses Fabric Asphalt 


The Port of New York Authority 
this summer resurfaced with 
fabric-in-asphalt all of the north 


passenger bus stops on George 
Washington Bridge. 


inforced with steel welded wire 
fabric on the span was in Oct., 
1954. Observation of this test sec- 
tion convinced Port Authority offi- 
cials, they said, that fabric-in- 


pavement damage problem. 
* * oa 


Border Crossings Rise 


Volume of highway traffic cross- 
ing the border between Canada and 
the U. S. in first seven months this 
year rose to 9,547,054 vehicles from 
8,717,161 in the corresponding period 
last year, 
ment reports. 

+. + * 
|Vermont Users Reelect 
Stowell Vice-Chairman 


Sam Stowell, Rutland, Vt., former 
president of the Vermont Automo- 
| bile Dealers Assn., has been_re- 
|elected vice-chairman of the Ver- 
|mont Highway Users’ Conference. 
| Former Gov. Harold J. Arthur, Bur- 
| lington, was renamed chairman. 





tary of the dealer group and the 
Vermont Automobile Club, was 
named to the conference’s program 





| 
First use of asphaltic concrete re- | 


asphalt was the answer to their | 


the Canadian Govern-| 


| J. EB. Edwards, Montpelier, secre-| 


1956 


A 
‘David and Goliath'— 


Berl Berry Lincoln-Mercury, Los Angeles, 
claims to have the biggest and smallest 
staff. In the playful 
DeFreitas, center, 
stands five feet tall and weighs 
pounds, accuses Buddy Bear, 
heavyweight fighter, of stealing a sale. 
John Harvey, right, general manager, 
breaks up the “fisticuffs.” 








salesmen on its 
| scene above, Al who 
104 


former 





committee, headed .by Wendell Pot- 
ter, Bellows Falls, a member of the 
Vermont Truck & Bus Assn. Cless 
Davis, a director of the truck and 





You're selling a better truck 
when you specify HEIL bodies and hoists 


ment with power take-off—reducing friction and 


Heil engineering gives your customers 
these rugged design features. . . 


STURDY INTERLOCKING SUBFRAME, exclusive in 
Heil bodies, supports floor with a web of close- 
spaced cross members, distributes heavy loading 
shocks evenly, prevents sagging. Smooth Heil floor 
stays flat, dumps clean. 


HEAVY-GAUGE STEEL SIDES are formed of a single 
sheet welded to V-section braces and strong corner 
posts to keep body straight and true. There’s no 
distortion of tailgate mounting to impede operation 


of the gate. 


HYDRAULIC PERMA-PUMP, another Heil exclusive, 
is independently mounted to permit direct align- 





f // 
of 


i = 


Heil offers either telescopic or twin-arm hoists. 


excessive wear on universals. 


HEAVY-DUTY DRIVE SHAFT, a 


full 15/16 inches in 


diameter, assures long, trouble-free service. 


SIMPLIFIED LIFT ARMS, with fewer wearing parts, 
raise and lower body without interference from 
rocks, mud and debris. Screw-on cylinder heads per- 
mit easy access to all cylinder parts. 


TOUGH HEIL BODIES ARE ALL STEEL—which 
means simpler maintenance in the field, no expen- 


sive castings to replace. 


Durable, hard-working Heil bodies and hoists are 
a credit to the trucks that carry them—and to the 
dealers who specify them. Depend on your nearby 


Heil distributor to help you keep 


THe HEIL co. 


Dept. 59106, 3059 West Montana Street 
Milwaukee 1, Wisconsin 
Factories: Milwaukee, Wisconsin—Hillside, New Jersey 


customers satisfied. 


bs 





bus association, was named to the 
committee on uniform and fair laws 
and regulations. 

+ + * 


| Race Drivers Talk Safety 


In Champion Prep Program 


Four leading race drivers are 
conducting a series of safety talks 
for high school students in be- 
half of Champion Spark Plug Co. 
The program was inaugurated 
last year with Lee Wallard and 
Duane Carter participating. 

. This year, Wallard is address- 
ing groups in North Dakota, Wis- 
consin and Minnesota, Other 1956 
speakers are Freddie Agabashian 
(California and Oregon), Johnnie 
Parsons (Kansas, Colorado and 
western Missouri) and Pat O’Con- 
nor (Indiana). 

* * 


Committee Seeks 
Uniform Wis. Fee 
On Light Vehicles 


Owners of motorcycles and other 
small motor vehicles using Wis- 
consin roads may be subjected 
~ to a uniform license fee sched- 
ule. 

A legislative-citizens committee 
has voted to ask the Legislature 
to establish a uniform fee of $5 
applicable to all vehicles with ship- 
ping weight of 1,000 pounds or less. 

The present fee schedule is a 
varied one, with three and two- 
wheel cycles registered at $3, 
motor-cycles at $5, motor-cycles 
with side-cars at $8 and motor 
scooters with four wheels at $16. 

Revisions worked out by the com- 
mittee include: A proposal to 
eliminate the triangular license 
plate issued to disabled veterans; 
extend the grace period for re- 
newal of registration plates from 
10 to 30 days; eliminate the $2 “in- 
former fee” to police officers for 
reporting improper auto registra- 
| tions, and drop the requirement 
| that trucks must carry gross and 
|net weights on their sides. 

7 . 


* 
Surprise Safety Inspection 


Staged by Tennessee Police 
MEMPHIS. — More than 500 
vehicles were inspected for safety 
Sept. 7 by a detail of s tate 
troopers who surprised the 
| drivers who daily take thousands 
| of Memphis agricultural workers 
| to whitening Delta cotton fields. 
| Only 47 of 223 buses failed the 
test, Capt. Stuart Dean reported, 
and owners were told that they 
must repair their machines with- 
| in 24 hours or face a fine. Most 
frequent shortcomings: Brake 
lights, clearance lights and safety 
equipment. The inspection was 
one of three wholesale inspec- 
tions made annually with the co- 
operation of the Tennessee Di- 
vision of Employment Security. 


New Surface 
Connecticut Road Builders 


Hail Formula 


The Connecticut State Highway 
Department has invented a new 
process of highway surfacing, ac- 
cording to Newman E. Argraves, 
state highway commissioner. 

Argraves termed it the first ma- 
jor improvement in highway resur- 
facing in a quarter-century. He 
credited Howard E. Dickenson, co- 
ordinator of maintenance for the 
State Highway Department, who 
worked on the formula for the past 
five years. It consists of asphalt, 
sand and stone. Proper temperature 
is the key. Advantages of the new 
process include the elimination of 
annual oiling and sanding. 

It has been used on parts of heav- 
ily traveled roads for more than 
two years as a test, Argraves said, 
and is still in excellent condition. 

* ” * 
Penn State to Hold 
Oct. Traffic Meeting 


Pennsylvania State University’s 
Conference on Traffic Problems will 
be held Oct. 30-31 at University 
Park, Pa. 

Authorities in the field of solving 
traffic problems will participate in 
discussions on: Minimum require- 
ments for an annual traffic pro- 
gram, traffic studies, elements of 
design for traffic, control devices, 
organizing the community program, 
specific problems and their solu- 
tions, enforcement, accident rec- 
ords and pedestrian protection. 


o 
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Commercial Car News 
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p { Monthly Section for those who make, sell and service America’s Trucks, 
4 Buses, Commercial Vehicles and Equipment 
d 
a - — _ 
4 = ; Beth : 
6 
, Top Trucks . ° 
vew-truck repistations jor | MICALICPS Fall tO hea otentlia 
ine seven months, plus 25 states for 
August: 
1956 Pos. Make 1955 Pos. 
i—187,256 Chev. 179,865— 1 8 * 
2—165,675 Ford 174,487— 2 
3— 67,821 Int'l. 63,916— 3 
4— 52,689 GMC 44,177— 4 
5— 36,126 Dodge 40,630— 5 
6— 13,118 Willys 15,620— 6 ‘ 
7— 9,808 White 8,238— 7 EALERS could have increased, whom also sold passenger cars. In| 
er 8— 8144 Mack 6,198— 9 truck sales and made their nearly every instance where a com-|| How They Fared ... 
s- 9— 6,029 Stude 7,152— g | truck business a ae ia a ae roy Secaeh ths es ad 
od 5A ia, T .144—1 this year if they had been properly| profits he also repor at used-| . . * 
d- i one Ree veut organized to go after business, a! trucks moved well, a i — Commercial Car Registrations 
Dan y bans recent survey of 100 of the nation’s; truck stocks were either less than 
De ase _— a - top truck dealers indicates. normal or about normal and that First Seven Months, 1955-1956 
re Total All Makes The dealers surveyed repre- (his greatest demand was for light ist 7 Mos. Percent ist 7™Mos, Percent 
$5 558,374 549,397 sented the retail volume operators | trucks and pickups. — — = —” —< 
* rete : ae » leadi Hin Without intending to do an in- : 
P Further details on Page 46. of the leading five largest selling acaae Chevrolet 33.56 169,516 32.69 
Ss. 9g lines and included both exclusive | justice to the small percentage of 79 
a truck dealers and car-truck | dealers who actually tried to do Ford 29.63 164,769 = 
ia dealers. a good selling job, but concentrated International .................... 12.10 60,498 1.67 
3 It is evident from the returns) on lights, experts deduce that if the 9.48 41,129 7.93 
>s that these top. dealers could have| majority of these dealers really) 6.47 38,623 7.45 ~ 
or increased sales and also their net}had gone after the heavy and! 2.33 14,780 2.85 e3 = 
profit on the first-half operation if} medium-duty business they could 1.78 7,840 151 + 
1- they had gone after the business) have materially increased their 1.45 5,823 a 5 a 
‘Oo a little more aggressively and traded | truck profits and their total “take” 1.08 ora 1 30 me 07 
e to get new trucks on the street. from the business. AG aaa ‘31 + ‘03 
3; According to the truck dealers) - 2 = — 12 + * 
p- surveyed, both new-truck and used-| SED trucks have moved well 121 459 “86 a ‘35 
n truck stocks were below a oe this year. At least 59.5 percent 4, + 
“ selling level. While this might be!/of all dealers reporting said that 
: the fault of the factories in some! was their experience. Another 33.5 100.00 518,496 100.00 
L- instances, as far as new-truck| percent said they moved moderately * White includes Autocar, Freightliner and Sterling. 
it a stocks were concerned, it certainly} well. Only 8 percent said used truck|| ** Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, Federal, etc. 
d was the dealers’ own fault in the! sales were slow. —Compiled from R. L, Polk & Co. data. 
{ case of used trucks. Three heavy-duty truck dealers a i.e 
a ae “ — who also sold passenger cars en ‘ » - 
80 percent of dealers re-| included in the 37 percent of all t t D [ 
rpRruck dealers have to do many O plying said their stocks of| truck dealers who said their truck Regis ra ons rop tm u AL 
things to satisfy their customers | tTucks on hand were normal or/profits per unit were greater this 
i below normal. Only 19.5 percent! year on trucks than on passenger 
) that rarely, if ever, are asked of ; . . ? 9 
passenger-car men. said their stocks of new trucks/ cars. 48 percent said they were less B ut 56 ota ops 
An example of what I am | Were —— = poe mae tips = = 15 percent said they were about 
ivi _ | percent sai eir used-truck stocks| the same. 
' maa saokaal toes ox oat cae were larger. One Missouri dealer said: EW-TRUCK registrations in; 9.48 of the market; Dodge fifth 
’ order from Afghanistan, The At the same time 68 percent of | “There is no comparison between July dropped for the second| with 34,522 or 6.47 percent; Willys, 
' order called for six trucks and | # dealers said their profits on | passenger car and truck profits. | straight month. The total was 7.12| sixth, 12,460 or 2.33 percent; 
really could have mussed up the | ‘Tucks thus far this year were | The truck profit is a 95 percent | percent below the total for July,| White, seventh, 9,477, or 1.78 per- 
| production line at the Springfield | ®ither as good or above last year | recovery item while cars average | 1955. cent, and Mack, eighth, 7,743, or 
wesken. —18 percent said their profits | only 65 percent.” A Florida However, the seven-month tally y~4 — ans oa 
One stipulation, easily handled,| Were much better, 22 percent said | dealer said his “passenger car | still held a 2.88 percent edge over meng owe — an” as . 
was that every truck be equipped profits were better, 28 percent | unit profit was approximately 50 | the like period of 1955, according | Percent; Diamon ’ ae , - 
| with a clock so that the drivers| ®#4 their net was about the same | percent of the truck unit profit.” | to figures compiled by R. L. Polk| 46 percent; Reo, 11th, 1,789, or « 
| would know when to stop five dif-| 224 32 percent said profits were | A combination dealer in Kansas, | & Co. | percent; Brockway, 12th, 613, or 11 
) ferent times during the day to ful-| however, said, “Trucks represented Total for the first seven months | Percent, and miscellaneous makes 
| fill their prayer obligati mad Only 24 percent of those com-|30 percent of volume but only 24| of 1956 was 533,411, compared to | accounted for 6,452 registrations or 
he ethan tek te Ge With the plaining about profits were heavy-| percent of profit.” A New Jersey! 518,496 for 1955. July’s total was | 1.21 percent. : 
teen dh ted the trucks | %Uty full-line dealers, several of|dealer reported that “truck busi-| 78,404 for 1956 and 84,413 for 1955. | Chevrolet showed a gain of 87 of 
— Sees 2: eee ness, generally speaking, was more| July of last year was the sixth| @ percentage point in its portion of 
painted. With the order they en- ° T profitable.” f |highest month in truck registra-| the market; Ford lost 2.16 percent- 
closed a broken blue comb, a bit of I ntercity onnage Light trucks and medium seemed | tions. Top month was December| 4ge points and International gained 
red a eae, a swatch of e to be in about equal demand, ac-| with 93,733, while August was sec-| -43 of a point. 
eg Paes pr ct saint Rises to Record cording to the dealer replies, 38|ond with 92,019. So, unless there is| +e 
two trucks each were to be painted percent said lights and 38 percent|a pickup, another loss can be ex-| ¢4¥.MC was up 1.55 perce 
in exact matching colors. F 2 d : ; , IG P percentage 
Comb, handkerchief and swatch | #' OT &1U Quarter arn ee ee a | 2, Points: Dodge, down 98; Willys, 
; own .52; ite, up .27; Mack, up 
y eae ee aime WASHINGTON. — Intercity ton- a (CHEVROLET held first place for) 33; Studebaker, down .23; Diamond 
z ts the aeray of come 1,500 Gier- | B7S* tramepected by truck Curing USED trucks, however, 42.5) \4the year with 178,995 registra-|T, up .07; Reo, up .03, and Brock- 
‘ ent colors available there was no | (2° 2°C0md quarter of 1956 was up percent of the shoppers were| tions or 33.56 percent of the mar- way was down .01. Miscellaneous 
, g true match. 5.6 percent over that hauled during looking for light trucks, 38 percent| ket, Ford was second with 158,047 | makes rose .35 of a point. 
‘ it tiiceetinn wan wstteh 46 second-quarter 1955, according to| for mediums, 185 percent for|or 29.63 percent and International The Chevrolet-Ford race saw 
e the buyer who promptly cabled the research department of the| heavies and 1 percent for tandems.| was third with 64,535 or 12.10 per-| Chevrolet leading in 32 states and 
. saute, “Hees anuaier @ veer welt tno —— Trucking —. errs Running through the replies was| cent. | the District of Columbia, Ford 
. dustrialized and there can be no! ond e _ _ =. nutioe ome (Continued on Page 26, Col. 1) GMC was fourth with 50,570 or | (see REGISTRATIONS, Page 26, Col. 5) 
e difficulty in giving us the colors we| ¢losely parallels the 5.4 percent 
oO want. You should —— — in our! gain of the gross national prod- D l I * d B d Sh 
it count only specified colors are t t 
é country. only sp uct for the second quarter of 1966 €aiers Invite 0 DO y OW 
e So special colors had to be mixed imi 
y oi for iesaen six jobs. eae dee “auton ee yeu dealers and their truck | primed sheet and extrusions, refrig-| makers and dealers. Based on 
f ‘ * * * ‘Class I intercity common and con- managers will be invited to see | eration equipment, truck and bus; last year’s attendance the show 
Shift in CVW \tract motor carriers of property! the display of truck bodies and | Seats, all types of utility, van and| executives expect a registration 
i EPORTS show that there has| which hauled 76,056,140 tons of in-| equipment that will be on exhibition | P@nel bodies, power wreckers,| of approximately 2,500 for this 
: been a decided lessening in the | tercity freight in the second quar-| at the ninth annual convention and | pe 2 eo “—e eee —. oxhint, ae 
’ number of 10,000 pound-and-under|ter of 1956 as compared with! exhibit of the Truck Body & Equip- | ™®*©™#!s, Dumpers, spare tire car-| Special invitations have been 
GVW trucks built this year. 71,993,353 tons during the same|ment Assn., Inc., to be held Oct.| "¢™® lamps, mirrors, stop and| mailed to a large list of truck 
One report indicated that last| Quarter of 1955. 29-81 in the Hotel Sherman Chi.| Wtectional lights, clearance and) dealers in the Chicago trading area. 
year 65 percent of all trucks built ee cago. : marker seme, Sao oo Truck dealers who wish to attend 
in the first seven months were in T= rise pushed ATA’s second-| ‘Tyesday, Oct, 30, has been set heaters, rubber : es - a A should contact the association, 401 
this light tonnage classification, quarter truck-loading index to a P 4 ricated components for truck and| Washington Board of Trade 
S : : aside as a special day when fleet | trailer bodies, aluminum floor as- i 
while this year the lights have| new high of 184, The former all- » ’ Building, 1616 K St., Washington 6, 
1 ; . operators and truck dealers will | semblies and body assemblies, dual- 
dropped to about 58 percent. time high of 174 was registered in| he guests of the association with- , D. C., and a ticket for identification 
: The 5,000 pound-and-under | the second quarter of 1955. The in- axle drives, third axles and auxil-| purposes will be mailed promptly. 
: : out payment of registration fee. | jary transmissions 
trucks, which represented 48.65 | dex is based on average second It i ted a that at leoct : » ¢.* 
; percent of total output in 1955, | quarters 1947-1949 as 100. = dis rag tee Prag ceeane bodies This show for truck men. has MONG the manufacturers whose 
i \ this year represent but 41.20 per- Intercity truck tonnage in- | ana Me oe will be filled for this been growing in importance each products will be on display will 
i cent. The 5,001 to 10,000 pounders | creases we meral ex for Pop gy succeeding year. Last year’s show a 
- re ge cept exhibit, since 61 prominent makers be the American Mfg. Co., Mont 
£ i however increased slightly from | the southern region which regis- an cndy hae Seen aietid tans saw some 95 booths filled with gomery, Ala;; American Seating Co. 
16.2 percent last year to 17.42 | tered a nominal decrease for the ssh CR 8 ee fe. CO Grand Rapids, Mich.; American 
: percent of 1956 production. second quarter of 1956, down less ’ : , me , 
In the first quarter, the lights! than .5 from second quarter 1955. HE exhibits will include insula- New Prod | Wicker Works, Minneapolis; 
c represented approximately 60 per- tion, body hardware, hydraulic Truck New ucts | Anthony Co., Streator, Ill.; Binkley 


hoists and dump bodies, refriger- 
ated truck bodies, magnesium mill 


Mfg. Co., Warrenton, Mo.; Bostrom 


cent of output while in the second! Rocky Mountain region, 14.6 per- 
' (Continued on Page 30, Co!. 1) 


(Continued on Page 27, Col. 1) 


Page 38 


Large increases were found in er 





(See TONNAGE, Page 30, Col. 1) 
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In Sales and Profits .. . 





Dealers Fail to Reap Potential 


(Continued from Page 25) 


the almost constant complaint 
against the combination car and 
truck dealer who had little or no 
interest in trucks and did not try 
to get a profit. 

One Maryland dealer, himself a 
combination dealer of a popular) 
make, said: “In a metropolitan area | 
such as ours, the other dealers in| 
our line who are not interested in 
trucks and not equipped to handle 
trucks have muddied up the water 
to the extent of eliminating truck 
profits.” 

An Illinois heavy-duty dealer 
put the same complaint in a dif- 
ferent form. He said: “If the 
car-truck dealer doesn’t stop 
giving truck profits away, the 
dealer that sells only trucks can- 
not stay in business.” 

Many dealers blame factories for 
this state of affairs. They feel that 
the manufacturers, especially of 
both cars and trucks, have put too 
much push on “moving trucks” and 
not enough on “selling trucks at a 





profit.” This feeling was expressed| year than last on trucks seems to 
even by dealers handling both cars| point to the answer to truck-selling 
and trucks. tactics. 

One Louisiana dealer expressed it For instance, 79 percent of the 
this way: “We did more overall! dealers who said they made much 
profit in 1955 due to greater volume| better profits this year than last 


but average unit profit in 1955 was| were the so-called heavy-duty | 


$124 against $189 in 1956. truck dealers. Also, 47 percent of 
> * aa 


ir profits | 
A, CHECK on dealers who said) Sain tates 96 cone ee aes | 


they_made more money this| who said their profits were about 


P | the same and 24 percent of those 
Power Steering Offered 


who said their profits were less 
* . were heavy-duty dealers who 
On Diamond T Units | made the selling of trucks their 
CHICAGO. — Diamond T has an- | main endeavor. 
nounced that “Air-O-Steer” power! One Florida dealer reported: “We 
steering now is available as/did nearly twice as much business 
optional equipment on all its air-|in the first six months as we did 
brake-equipped conventional|all of last year.” Another said: 
models. | “Gross profits run 18 percent, cost 
Air-O-Steer reduces front-end|of doing business 10 percent, net 
maintenance and increases tire life | before taxes, 8 percent.” 
as much as 30 percent in some! An Indiana dealer reported: 
cases, Diamond T said. It may be | “Profit shown in trucks, loss shown 
installed either at the factory or in| in cars.” 
the dealer’s shop. The company ex- In only one line group did less 
pects to offer the device on its|than 50 percent of the dealers re- 
tilt-cab models soon. port used truck sales good. Every 





Opened by more mechanics 
~+. every day... 
for finest overhaul work! 




















reporting used-truck stocks nor- 
mal or less and 92 percent of the 
\\TOD CC dealers reporting used-truck 
MACKEREL MOTOR CO | movement fair to excellent it cer- 

tainly seems that if the dealers 
| had been organized to go after 

the available truck business, had 
done more trading and had better 


| 








<9 stocks for spot delivery, both vol- 
He loan ‘ s. ume and unit profit would have 

¢ been higher. 
| ZAZA SH SB Now with the first year of the 
-v biggest road construction program 


ye any nation has ever undertaken 
Nee facing the industry, the reports 
from the 100 top U. S. truck dealers 


ee lous I\* seem to indicate that the majority 
\ | have a tremendous job of organiz- 

x |ing themselves and their sales 

( U forces if they are going to get 


| 
| U geey | business that otherwise may go to 
industrial tractor and even farm 
| “Have you noticed how horse- | tractor outlets. 

power seems to be winning out 


over brainpower?” Air Conditioners 
| dealer reporting in one line group] For Truck Cabs 


said that used trucks moved well, | 
Offered by TH 


75 percent of another, 67 percent of 
CHICAGO. — Truck-cab air con- 


another, 50 percent of the fourth 

group and 25 percent of one group 

reported above normal demand. |ditioners have been announced by 
Thus, with 80 percent of the 'the motor truck division of Inter- 

dealers reporting new-truck | national Harvester Co. 

| stocks normal or less, 86 percent Offered for field installation, fol- 

~ | lowing testing by International en- 
gineers, cab air conditioners are 
available for the light-duty trucks 
in the S-100 through S-130 series, 
and in a range of heavy-duty trucks 
and road tractors from the model 
R-185 through the R-210 series. 

Cited as a factor in the decision 
was importance of truck-cab air 
conditioning and its close relation- 
ship to hauling efficiency. 
Reduction of accidents, better 

maintenance of schedules, relief 
from general driver fatigue, more 
comfortable rest for long-haul driv- 
ers using trucks equipped with 
sleeper cabs, relief from pollen and 
improved driver morale were listed 
by International as among benefits 
to be derived from installation of 
cab cooling systems. 
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6 Western Dealers 


Join GMC Council 


LOS ANGELES. — U. F. Sur jr., 
zone manager for General Motors 
Truck & Coach division, has an- 
nounced the election of six GMC 
dealers to serve on the Los Angeles 
Zone Dealer Council. 

Dealer councils are being set up 
in each of GMC’s 19 sales zones. 

Named to the Los Angeles group 
were Harold M. Perkins, Pomona; 


rn 
Hi 








A] 





Where performance counts most 


Sivys 


Reach into that red-and-black engine bearing box . . . the Fm 
bearing there is a known and preferred quality part! 


Federal-Mogul quality pays off in performance. Surveys prove it. 
Fm bearings are the best known brand for car, truck, bus and 
tractor replacement. Ask your jobber! He provides fast Federal- 


Mogul service! 


FEDERA 


THEM Fm QUALITY! 





Russell D. Watkins, El Monte; Don 
M. Davis, Banning; W. M. Woods, 
Santa Ana; Jerry Roberston, El 
Centro, and Eugene D. Bogard jr., 
Tucson, Ariz. : 


Registrations 


(Continued from Page 25) 
in 10 states. Ten states showed a 
gain in registrations in July over 
the same month of last year. 

In the states, Georgia showed a 
surprising gain, rising from 10th 
spot in June to second in July, from 
2,102 to 6,711 registrations. 

California again led with 7,807 

| registrations but Texas dropped to 

fourth, the first time in months that 
it has been out of either the first 
or second spot. 

The top 10 states for July were: 


1956 1955 
1. California ............ 7,807 7,823 
2. Georgia ............ . 6,711 1,958 
3. New York ............ 4,525 5,066 
a oh cr coseees 4,417 7,149 
5. Pennsylvania .... 3,722 3,821 
i MID Siscaseccseserisen 3,159 3,612 
We WE oi ceckcsecnasesnpuces EE 3,750 
8. Michigan .......... 2,400 3,235 
Dy TPE is ccscnecescds.. 2,391 2,161 
10. Indiana ................ 2,325 2,423 


Big Year in U.S. Market 


Predicted by Rootes Aide 


NEW YORK. — An overall sales 
increase of 27 percent for 1956 over 
1955 has been predicted for Rootes 
Motors Inc., by John T. Panks, 
managing director of Rootes Mo- 
tors in this country. 

Addressing more than 200 eastern 

| dealers, Panks also announced that 
a $9 million expansion program is 
| underway at Rootes’ plants in Cov- 


1508 SB-20 Be |entry, England. Despite the finan- 


|cial and production problems of 


L-MOGUL SERVICE ET: BEARINGS |British motor manufacturers, 





Division of Federal-Mogul-Bower Bearings, Inc. 


| Panks stated the outlook for Rootes 
Group is encouraging. More than 50 
| dealers have been added in the U.S. 
| this year, bringing the total to 410, 


RESEARCH * DESIGN «© METALLURGY * PRECISION MANUFACTURING e¢ SERVICE he said. 
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Truckin’ 





(Continued from Page 25) 


quarter their production dropped to | 
approximately 56 percent. During | 
the same first half, mediums repre- | 
sented about 43 percent and heavies | 
about 40 percent of total output. 

January was the largest truck} 
production month of the year to} 
date when 106,510 trucks dropped | 
off the assembly lines. March and| 
February followed with 104,060 and | 
101,175 respectively. July fell off | 
22,129 trucks from the peak in| 
January with but 84,381 trucks| 
being built. 

+ +. * 

How Low is Low? 

HE State of New York wants to| 

know just how low is the “low 
gear” that trucks are required to 
use going down some hills. 


vehicles used in such transporta- 
tion. 

Also last year there were 372 
other Class I carriers engaged in 


| transporting refrigerated solid 


products along with other com- 
modities. They owned 5,377 pieces of 
refrigerated equipment, plus an es- 
timated 1,800 tractors or a total of 
7,177 vehicles used in transporting 
such refrigerated products. 

And this does not 
thousands of pieces of equipment 
hauling milk, orange juice and 
other fluids that must be carried at 
cold Cenpenanaees. 


Salute to ‘Perk? 
AEE of my very good 


* 


friends in this truck business|the truck division. But even this dry 


include the | 


I caught up with him, in fact it 
wasn’t until Bill Schumacher, 
sales manager, was moved up- 
stairs to general manager of the 
truck division. 

Perk slid into the whip-slinger’s 
chair and took on the two guys 
who still direct Harvester sales 
around the nation as his assistants 
—Ralph Buzard (with one Z please) 
and “Red” Pierson. 

Having gotten a few knocks 
playing football in the line myself 
in my earlier days, there seemed to 
be a community of interest between 
|me and this “All American from W 
& J who played in the memorable 
Rose Bowl nothing-to-nothing game 
| against the University of California 
in 1922. Perk was one of the truly 
outstanding tackles of his time. 

Lack of enough red corpuscles 
forced Perk out of the whip-crack- 
er’s job and he was made assistant | 
to Pete Moulder who had moved up| 
|the executive stairs to vice- 
president of Harvester, overseeing 





had solved the problem, Perk 

began making red blood again 
and began to look like his old 
self. With a desire to get back 
in harness, Perk was made dis- 
trict manager at Jacksonville 
where the sun shines on both 
sides of the street most of the 
year. 

Perk was looking good the last 
time I saw him. We were even 
looking forward to having a fish- 
ing trip the first time I came to 
Florida, but evidently the doctors 
hadn’t found the full cure for his 
condition. He was only 54 when 
he passed away Aug. 31 at Ohio 
State ae — 


7 

Novel Slant 
B. E. OLSON has added a novel 
¢ slant to its body merchandising 
program. For those dealers who 
|carry an Olson body in stock, the | 
company will supply enough return- 
| mail postal cards for the dealer to 
cover all of the laundries, bakeries, 
cleaners, department stores, 





“We haven’t found the answer |of ours has gone on to join his | job was too much for Perk in nts | public utilities, dairies and other 


yet,” Lloyd A. Maeder, director of 
the state traffic commission said. 
“We have to rely on the driver’s 
judgment.” 

The problem arises from the | 
many gear combinations a truck 
driver has at his command. Very 
few of the big tractor trailer 
trucks have less than eight speeds; | 
many have ten. Then too, a lower 
gear that would be safe one day | 
might be too fast the next (if the 
pavement were wet or icy.) 

Truck companies have advised 
the state traffic commission that 
posting of reduced speeds for down- 
hill as well as the low-gear regula- | 
tions would help. Maeder said the 
commission would study this. | 

“But,” he added, “it is impos- | 
sible to make regulations and post | 
them to conform with the various 
number of gears in the many dif- 
ferent kinds of trucks.” 

In the meantime, axle manufac- 
turers have warned that using re- 
tarders that work ahead of the) 
rear-axle gears to help brakes slow | 
down heavily-loaded trucks on long, | 
steep hills may cause the operator | 
trouble and expense. The final gears 
in the current truck axle are not} 
designed to take the same thrust on 
the drag as they are on the drive | 
side. 

* = * 


Yanks on the Move | 


CCORDING to James D. Edgett, | 

president of North American 
Van Lines, Inc., June, July and} 
August represented the peak| 
moving period of all time. 

At least he said his household 
carriers did a gross business of | 
$7.9 million in that period which | 
was about $1.5 million more than 
the comparable period last year. | 

“We estimate that approximately | 
12 million Americans moved to new | 
locations during the last three 
months alone,” he said, “and our 
figures so far indicate that the 
number of Americans moving to| 
new homes during 1956 will exceed 
the 30 million estimated earlier 
this year by the Department of 
Commerce.” 

Another company service that 
accounted for a good part of the 
overall increase in sales was the 
moving of uncrated industrial dis- 
plays and exhibits to various ex- 
positions and conventions. These 
movements were up 30 percent 
over last year. 

Another relatively new transpor- 
tation haul, frozen foods and 
juices, for trucks also showed a 
tremendous increase last year. Sta- 
tistics compiled by the Department 
of Agriculture show that 328,984 
tons of frozen fruits and 569,848 
tons of frozen vegetables were pro- 
duced in 1955. While rails moved 
161,168 tons of frozen fruits and 
329,000 tons of frozen vegetables, 
truck hauler increases were size- 
able. Only two tons of fruits and 
three tons of vegetables were car- 
ried by water. 

Annual reports filed with the In- 
terstate Commerce Commission in- 
dicated that the 60 Class I motor 
carriers engaged solely in trans- 
porting refrigerated products show 
that their 1955 gross revenues from 
interstate operations aggregated 
$60,320,059, that they owned 2,477 
pieces of equipment which cost $16,- 
187,193 and that total assets, in- 
cluding equipment, were valued at 
$19,019,156. 

These 60 carriers also oper- 
ated an additional 1,514 vehicles 
leased by them from owner- 
drivers making a total of 3,991 














Maker. W. K. (Well Known) Per- | 
kins, former sales chief of Inter- 
national Harvester. 

“Perk” had been with Har- 
vester for quite some time before 


weakened condition so he took | 
| some time off to recuperate. 

After working with the doctors 
| at Ohio State University for some 
| time it seemed as though they 


potential users in his city. 
All the dealer has to do is to 
have a photograph taken showing 





Fruehauf Leases 
L. A. Plant in 


Missile Program 


LOS ANGELES, — Fruehauf 
Trailer Co. has announced leasing 
an additional plant in this area, in- 
creasing the number of Fruehauf 
plants to three 
here and 15 in the 
nation. 

The plant, in 
Huntington Park, 
will concentrate 
on materials- 
handling prob- 
lems for the 
armed services, 
Roy Fruehauf, 
president, said. 

Fruehauf said 

Roy Fruehauf that the govern- 
ment decision to “step up” the 
guided-missile program would re- 
quire “considerable additional re- 
search on Fruehauf’s part.” 

Fruehauf said his company is 
working with California Institute 
of Technology in a program of en- 
gineering, research and develop- 


the truck with body mounted ready | ment of basic electronic trailer spe- 
| for delivery and send it to Olson. | cifications. 





WHAT DO TRUCKERS WANT MOST? 





FLEET OPERATOR: 


EATON 2-SPEED 


“Our 
trucks must be on the job earn- 
ing; not in the shop costi 


MAINTENANCE MAN: 
“My job is to hold truck oper- 
ating and maintenance costs 
down to rock-bottom."’ 


ng.” 


AXLES SATISFY 


THEM 


More than Two Mi 
Eaton Axles in Trucks Today. 


F ATS 


ALL! 





FARMER: «Quick trips with 


full loads often make the dif- 
ference between profit and 
loss on a whole crop.” 


pet 





DRIVER: “ 
simple shifting, which means 
an easier-handling rig." 


Every driver wants 


CONTRACTOR: 
power for tough off-highway 
work; and speed to go on the 
open road." 


DEALER: -: 


“We need 





Higher resale 


values permit higher trade-in 
allowance — that makes satis- 


fied customers.”’ 


Operators, drivers, maintenance men, dealers— 
just about everyone connected with any phase of 
motor truck operation agrees that Eaton 2-Speed 
Axles pay for themselves many times over. By 
providing the right gear ratio for every operating 
condition, Eaton 2-Speeds make trucks easier and 
safer to drive, reduce operating and mainte- 
nance costs, add thousands of miles of trouble- 


free life, and make them worth more on the 


trade-in. 


——————- AX LE DIVISION 
MANUFACTURING COMPANY 
OHIO 


CLEVELAND, 





Ne Engine Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet Engine Parts * Hydraulic Pumps 
Motor Truck Axles * Permanent Mold Gray Iron Castings * Forgings * Heater-Defroster Units * Automotive Air Conditioning 
Fastening Devices * Cold Drawn Steel * Stampings * Gears * Leaf and Coil Springs * Dynamatic Drives, Brakes, Dynamometers 

























Macks ARE HANDLING THE IMPORTANT JOBS 


building the National Highway System! 


There’s a road boom underway! Right across brakes, non-spin differentials, and a host of others, 
the nation we’re carving out the vast new were originally engineered by Mack for Mack trucks 
national highway system aimed to keep pace and buses? Features like these point up the con- 
with our expanding economy, to add vital tinuing quality research and development program 
mobility to defense operations, to speed com- which assures every Mack owner of the very latest 
satisication end travel. And we can’t offecd in proved mechanical and structural advances. 


delays. 
That’s why, wherever you see work progressing 


on these new roads, you'll generally see Macks FIRST NAME FOR TRUCKS 
in action. In fact, wherever you see important BUSES ° FIRE APPARATUS 
jobs, there you'll see Macks— handling with ease seelldaiiataniiie 
the tough jobs... the Mack-sized jobs. 


That puts the spotlight right on the hauling 
equipment to handle the job. It’s got to be 
rough and ready. It’s got to be absolutely 
dependable. It’s got to be Built like a Mack. 





MACK ELECTRONICS DIVISION, INC. 


See your Mack factory branch or distributor. : s 
In grading operation... roadbed preparation... 


FACTS ABOUT MACKS overpass construction — Macks help maintain 
Did you know that many of the most modern features clockwork schedules over the most unfavorable . 
in passenger cars, such as power steering, power terrain or footing. 
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This planned vast national 
superhighway network 
will be built by Federal 
and state government co- 
operation. 
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Special Day Set Aside... 
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Truck Dealers Invited 
To Equipment Show 


(Continued from Page 25) 


Mfg., Co., Milwaukeee; Boyertown | York; Reynolds Metals Co., Louis- 


Auto Body Works, Boyertown, Pa. 
Braun Mfg. Co., Inc., Chicago; 
Chelsea Prod., Inc., Chelsea, Mich.; 


Cleveland Hardware & Forging Co.., | 


Cleveland; Collins and Associates, 
Cincinnati; Commercial Vehicle 


Parts, Inc., Chicago; Consolidated | 


Metal Products, Inc., Elkhart, Ind.; 


Copeland Refrigeration Corp., Sid- | 


ney, O.; Converto Mfg. Co., Inc., 
Cambridge City, Ind.; Dana Corp., 
Reading, Pa.; Daybrook Hydraulic 
Division, Bowling Green, O. 
Detroit Hinge Mfg. Co., De- 
troit.; Dow Chemical Co,, Mid- 
land, Mich.; E. 1. duPont de Ne- 
mours & Co., Wilmington, Del.; 
Eberhard Mfg. Co., Cleveland; 
Frank Dewey Co., Inc., Detroit; 
Hyman Freedman Co., Chicago; 
Fleet Owner, New York; Galion 
Allsteel Body Co., Galion, O.; 
Gar Wood Industries, Inc., 
Wayne, Mich.; Gifts for Industry, 
Inc., Chicago; Grote Mfg. Co., 


Inc., Bellévue, Ky.; A. L. Han- | 
sen Mfg. Co., Chicago; Heil Co., | 


Milwaukee; Hercules Steeel Prod- 
ucts Co., Galion, O.; Hock Paint 
& Chemical Works, Inc., Phoenix- 
ville, Pa.; Huck Mfg. Co., Detroit; 
Hunter Mfg. Co., Solon, O. 


Hydro E-Z Pack Division, Galion, | 


O.; Industrial Rubber Co., St. 
Joseph, Mich.; K-D Lamp Co., Cin- 
cinnati; Kason Hardware Corp., 
Brooklyn, N. Y.; Kold Hold Divi- 
sion, Lansing, Mich.; L-O-F Glass 
Fibers Co. Toledo; Lehigh Mfg. 
Co., Lancaster, Pa.; McGraw Elec- 
tric Co., Chicago; Marion Metal 
Prod. Co., Marion, O.; Metropoli- 
tan Body Co., Bridgeport, Conn.; 
Morrison Steel Prod. Inc., Buffalo; 
Napco Product Division, Minneapo- 
lis, Minn.; Nash Bros, Co., Evans- 
ton, Ill; Oneida Products Corp., 
Canastota, N. Y.; Perfection Steel 
Body Co., Galion, O., and Polar 
Hardware Mfg. Co., Chicago. 

* Revere Copper & Brass, Inc., New 


IH Truck Sales 
Climb 22 Pct. 


CHICAGO.—Motor truck sales of 
International Harvester Co. totalled 
$419,997,000 in the nine months 
ended July 31, an 
increase of 22.2 
percent over the 
corresponding 
period a year ago, 
according to John 
L. McCaffrey, 
chairman, and P. 
V. Moulder, presi- 
dent. 

The 1955 figure 
was $343,665,000. 
Truck sales in the 
third fiscal quar- 





J. L. MeCaffrey 
ter (May-June-July) were $146,240,- 


000, compared with $130,479,000 a 
year earlier. 

Nine-month sales in all IH divi- 
sions amounted to $913,403,000, an 
increase of 2 percent over the $896,- 
543,000 recorded in 1955. 


Tonnage 
(Continued from Page 25) 
cent, Pacific, 22.0 percent, and New 
England, 14.2 percent. 

These above-average gains were 
to be expected in the light of cur- 
tailment of trucking operations by 
strikes in the Rocky Mountain and 
Pacific regions during May and 
June, 1955, and in New England 
during June, 1955. 

Second quarter increases by type 
of tonnage were 5.7 percent for mo- 
tor common carriers and 5 percent 
for contract carriers, Tonnage mov- 
ing in common carriage included in 
this report was 86.2 percent of total 
freight hauled during second-quar- 
ter 1956, compared with 86.1 percent 
of total in the second quarter of 
1955. 







PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


nSTEMAC 






Denver, Colorado 


1281 So. Cherokee 








| urer, 








ville; J. W. Speaker Corp., Mil- 
waukee; Stahl Metal Prod., Inc., 
Cleveland; Sundstrand Hydraulic 


Division, Rockford, Ill.; Superior 
Coach Corp., Lima, O.; Thermo 
King Corp., Minneapolis; Truck- 
stell Mfg. Co., Cleveland; Union 
City Body Co., Inc., Union City, 


Ind.; Unisteel Van Body Division, 


Wisconsin Truckers 


Elect Martell, Homuth 
DELEVAN, Wis. — Victor Mar- 

tell, president of Yule Truck Lines, 

has been named president of the 


| Wisconsin Motor Carriers Assn. at 


the organization’s convention here. 
Other officers are Milton Homuth, 


| vice-President; Andrew Henry, sec- 


retary, and Walter Arthur, treas- 








| Galion, O., and U. S. Steel Corp., 
| Pittsburgh. 


* 


convention, a presentation and 
discussion of special interest to 


| equipment distributors will be held 


Monday morning. The topics to be 
covered include: How equipment 
shows profit. Arriving at costs and 
net selling price. Selling quality. 
Sales promotion mediums. Training 
new salesmen. Distributor, manu- 
facturer problems. 

Refrigerated vans back of cabs, 
high and low temperature will also 
be discussed that morning, 

On Monday afternoon a discus- 
sion on panel deliveries with cab, 
including forward control, will be 
held, 


Tuesday’s discussions will include | Salisbury, 


| 
* ‘ * 
N THE business side of the 





Foreign Observer— 

Guest of Reynolds & Reynolds Co., 
Dayton, O., Philippe G. Hards, left, of 
South Rhodesia, gets a first 


Expansions Started 


By White Dealers 


CLEVELAND. — White and Au- 
tocar distributors in five states are 
|}engaged in expansion projects, 
according to N. O. Gresham, 
national wholesale sales manager, 


|| White Motor Co. 


A branch office has been estab- 
lished in Big Springs, Tex., by Sid 
Bolding Motors, Inc. Plans are 
being completed for a new build- 
ing for Mahoney Equipment Co., 
White-Autocar distributor just an- 
nounced in Rapid City, S. D. 

Moving to a new location closer 
to truck traffic in Asheville, N, C., 
| is Asheville White Sales, Inc. L. T. 
| Thompson, formerly branch mana- 
|ger for White at Fort Worth, has 
taken over the distributorship for 





trends in insulation and refrigera-|hand briefing on the firm's service dis-| White and Autocar at Springfield, 
tion, plastics in truck bodies, stand-! patcher board from R. H. Grant jr., Rey-|Mo., and plans to enlarge his com- 


ardization, human and industrial 


nolds president. Hards, a control tower 


pany’s operations. A new White 


relations, aluminum bodies and| manager for a GM dealership, is in the | distributorship has been established 
floors, dump bodies, hydraulic U. S. to observe service dispatcher sys-| at Hastings, Neb., with Myron C. 


hoists and power lift tail gates, 
utility bodies and other bodies used 


by vocational trades and special| grain and livestock, vans back of | 


truck equipment. 
Wednesday’s discussions include | 


tems in action at large dealerships. 


cabs and custom and special bodies 
including bottlers, glass carriers 


| stake and platform bodies including | and sleeper cabs. 


Kent operating Kent’s Super Serv- 
|ice, Highway 6 and Wabash. 





Wondering how new-car and truck pro- 
| duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire 
story every week throughout the year. 


Time to re-evaluate your truck fleet potential... 


massive new stu 
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Heading for the Coal Fields— 


A huge trailer that can carry 70 tons of coal—enough to overflow an average rail 
car—has been built by Marion Metal Products Co. for a West Virginia coal company. 
it's powered by a Cummins 400-horsepower, V-12 diesel and is pulled by a tractor | 
built by Kenworth Motor Truck Co. Marion Metal says its unit is the world's largest 
bottom dump hopper trailer. 
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More Coal Than Rail Car 





Giant Trailer, Built by 
Can Carry 140,000 Pounds 


— A giant trailer | tractor-trailer-coal weight will be | two feet, which open by gravity 


MARION, O. 
that carries more coal 
average railroad car can hold has 


| than an} 
= built by Marion Metal Prod- 
! 
| 
' 


ucts Co. The behemoth is 47 feet! 
feet | 


long, 12 feet wide and 13% 
high. 
It's powered by a Cummins 
400-horsepower V-12 diesel and 
| is pulled by a tractor built by 
| Kenworth Motor Truck Co., 
| Seattle. The tractor is 11% feet 
wide and 12% feet high. 

The complete truck sold for 
about $90,000 and was delivered to 
Beckley Coal & Coke Co., Nicholas 
|County, W. Va. Marion says it is 
| the world’s largest bottom dump 
| hopper trailer. 

The trailer is rated at 95 cubic 
yards, but Marion says it will carry 
more than 100 cubic yards when 
heaped. Loaded weight of the coal 
| will be 140,000 pounds while the 





Marion Metal Products, 


| 238,620 pounds. 

Empty, the trailer weighs 47,400 
pounds and the tractor 50,920. 

It will be used to haul coal 
from the open seams high on the 





‘Dana’s Martin 
Speaks to Execs 


| 

: $T. LOUIS. — The 33rd annual 
|; meeting of the National Manage- 
|ment Assn. opens here Thursday 
(Sept. 27) with John E, Martin, 


Toledo, president, Dana Corp., as} 


one of the speakers. 


Others who will address the con-| 


vention include Norris Roy Crump, 
president, Canadian Pacific Rail- 
way Co.; Joseph T. McNarney, 
president, Convair division, Gen-| 
cate, Dynamics Corp., San Diego, 


Calif., and John W. Colt, managing | 


editor, Kansas City Star. 











$8) : 


billion market 


for 109 products 


This biggest and most penetrating study of the truck fleet market ever attempted 
has produced some startling figures. They will be of immediate interest and tremen- 
dous sales value to everyone who makes or distributes automotive products. 


The survey was made for Fleet Owner by McGraw-Hill Research with the full 
cooperation of over a thousand truck fleet operators. The information took 6 months 
to gather, required another 2 months to tabulate. It is probably the most costly study 


ever made of this great rolling market. 


Here, for the first time, is concrete information that enables suppliers to correctly 


and many other significant facts. 


some of the specific products studied 


TRUCKS HOSE 

TRAILERS LIGHTS 

TRACTORS SAFETY SIGNALS 
BODIES CAB HEATERS 
ENGINES TARPAULINS 
PETROLEUM PRODUCTS CABLE 

PISTON. RINGS SPARK PLUGS 
VALVES IGNITION SYSTEMS 
BEARINGS FUEL PUMPS 
BATTERIES OIL FILTERS 


OW RIE R 


330 WEST 42ND STREET, NEW YORK 36, NEW YORK. 


It even points out differences in purchasing habits in various trucking operations .. . 
food distribution, common carrier, construction, public utility. 


evaluate today’s huge fleet market—set new and accurate production and sales goals. 


Besides actual purchases of 109 specific automotive products, it also reports on rate 
of replacement, preferred channels of distribution, proposed expenditures for 1957 


Information on products in which you are interested will be made available to you 
by your nearest Fleet Owner representative. Write to the address below, or phone 
today (LOngacre 4-3000, Extension 8333) and you'll hear within a week. 


UPHOLSTERY MATERIALS SHOP EQUIPMENT 
SEATS JACKS 

REEFER UNITS HAND TOOLS 

GLASS CLEANING EQUIPMENT 
POWERED TAILGATES PAINTING EQUIPMENT 
BODY & CAB HARDWARE RECAPPING EQUIPMENT 
TIRES & TUBES TWO-WAY RADIO 
WHEELS & RIMS PAINTS & FINISHES 
BRAKES ANTI-FREEZE 

AXLES LIFT TRUCKS 

FIFTH WHEELS UNIFORMS 
TRANSMISSIONS 


AND 66 OTHERS! 


07 —eEEEEEEEe 
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mountains to the tipple, about 
seven miles downhill. From these 
loading hoppers, the coal will be 
dropped into rail cars for trans- 
portation to steel mill furnaces. 
The trailer will be unloaded 

| through two hopper doors at the 

| bottom, each measuring 26 feet by 





| and are closed by air. 

The tractor has a torque con- 
verter, semiautomatic transmission 
and power steering. It is said to be 
the largest two-axle, standard- 
production model offered to the 
public. The only larger tractor 
Kenworth has built was the T-10 
Transporter which pulls the Army’s 
atomic rifle. 

Tires are 18 by 33 inches, 32-ply 
nylon and are nearly six feet in 
diameter. Each weighs 965 pounds, 
giving the unit a combined tire 
weight of nearly five tons. 

Tires, wheels, bearings and 
brake parts are interchangeable 
| between tractor and trailer. 

Connecting the units is a 2,500- 
pound free-turning universal hitch, 
with the trailer revolving around a 
spindle that is nine inches in 
| diameter. The assembly undergoes 
| constant lubrication by a special 
oil-reservoir system. 


3 Multistop Units 
For Milk Delivery 
Added by Divco 


DETROIT. — Divco Corp. has in- 
troduced three new models of 
| multistop retail dairy trucks with 
| squared-up bodies, according to 
Roy H. Sjoberg, sales vice- 
president. 
| The models offer 75-case capacity 
|}on 100-inch wheelbase walk-in 
chassis. Divco said the squared-up 
bodies increase cargo capacity and 
permit the new models to carry 
| factory-installed refrigeration and 
jinsulation equipment and still 
handle 60 square quart-milk-bottle 
cases. 

Sjoberg mentioned an increasing 
|trend by milk companies to order 
refrigerated and insulated trucks in 
a movement away from the use of 
ice to keep products cool during 
delivery. More than 50 percent of 
Divco’s production is devoted to 
refrigerated and insulated trucks, 
Sjoberg said. 

The new models, called Series 
104, have all-steel welded bodies, 
drop frames and Divco multistop 
engines. 

Available are Model 114, with 
| stand-drive controls and Super 
| four-cylinder engine; Model 1%, 
with sit-and-stand-drive dual con- 
trols and Super four-cylinder 
engine, and Model 154, with sit-and- 
stand-drive dual controls and six- 
cylinder engine. 











Waninger Heads 


Truck Convention 


WASHINGTON. — Hugo Wan- 
inger, vice-president, Anheuser- 


| Busch, Inc., St. Louis, has been 


named general chairman of the 
18th annual convention of the Pri- 
vate Truck Council of America, to 
be held in St. Louis, Jan. 30-Feb. 1, 





according to James D. Mann, man- 
aging director. 

The following committee chair- 
men have been named by Wan- 
inger: Program committee, F. G. 
Becht, Falstaff Brewing Corp., St. 
Louis; luncheon committee, R. H. 
Brundige, Columbia Terminals Co., 
St. Louis; registration committee, 
Walter Klasner, Alton Box Board, 
Alton, Ill.; reception committee, A. 
B. Becker, Pet Milk Co., St. Louis, 
and hotel and transportation, Vic- 
tor H. deLiniere, Metal Goods Corp., 
St. Louis. 

Franklin Motors Opens 

Franklin Motors (Lincoln- 
Mercury - Continental), Columbus, 
O., has opened at 1037 N. High St., 
succeeding Ohio Motors, Inc. Paul 
W. Crim is president; Charles C. 
Sparks, vice-president, and Kenneth 
E, Sutton secretary-treasurer. They 
also operate Capital Automobile 
Auctions, Inc. 


MOTOR 2B 
MASTER 
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White Shows Diesel 3000 


Payload Advantage Claimed for the New Tractor; 
Power-Lift Cab Is Featured 


CLEVELAND. — Production has| vide maximum advantage where | tages are listed as wide track front 


been started by White Motor Co. | axle loading and spacing are de- 
on its new cab-forward highway | sirable for bridge formula states, 
tractor—the 3000 Turbodiesel. | White said. 


: ° All these tractor series are pro- 
White said this rounds out its | vided with either the new White 
full line of highway tractors en- 


400-series gasoline or diesel en- 
gineered for maximum payload | gines, the firm said. 
advantages under any pattern of | «py. White 3000 opened a new 
state highway weight and length | period of ‘payload design’ when it 
laws and any mileage and 


|} was introduced as a gasoline- 
schedule demands of the indivi- | powered highway tractor,” said P. 
dual operator. ae Tobi > sales eee ae 
: s : “Many truc operators ave 
one =e — Cage — = standardized their fleet operations 
power-lift cab is said to provide on this tractor with the power-lift 
maximum payloads where heavy) cab because of its weight distribu- 
front-axle loadings are important | tion and payload advantage.” 
payload factors, The White conven- | 
tional tractors are said to continue | Chicago, put the first fleet of the 
White's New Highway Tractor— the lightweight series for applica-| diesel version of the White 3000 
White has announced that it is in production on its new cab-forward highway| tions where weight-savings alone | into service in August. 
tractor—the 3000 diesel—and that the first fleet has been put in service by Spector| help boost operator earning power.| The new White 3000 has a cab 
Motor Freight System, Chicago, on the firm's New York-Chicago run. White said this| The White 9000 tractors with the/|four-inches higher than previous 
“rounds out its full complement of highway tractors engineered for maximum payload | 90-inch dimension (front of bumper | 3000 models and is said to afford a 
advantages.” to back of cab) are designed to pro- | more commanding position for the 














Only ARMSTRONG Can Promise and 


EXTRA MILEAGE-EXTRA RECAPS 
AT NO EXTRA COST! 


jjes in ARMSTRONGS 
EXTRA INSERT PLIES! 





Deliver 









Spector Motor Freight System, | 





| driver, with safety and visibility on 
| the highway. 
Riding quality has been helped, 


| too, White said. 
There are no cab floor obstruc- 
| 


tions or “doghouses,” Tobin said. 
Other important driving advan- 
axles, shorter wheelbase and short 
| turning radius. 

The 175-horsepower Cummins 
| JT6B-15 Turbodiesel powers the 


| new White. 
| Tobin said White has had many 


| reports from operators using the 
| 9000 equipped with the Cummins 
engine that are “indications of its 
fuel economy and long engine life.” 
He said he is satisfied that it will 
prove to be as profitable and effi- 
| cient in the 3000 tractor. 
White has also introduced the 
| “wind tunnel” design, which is said 
| to improve air flow and provide ef- 
ficient cooling. 

The 3000 diesel is said to permit 
a 35-foot trailer to be accommo- 
|dated within 45 feet, or a 40-foot 
trailer within 50 feet overall length, 
even with a sleeper cab. 


The 3000 is available under 
White’s plan which tailors the 
tractor to specific operating con- 
ditions, Tobin said, For example, 
wider-tread front axles may be 
selected for loading up to 11,900 











Armstrongs give you so many more miles . . . so many more recaps 
for your money because Armstrongs are made stronger! Two 
exclusive extra insert plies plus the breaker strip help hold the car- 
cass tight . .. reduce tire growth and mileage-consuming “stretch.” 


Truckers Certified Records 
Prove: ARMSTRONGS Keep 
Operating Costs Lower! 


And by guarding against heat and impact breaks, they make 
Armstrongs up to 71% more recappable! Yes, Armstrongs wear 
longer — yet cost no more! Good reason to switch to Armstrong! 


Remember: You Get Double Insert Plies Only In 


ARMSTRONG ‘i TRUCK TIRES 


The Armstrong Rubber Co., Home Office, West Haven, Conn, 
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White Cab Interior— 


Shown above is the interior of the new 
White diesel 3,000 cab-forward highway 
tractor. White said the power-lift cab 
series provides maximum payloads where 
heavy front axle loadings are important 
factors. White added that this series 
rounds out its complement of highway 
tractors. 

* * * bd 
pounds and chassis units reflect 
the same capacity and strength. 

There is a selection of rear axles 
and different gear ratios to further 
tailor to load and road conditions, 
Tobin said. Improved design and 
new materials are said to increase 
strength and reduce weight. 

Housings, for example, are made 
of high-carbon steel. There is also 
a choice of wheelbases—103, 109, 
119% and 124 inches and other unit 
selections that make this unit ad- 
vantageous under varying highway 
conditions, said Tobin. 

The White 3000 is available with 
power-lift cab as well as the sleeper 
cab and also with the White steer- 
ing pusher axle for additional pay- 
load benefit under some operating 
conditions. Power steering is avail- 
able as an option, said Tobin. 


Purity Plant 


Buick to Treat Waste Water 
Before Dumping 

FLINT. — Buick has formally 
opened an antipollution plant to 
purify industrial waste water be- 
fore it is dumped into the Flint 
River. 

The new disposal plant was 
designed to treat noncyanide waste 
from the Buick factories. It comple- 
ments two stations for the treat- 
ment of cyanide waste which were 
completed in 1951 and 1953. 

The new plant receives waste 
from all Buick factories through 
a system of pipes and pumping sta- 
tions. It utilizes a duplex-type 
treatment system with a capicity of 
1,600 gallons a minute. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the _ entire 
story every week throughout the year. 
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News to Note... 


Truck News in Brief 


READING, Pa.—Meyer J. Buten- 
sky, president, Branch Express Co., 
announced that the company has 
moved into its new terminal here 
and is now operating in the new 
quarters. 

The new structure, with office 
area planned for growth in the} 
future, can accommodate forty) 
trucks at one time. The covered 
area of the building occupies ap- 
proximately 20,000 square feet, ad- 
joined by several acres of parking 
area and private driveways. 
Branch’s new facilities also include 
a shop building. 

* * * 


TMT Trailer Ferry Adds 


2 Runs to Puerto Rico 


MIAMI, — TMT Trailer Ferry, 
Inc., is providing temporary “on- 
eall” truck-trailership service for 
shippers of general cargo from 
Savannah, Ga., and Charleston, 
S. C. to San Juan, Puerto Rico. 

The action was taken to re- 
place the service of Bull Insular 
Line, Inc., which has discontinued 
ocean freight service from Savan- 
nah and Jacksonville, Fla., to 
Puerto Rico, TMT said it soon 
will have regularly scheduled 
service between Savannah, | 
Charleston and Puerto Rico. It | 
already offers Jacksonville-Puerto | 
Rico service. a 

* 


Kramer Adds Terminal 


DETROIT. Kramer Bros.| 
Freight Lines, Inc., has opened a| 
new terminal at Newburgh, N. Y.,| 
according to Donald P. Kipp, prest-| 
dent, Edward M. Rotondi is man-| 
ager of the new facility. | 

> = * 


N. H. Truck Dealers Blast 


State Purchasing Policy 


CONCORD, N. H,. — (UTPS) — 
Truck dealers have opened a new} 
attack on purchasing practices of | 
the New Hampshire Department of | 
Public Works and Highways. 

The latest controversy is based | 
on e claim that the department 
tossed out competitive bidding in| 
the purchase of a $14,000 tractor. | 

Some time ago, specifications for 
13 new trucks were ordered re-| 
written after truck dealers pro-| 
tested the original specifications 
were “rigged” for one make of ve-| 
hicle. 


New Orleans Branch 


Opened by Trailmobile 


CINCINNATI.—The 60th factory 
branch of Trailmobile, Inc., has 
been opened in New Orleans, ac-| 
cording to J. O. Young, vice-presi- 
dent, branch operations. 

Young said the new facility will 
offer complete service for all makes | 
of van and tank trailers. Emerson | 
Holt has been appointed branch | 
manager, | 





- * 


Mott Body to Build 
Factory in Georgia 

AMERICUS, Ga. — Construction 
has been started on a new 60 by 
140 foot steel building to house 
Mott Body Works, Inc. 

The firm has been operating in 
Albany, Ga. for some time, and will 
maintain sales offices in Albany 
under the supervision of Dermot 
Shemwell sr. 

7 * 


Ten Kenworth Turbodiesels 


Purchased by Wells Cargo 
RENO, Nev. — Ten Kenworth 

Model 825 trucks have been de- 

livered to Wells Cargo, Inc., here 





$1,800,000 U. S. contract for 100 
snowplow-equipped trucks. The 
order was placed for the Air Force, 
according to Fred Rappaport, exec- 
utive vice-president. 

The vehicles will be manufac- 
tured at Napco’s plant by its Fed- 
eral motor truck division, It was 
the division’s second major con- 
tract since Federal was purchased 
by Napco last year and operations 
moved from Detroit to Minneapolis. 

* * * 


Refrigeration Trucks Upheld 


In Ky. Antinoise Complaint 


FRANKFORT, Ky. — Walter 
Herdman, first assistant State at- 
torney general, has expressed doubt 
that an antinoise ordinance passed 
by the City of Pikeville can be en- 
forced against refrigeration trucks 
in the operation of refrigeration 


| machinery. 


The Pikeville ordinance makes it 
unlawful for persons to make loud, 
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POSITIVE LOW SPEED “HIGH 
VACUUM” OIL CONTROL 


Low speed oil creep around 
the side of the ring is pre- 
vented by using anaccurately 
machined separator which 
supports the cylinder con- 
tacting rails throughout their 
depth and circumference and 
prevents rocking. This pro- 
vides uniformly close clear- 
ance between the groove wall 
and the rail without reducing 
the free action of the ring 
in the groove. 








by Kenworth Motor Truck Co., 
Seattle. 

The new Kenworths are powered 
with Cummins NTO 262-horsepower 
turbocharged diesel engines. The 
custom-design of the trucks in- 
cludes use of aluminum for frames, 
cabs, running boards, battery boxes 
and fuel tanks, Kenworth’s torsion 
spring tandem axle drive was speci- 
fied by Wells Cargo. The trucks 


have tubeless tires. 
* ” * 


Snowplow Truck Contract 


Given by U. S. to Federal 


MINNEAPOLIS.—Napco Indus- 
tries, Inc. has been awarded a 





, others, 








Ordinary steel rails 
are not cam shaped 
by heat treatment, 
therefor do not pro- 
duce positive contact 
with the cylinder 
throughout its cir- 
cumference. 
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| 


unusual or unnecessary noise that | 
may annoy, injure or endanger | 
except for those noises 
necessary for the preservation of 
property. Herdman asserted, in an- 
swer to a Pikeville complaint, that 
the machinery is used to preserve 
perishable property. 


* * x 


Firm in New Location 


DALLAS.—The new home of Mo- 
tor Truck Equipment Corp., 2950 
Irving Blvd., has been formally 
opened, according to President G. 
F, Drum. 


+ 


Whitehouse Wins 3rd 


MANCHESTER, N. H.—(UTPS) 
Norman Whitehouse, 40-year-old 
Rochester truck driver, has scored 
his third straight victory in the 
roadeo sponsored by the N. H. 
Truck Owners’ Assn. He piled up 
319 points. Thomas Piper, 30, Ber- 
lin, scored 303 points. 
+ * * 


8 Distributors Named 


For Reading Body Line 


READING, Pa. — Eight new dis- 
tributors have been appointed by 
Reading Body Works, Inc., here to 


service and line construction bodies. | 
The new distributors are: Al’s| 
Welding Shop, Binghamton, N. Y.; 
Metro Hoist, Inc., Fairfield, Conn.; 
Auto Truck Equipment Sales, Chi-| 
cago; Cleveland Commercial Auto 
Body Co., Inc., Cleveland; Fred 
Gichner Iron Works, Washington; 
R. W. Mickey Body Co., Jackson- 
ville, Fla.; Taylor Body Shop, Hunt- 
ington, W. Va., and Truck & Equip- 
ment Service, Miami. 
* * * 
Goodyear Announces 
New Five-Rib Tire 

AKRON.—A new five-rib truck 
tire in the low-price range has 
been announced by Goodyear Tire 
& Rubber Co. 

Called the Rib Hi Miler, it is 
an all-new tire with a tread de- 
sign similar to the Traction Hi 
Miler, according to George A. 
Hudson, manager of truck tire 
sales, It replaces Goodyear’s Hi 
Miler Rib line of truck tires. 


* * * 
Chicago Truckers Boost 


Charges by 5-10 Pct. 


CHICAGO.—W. Eugene McCar- 
ron, manager of the Illinois Motor 


handle the firm’s line of utility,|T ruck Operators Assn., has an- 


Sf 


... at open-throttle high speeds and 
at high-vacuum, low throttle speeds 


POSITIVE OIL CONTROL 
AT HIGH SPEEDS 
High speed “flutter” or “surf 


boarding” 


ORDINARY 
STEEL SPACER 


Ordinary Steel Spacer 
lacks broad support to 
prevent rocking in the 
groove. Sides of the spacer 
are not machined. Lack 
of machining prevents a 
uniformly close clearance 
between the groove wall 
and the rail, so oil passes 
around back of the ring. 
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rings that are 
a cam shape. 












tact with the i 


special flexible reverse loop 
expander which provides a 
more uniform high unit pres- 
sure on the two cylinder con- 
tacting rails. The rails are 
chrome armored but are pre- 
lapped and heat shaped for 
rapid break in. 


WILL NOT GOUGE 


The spacer will not gouge or 
scuff the cylinder wall be- 


furnace iron. It is another oil 
ring in itself with built-in 
tension and two additional 
scraping edges. With the two 
chrome armored rails and 
the two oil scraping edges on 
the spacer, the 400 oil ring 
is really two rings in one. 


SHAPED CYLINDER CONTACTING RAILS 


in cylinders that exist in piston 


exclusive with McQuay-Norris, is 
very important where the bearing 
edges are chrome armored. When 
these chrome surfaces are pre- 


lapped, it uces itive con- 
A, its 


and assures efficient trouble free ring and cylinder life. 


eyes 





in controlled by 






CYLINDER WALL 






made of electric 





33 


nounced that higher costs will com- 
pel Chicago-area cartage and truck- 
ing operators to raise rates from 
5 to 10 percent, 


McCarron said among the higher 
costs were wage increases, the 
hiked Federal weight taxes on 
larger trucks and anticipated addi- 
tional costs of trucking equipment 
because of the steel price increase. 


* * * 


Honor Drivers Roll 
4,500,000 Safe Miles 


DETROIT. — Four and one-half 
million miles of driving with no 
chargeable accidents is the enviable 
record rolled up by Michigan 
Trucking Assn.’s three drivers of 
the month for April, May and June. 


Second-quarter winners, respec- 
tively, were Ralph Howe, 49, Bay 
City, Consolidated Freight Co., Sag- 
inaw (34 years—1,125,080 miles); 
Eugene Sutphen, 43, Drayton Plains, 
White Owl Express, Inc., Pontiac 
(24 years — 1,200,000 miles), and 
Glenn Carl Raupp, 54, Melvindale, 
Michigan Transportation Co., De- 
troit (37 years—2,158,750 miles.) 














































by heat treatment 
“light tight” fit 
individually cast to 
This cam_ shaping, 







Millions of installations have proved be- 
ond a doubt that Chrome Control Leak- 
Proof Piston Ring sets will outperform an 


other piston ring set regardless of kind, 
design or price. For quick seating, no wait- 
ing for break in, satisfied customers and 


more money in the till, start using them 
today. They’re guaranteed. 
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Robert C. Shoemaker, construc- 
tion machinery supervising engi- 
|neer, has been promoted patents 
and product analysis supervising 
engineer in a series of engineering 
changes at Hyster Co., Portland, 
Ore. 

T. Richard Hazel, supervising en- 
gineer, tractor equipment division, 
will assume Shoemaker’s former 
duties, and Ronald A. Johnson, su- 
| pervising engineer, standard divi- 
sion, has been assigned the 1.B.M. 
engineering and catalog files. 

* * Ed 


International Names Setser 





Regional Fleet Supervisor 


Appointments of a regional super- 
if visor and three assistant district 
i ? . | managers have been announced by 
|the motor truck division, Inter- 

GMC Unveils Rescue Truck— | national Harvester Co., Chicago. 
With four-wheel drive, this GMC rescue truck is designed to rush an eight-man| O. R. Setser, formerly Houston 
team with 150 pieces of equipment over wreckage and rough terrain to the heart | assistant district manager, has been 
of any disaster area. The panel-type vehicle is powered by a 270-cubic-inch six-| named Southwest regional super- 


Auto Personnel 





Other assistant district managers 
include C. R. Ison at Denver, and 
W. W. Johnson at Kansas City. 


* * * 


Andrews Names Hewitt 


J. Y. Hewitt has been named 
sales vice-president of Andrews In- 
dustries, Inc., St. Louis, manufac- 
turer of trailers and truck bodies. 

* * * 


Pioneer Products Picks 


Raggio to Head Sales 


John A. Raggio has been ap- 
pointed to the newly created 
position of general sales man- 
ager, Pioneer Products division, 
Witco Chemical Co. 

Raggio has been with Pioneer 
18 years and most recently was 
eastern sales manager. 


+ 


General Tire Ups Simpson 
Promotion of J. L. Simpson to 


cylinder engine developing 130 horsepower, and has a simplified gear shifting ar-| visor of fleet sales. He will be suc- special purpose tire sales manager 
rangement that changes it from two to four-wheel drive with the flick of a lever.| ceeded in Houston by P. A, Tiffin. for Atlanta, Memphis and Rich- 


-WHIP WEIGHT PROBLEMS and HAUL 
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Ttelleramic 
FRAMELESS 


THE DUMP BODY 
WITH THE 
“INCH WORM TRACTION" 


“Inch Worm Traction" 
lets you get out of 





soft spots by hy- 
draulic power. 


Dump Trailer Units 


mond divisions has been announced 
by General Tire & Rubber Co, 
Akron. 


* * - 
Goodrich Division Names 


| Roberts, Three Others 


Harry N. Roberts has been ap- 
pointed manager of dealer tire re- 
| placement sales of B. F. Goodrich 
Tire Co., a divi- 
sion of B. F., 
Goodrich Co. 

In other ap- 
pointments in the 
division, Edwin J. 
Lewis was named 
manager of mer- 
chandising; Wil- 
liam H. Campbell, 
tire sales mana- 
ger, and Miles 
E, Collins, mana- 

H. N. Roberts ger of store ad- 
ministration. Roberts joined Good- 
rich in 1935; Lewis in 1930; Camp- 
bell in 1937, and Collins in 1940. 

* * * 


Jones Gets Automatic Post 


R. D. Jones has been appointed 
general sales manager of Automatic 
Transportation Co., Chicago to suc- 
ceed George A. Hinckley, who be- 
comes manager of the firm's New 
York sales and service branch. 

* * * 


Maney, Ammerman, Flinn 





Promoted by Goodyear 

R. W. Maney has been appointed 
vice-president and general man- 
ager, Goodyear Tire & Rubber Co. 
of California. He has been general 
manager for the 
last year and guc- 


ceeds the late 
Dent W. Sanford 
as vice-president. 
A 27-year Good- 
year veteran, he 
now heads the 
firm’s operations 
in the 10-state 


western division. 

In Akron, Good- 
year assigned 
Howard E. Am- 
merman, formerly service depart- 
ment manager, to special service 
department projects in conjunction 


“tz. 


< 
om : 


* 





EE. Cc. Flinn 





RK. W. Maney 


H. E. Ammerman 


with all tire departments. E. C. 
Flinn, formerly assistant service 


manager, succeeds Ammerman, 
* > > 


ESBCO Boosts Murray 


Cody M. Murray has been named 
manager of industrial relations for 
Electric Storage Battery Co., Phila- 
delphia. He formerly was assistant 
to the general manager of the com- 
pany’s Stokes Molded Products 
division, Trenton, N. J. 

* * * 


A Star for Kreml 
Franklin M. Kreml, director of 


A completely new way to get more profit producing Payload—a 
frameless dump trailer that is literally “‘a dump body on wheels!” 
Elimination of the conventional extra trailer frame and other unnec- 
essary dead weight mechanisms, makes possible up to 4000 Ibs. extra 
legal payload by using a single Anthony telescopic hoist of new 
Teleramic head-lift design. Hoist location over tractor driving wheels 
gives excellent traction for spreading. Sloping tailgate lets you stock- 
pile high and clean. Write or call today for the “Complete Frameless 
Story.” 


THE MOST COMPLETE LINE OF TELESCOPIC HOISTS 




















eS nr nr nn nn nr nn ne ee = 1 
ANTHONY COMPANY, Dept. 5603, Streator, Illinois 
| Please send me additional information on Anthony Teleramic Hoists used for the following body | 
{ classifications. | 
| (0 Contractor Bodies [] Rock Bodies | 
| ( #=Asphalt Bodies [] FRAMELESS DUMP TRAILERS | 
| | have the following make and model of truck. | 
| Name sistas sihianiadeis ; 
1 Firm Address salad I 
! City State ___ l 







ANTHONY COMPANY + STREATOR, ILLINOIS 





Load and weight distributed best 
over oll axles. 





Maximum power, leverage safety 
ond stability. 
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Inch Worm" Traction for stock- 
piling and batch work. 








| the transportation center at North- 
western University, has been pro- 
moted to brigadier general in the 
organized reserve of the Army 
| Transportation Corps. He is com- 
|manding officer of Headquarters 
jand Headquarters Company, 425th 
| Transportation Highway Transport 


(Continued on Page 35, Col. 1) 





| SPARK PLUGS 


‘HOW MUCH MONEY was 
‘spent for them by truck fleet 
| operators last year? 


the greatest survey of the roll- 
ing market ever made shows— 


$17.8 MILLION 


| FLEET OWNER KNOWS new 
| market figures for 108 other 
| major automotive products. 


| See pages 30 and 31 
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Auto Personnel 





(Continued from Page 34) 


Command, Chicago, and currently 
is on leave of absence to direct the 
center. 

* * * 
Rugas Succeeds Keener 


On Army Advisory Group 

John S. Bugas, industrial rela- 
tions vice-president of Ford Motor 
Co, has been 
named as a mem- 
ber of the Army 
Secretary's advi- 
sory committee 
on civilian per- 
sonnel manage- 
ment. 

He will succeed 
J. W. Keener, 
executive vice- 
president of B. F. 
Goodrich Co., Ak- 
ron. The commit- 
tee advises the secretary on ways 
to improve administration of the 
Army’s civilian employes. 

* «+ * 





John S. Bugas 


Curtice Becomes Member 


Of Business Fraternity 


The newest member of Alpha 
Kappa Psi, America’s oldest and 
largest business fraternity, is Gen- 
eral Motors President Harlow H. 
Curtice. 

In a special 
ceremony at the 
national conven- 
tion of the frater- 
nity in Detroit, 
Curtice was in- 
ducted into mem- 
bership by Alpha 





Kappa Psi na- 
tional president, 
Raymond G. 
Woolever, St. 


H. H. Curtice 


Paul. Presiding at 
the induction luncheon was Allen 
B. Crow, founder and president of 
the Economic Club of Detroit. Cur- 
tice joined Crow as a member of 
the University of Michigan Phi 
Chapter of the national organiza- 
tion. 
* « * 
Ford Dealers Name Danner 


Advertising Council President 


Dick Danner, president, Dick 
Danner Motors, 
Fort Worth, Tex., 
has been elected 
president of the 
Ford Dealers Ad- 
vertising Council 
for the Dallas 
district. 

Danner was 
elected president 
by the board of 
directors, which 
represents over 
200 dealers in 
north and west Texas. The council 
administers and supervises all ad- 
vertising done by the Ford Dealers 
Assn. in the district. He also will 
serve on an advertising advisory 
board to Ford Motor Co. 


Goodrich Tire Elects 


CGundaker Vice-President 


Guy Gundaker jr., field sales 
manager of B. F. 
Goodrich Tire 
Co., a division of 
B. F. Goodrich 
Co, has been 
elected vice- 
president, re- 
placement tire 
sales. 

Gundaker suc- 
ceeds Joseph A. 
Hoban, who was 
elected marketing 
vice-president of 
Goodrich. Gundaker joined the 
company in 1925. His first assign- 
ment was in tire sales in Philadel- | 
phia. 


Dick Danner 





Guy Gundaker 


Mack Truck Promotes 
Dinkel and. Southworth 


P. O. Peterson, president of 
Mack Trucks, Inc., has announced 
the appointments of Edward J. | 
Dinkel as executive assistant to 
the finance vice-president, and 
Walter T. Southworth as secre- 
tary of the company. 

Dinkel joined the Mack organi- 
zation in 1946 as industrial rela- 


tions representative. He was 
named secretary of the company 
in 1951, serving in that capacity 
until his present assignment. 
Southworth, who succeeds Dinkel 
as company secretary, will also 
continue as Mack’s general coun- 
sel, He was named to the latter 
post last year. 


a * * 


Madison Picked 


O. D. Madison has been selected 
as sales manager of Western Auto 
Transports, Inc., according to Lynn 
Graham, sales and traffic vice-pres- 
ident. 

* * * 
Goodrich Names Self, Brown 
To Divisional Sales Posts 

C. L. Self has been appointed 
North Central zone manager for as- 
sociated tire and accessories divi- 


sion, B. F. Goodrich Tire Co., 
Akron, succeeding Benton Thomp- 


| 
son, who has retired. Self will head- 
quarter in Chicago. 

At the same time, it was an- 
nounced that Warren I. Brown has 
joined the division as St. Louis dis- 
trict field manager. He formerly 
was St. Louis division manager for 
General Tire and Rubber Co. 


* * * 


Farrell Moves Up 


Ellis F. Farrell has been named 
assistant general manager of paint 
sales for the merchandising divi- 
sion of Pittsburgh Plate Glass Co. 
He formerly was manager of 
Pittsburgh Plate’s Syracuse dis- 
tributing branch. 


* * * 


3 Managers Named 

Four Wheel Drive Auto Co. of 
Clintonville, Wis., has appointed 
three new district sales managers. 
They are Robert M. Ashley, Den- 
ver; Glen Pate, Dallas, and Robert 
J. Peterson, Seattle. 
* * * 


ACF Appoints Bubb 


To Marketing Post 


Robert S. Bubb has been ap- 
pointed commercial development 
manager of ACF Industries, Inc., 
New York. 

He will be responsible for mar- 


ket research, new product analysis 


|}and for coordination of sales pro- 


grams and sales training programs, 
and will provide staff assistance in 
his field te the firm’s seven product 
divisions. 

+ * * 


Baxter Appointed 


William E. Baxter has been ap- 
pointed midwestern carburetor field 
service engineer by Rochester 
Products division of General Mo- 
tors. His territory will include 
Southern Illinois, Missouri, Kansas, 
eastern Nebraska, Iowa, Minne- 
sota, North Dakota and South Da- 
kota. 


* * * 


Ricks to Head Plant 


Bernard E. Ricks has been named 
manager of the new Thompson 
Products’ plant in Warren, Mich. 
He formerly was manager of the 
Fruitport Works of Thompson 
Products. 


AC Spark Plug Names 
Holmes, Work and Jones 


Three appointments in the sales 
organization of AC Spark Plug 
have been announced. 

A. S. Holmes has been named 


35 


director of national accounts, He 
succeeds Lloyd M. Steward now 
director of quality control. Holmes 
started with AC in 1922. George R. 
Work succeeds Holmes as regional 
manager in Los Angeles. He started 
with AC in 1944. Robert C. Jones 
jr., becomes regional manager in 
Kansas City, replacing Work. He 
started with AC in 1946. 


BS * aa 


Detroit Firm Names 
Williams Chief Engineer 
Estral E. Williams has been 
named chief industrial engineer by 
O. Germany and 
Associates, De- 
troit, engineers 
and architects. He 
is represent- 
ing the company 
as consultant to 
the plant engi- 
neering depart- 
ment of the Chev- 
rolet engineering 
center. 
FE Williams for- 
E. E. Williams merly was plant 
engineer of Studebaker - Packard's 
Utica engineering and transmission 
plant. 
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What’s the connection? Well, failure of any part of a 
vehicle’s lighting and signaling system may produce not 
only a violation of the law, resulting in costly delays and 
fines, but may be the direct cause of serious—even fatal 


—accidents. 


Take bulb sockéts. They are a small item and many 
manufacturers apparently see no harm in saving a few 
pennies by using ferrous metal or die cast sockets. 
Inevitably, the result—despite the use of zinc, cadmium, 
or other types of metallic plating as sacrificial corrosion 
agents—is a substantial shortening of the life of the 
product—pitting, voltage drop, bulbs frozen in sockets, 
loss of electrical efficiency, and premature failure of the 


signal. 


The brass sockets in every Signal-Stat lamp are but one 
example of our conscientious determination to manu- 
facture products that provide maximum safety and 
protection for the longest possible time. 


And for maximum safety nothing compares with 
Sigflare. Sigflare is a completely new and revolution- 
ary concept of signaling protection. 


The Sigflare System, with the patented Sigflare switch 
and heavy duty flasher, costs no more than an ordinary 
set of signals; but in addition to the finest. directional 
signals with positive pilot action—and without addi- 
tional cost—you get two stop lights as powerful as the 
directional signals, two tail lights as bright as the law 
allows and the flare feature with pilot action to in- 
stantly warn oncoming traffic if the vehicle is disabled. 
(Note: A special wing lever on the Sigflare switch makes 
all four signal lamps flash simultaneously when the 
vehicle is disabled, thereby setting up a complete 
safety zone around the disabled vehicle.) 


a . 
Signal-Stat 

DIRECTIONAL SIGNALS - SWITCHES - FLASHERS 

Signal-Stat Corporation, 523-539 Kent Ave. Brooklyn 11, N. Y. 


Car and truck dealers find that the Sigflare System gives them a decided trading advantage in 
competitive selling of new vehicles. Sigflare enables you to offer the vehicle buyer-the newest 
and finest signaling system—greater safety—at no additional cost. We invite your inquiry. 
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How They're Pushing Sales 


syed 
oral Thanks, Chicago 

_ OLE-FINDER (Mercury), Chi- 

. cago, purchased two hours of 
television time to thank Chicagoans 
for their patronage, to introduce 
dealership staff members and to 
| spotlight the firm’s facilities. Three 
|short movies and a variety show 
were presented. 
* 


* + 


What's in a ‘Sale?’ 
N A “special notice to all 


car buyers,” H, T. Riggs, 
Motor Co, (Jaguar and used 


Decker Sells the Big Ones— 


Ray Decker, center, of Decker Motors (Dodge-Plymouth), East Patterson, N. J., turns | 
over the keys for five cement mixers to Dick Ench, right, and Ray Risch, Construction 
Enterprises Co. The chassis are Dodge four-ton YX 192s and carry Worthington seven- | 
yard mixers. 


used- 
Riggs 
cars), 


, 1956 


Dealer Ad Ideas a 


Louisville, assailed the offering of | 
used cars at fantastic savings. | 

Using as an example a car quoted | 
at $1,840 in the Red Book, he slap-| 
ped ads reading, “Was $1,995— Now | 
$1,495.” 

“Such a car,” Riggs said, “either 
has been deteriorating on the lot! 
for months—in which case a 
dealer will lose hundreds of dollars} 
on it—or he regularly sells cars sev- | 
eral hundred dollars over the mar-| 
ket price. ... 

“If the same car is offered for 
| $1,095, it probably is a taxi, rental) 


First really new finish in 25 years 


at ee 


high lustre requiring no rubbing 


Demonstration proves new Acme Super Fleet-X dries faster than any 
previous enamel! Now you can put a car outside after a 30-minute 
drying time—you do more cars in a much smaller space! Even on the 
hottest day, Super Fleet-X remains wrinkle-free. 


It is almost odorless with little overspray—and the spray dust is not 
sticky. You cut shop time yet this miracle paint has greater durability 
and retains luster longer. You'll also like the fact that it will not “‘skin- 
over”’ in the package after partial usage. 


Nice, too, are the smiles you get from customers after using Super 
Fleet-X. They appreciate the durable “‘wet-look” luster that actually 
increases with time. They'll like your extra quick service, too. Why not 


call your Acme jobber today? 


ACME 


AUTOMOTIVE FINISHES 


ACME QUALITY PAINTS, INC. 
8250 St. Aubin 
Detroit 11, Michigan 


or commercial car or a rebuil 
wreck—and is no bargain at an) 
price.” 
* * 

Calling All Buyers 
“DRAGNET” has been thrown 
out by Crown Motor Co 
(Chrysler - Plymouth), Clearwater 


* 


| Fla., for all customers with an ad- 


vertisement based on the script of 
the television program starring Sgt 
Friday and Officer Smith. 

“Today’s cases,” ran the used-car 
ad, “are taken from the authentic 
files of Crown Motor Co. The story 
you are about to read is true. Only 
the appearance has been changed 
to show a profit to you. 

“10:59 a.m.—after a duel of 45 
caliber words and figures, this im- 
maculate 1954 Chrysler club coupe 
was taken in. Information as to 
radio, heater was furnished by an 
undercover agent. Bail set at $1,395.” 

* 


Used Cars: $1 Each 


CAR-for-a-dollar sale in Denver 

had prospects camping over- 
night on Elwood Edwards’ used-car 
lot at 1214 W. Alameda Ave. 

Edwards had announced that 
he would place four cars on sale 
at 8 a.m. at $1 each—a ’49 Ford 
convertible, a ’47 Pontiac conver- 
tible, a ’49 Hudson sedan and a 
"41 Dodge sedan. 

An estimated 250 persons were 
on hand when Edwards opened for 
business on the day of the sale. 
Lots finally were drawn and the 
four cars sold. 

Edwards promised to stage an 
encore. * * @« 


Skylark Watches Birdie 


MATEUR photographers trained 
their lenses on « Buick Custom 
Skylark in a contest conducted by 
Monarch Buick Co., Indianapolis. 
Camera fans visited the dealer- 
ship to snap the Skylark during 
the three-day contest. First prize 
was $50, and entries were judged 
by a panel of professional photo- 
graphers. 


Sales Contests, 
Demo Rides Are 
Atwood Standbys 


BANGOR, Me. Good market 
penetration and good profits go 
hand in hand, and hard work and 
aggressive merchandising are nec- 
essary to achieve both, according to 
Myron Foster, Atwood Motor Co. 
(Dodge-Plymouth). 

Demonstration rides and sales 
contests are two of Foster’s mer- 
chandising standbys. He has nine 
demos on the road and has ruled 
that every prospect must be given 
a demonstration if at all possible. 

There’s a sales meeting every 
morning, and there’s always a sales 
contest in progress—but none ex- 
ceeds 30 days. Foster believes a 
contest must be short to maintain 
maximum interest. 

The contests take many forms. 
One month, a point system may be 
used, followed by a prize for the 
highest gross profit. Next there 
may be a contest based on the most 


< 
& 


| sales or on moving the oldest new- 
| Car or used-car in stock. 


Dividing the salesmen into teams 


|also has proved effective. 


Bird dogs spur sales, too. The 


| bird dogs get $10 for the first four 


Ver aa) 
PAINTING PAY 


leads and a $25 Savings Bond for 
the fifth. The leads are supplied 
on a coupon basis. 


Smog Debate 
Haze Due in Pittsburgh? 


Experts Differ 


PITTSBURGH. — An increase in 
the number of automobiles may 
bring the problem of smog back to 
Pittsburgh, Dr. W. L. Faith, chief 
engineer, Air Pollution Foundation 
of Los Angeles, told the American 
Institute of Chemical Engineers. 

Faith said the Los Angeles smog 
is primarily the result of the large 
number of cars in the area and cer- 
tain atmospheric conditions. Those 
atmospheric conditions can prevail 
from time to time in almost any 
city, he contended. 

Disagreeing with the westerner 
was Sumner B. Ely, superintendent, 
Pittsburgh Bureau of Smoke Con- 
trol. He declared it would be a long 
time before Pittsburgh has as many 
cars as Los Angeles and noted that 
the atmospheric condition which 
plagues Los Angeles 175 days a year 
occurs very infrequently in Pitts- 
burgh. 





What's different 


about th 


*48 BILLION market? 


The South is Prosperous 


Continuing to outgain all other regions with a 28% per-capita — 


increase in retail sales during the past five years, the South is a 
big, prosperous, 16-state market. In 1955, the South produced 
$48 BILLION in retail sales, 26% of the U. S. total. 


Southern Farm Income is UP 


One important reason for the South’s great gains in buying 
power is the prosperity of Southern farm families. Contrary to 
the national trend, Southern farm income was UP $124 MIL- 
LION in 1955 over 1954 and is UP another $171 MILLION 
in the first six months of 1956. 


The South is Rural 


The South is a tremendous segment of the U. S. market no 
manufacturer can afford to overlook. Yet you cannot do an ade- 
quate job of selling the South unless you recognize the basic 
fact that the South is different because it’s far more rural than 
the rest of the country. 

The remainder of the U. S. is only 29% rural; but in the 
South more than half the families live on farms or in rural com- 
munities of less than 2,500 population. 1,174 of the South’s 1,387 
counties are rural counties. 

To sell the South, your advertising must be properly directed 
to influence Southern rural families. Media, preferred by urban 
families, are weak in their coverage of the rural South. Where, 
then, can you place your advertising to sell this big market? 
Your one best answer is— 


The Progressive Farmer 


The Progressive Farmer dominates the rural South as no other 
magazine dominates a market of similar size. Edited by South- 
erners for Southerners for 70 years, The Progressive Farmer is 
published monthly in five separate editions localized to the five 


a local magazine to each of its more than 4 MILLION rural 
readers. This intensely-localized editorial service gives your ad- 
vertising powerful local impact and influence in the rural South. 

In the South’s 1,174 rural counties, The Progressive Farmer 
has more than 2% times as much circulation as Life or The Sat- 
urday Evening Post. Added to any list of magazines in which 
your advertising appears, The Progressive Farmer fills a big 
gap in your coverage of the fastest-growing regional market in 
the country. And The Progressive Farmer is— 


The Choice of Your Dealers 


Southern retailers know that merchandise really moves when 
it’s advertised in The Progressive Farmer. The results of 54 
surveys show that The Progressive Farmer is the 4 to 1 choice 
of 8,502 retailers as the one farm magazine with greatest influ- 
ence on their rural customers. In these surveys, The Progressive 
Farmer led all other farm magazines combined by 2 to 1. 

Leading advertisers also recognize the sales power and mer- 
chandising value of The Progressive Farmer. That’s why The 
Progressive Farmer is the nation’s No. 1 farm magazine in ad- 
vertising linage. And The Progressive Farmer is third in adver- 
tising linage among all U. S. monthly magazines of more than 
a million circulation. 


It All Adds Up! 


The South is a big market—more than $48 BILLION big in 
retail sales. The South is a rural market—predominantly rural 
in population and trade. The Progressive Farmer fills a big gap 
in coverage of the rural South by any other media. To sell the 
South, place your advertising in The Progressive Farmer. 

Contact the nearest office listed below for the latest market 
data on the rural South, including Neilsen figures, survey re- 
sults, media coverage, and a great variety of other helpful infor- 
mation on this huge, up-and-coming market. Make sure you 
see the latest issue of The Progressive Farmer. You'll quickly 
see why this big, modern, family-service magazine is your best 
Southern salesman. 


distinct farming areas of the South. The Progressive Farmer is 


The South Subscribes to 


The Progressive Farmer 


1,312,000 SUBSCRIBER-FAMILIES...MORE THAN 4 MILLION READERS 


OSCAR M. DUGGER, V.P. and Western Advertising Manager DON CUNNINGHAM, Eastern Other Offices: RALEIGH - MEMPHIS 


PAUL HUEY, V.P. and Advertising Manager 
Birm Daily News Bidg., Chicage 6 - Central 6-3400 250 Park Ave., New York 17 + Yukon 6-7520 DALLAS + SAN FRANCISCO + LOS ANGELES 


ingham 2 + Phene: 54-2571 
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ENGINE PREHEATER—The Zero-Start ex- 
ternal tank-type engine preheater is said 
to be quickly installed on any liquid- 
cooled engine by connecting to the block 
drain. The unit is available in two models 
—standard for automobiles, heavy-duty 
for trucks and heavy equipment. The unit 
is said to incorporate an extruded type, 
heavy capacity element which assures 
rapid warmup. Circulating coolant within 
20 seconds, the heater moves warm water 
freely throughout the entire block, and 
into the cab heater for instant comfort, 
it is claimed. Phillips Mfg. Co., Inc., 2816) 
Aldrich Aye., HeneEpeN. 8, Minn. 


Car Dry-Cleaner 


Speedkleen, a chemically impreg- | 
nated cloth for “dry-washing” cars, 
has been marketed by Viking 
Sloane Corp., 136 W. Fifty-second 
St. New York 21, N. Y. 

+ > * 











TIRE CHANGER — The Lewis Truck Tire 
Remover is said to change 17.5, 19.5, 22.5 
and 24.5 tires on corroded rims — even 
where tire is fused to rim—in 60 to 90 
seconds. The unit is hydraulic-powered 
and con exert a force of 10,000 pounds 
on oa two-inch beod surface, it is claimed. 
Both mechanical and hydraulic mechan- 
isms incorporate safety features to pre- 
vent damage to the wheel, tire, machine 
or injury to the operator, it is said. O. K. 
Service Supply Co., 5150 S. Santa Fe Dr., 
Littleton, Colo. ‘ . i 


Clear Plastic Seat Covers 
Introduced by Ero Mfg. 


Clear plastic seat covers for 1955 | 
and later-model cars are being | 
offered by Ero Mfg. Co., Chicago. 

The covers feature “Aero-Screen” 
vents which, the company says, 
provide free air circulation and 
prevent wrinkles, stickiness or| 
static. 








LIGHTWEIGHT WINCH-HOIST—A 
lightweight 1'4-ton raichet lever hoist is 
being offered with a standard lift of 30 


feet, which is said to make it ideally 
suited for long pulls and lifts. The Lug- 
All model 3000-30 weighs 13%, pounds 
and includes a flexible aircraft cable that 
permits lifting, pulling or lowering a 1'- 
ton load a distance of 15 feet or a %- 
ton load a distance of 30 feet (when used 
in a single line), it is claimed. A second 
unit, model 2250-38, weighing 13% 
pounds, offers a 19-foot lift or pull with 
@ capacity of 2,250 pounds, and a 38- 
foot reach with a 1,125-pound capacity. 
lug-All Co., 355 Lancaster Ave., Haver- 
ford, Pa. 


Hush-lone Muffler Features 


Life-of-Car Guarantee 


The newest development in the 
muffler field is said to be the Fen- 
ton Hush-Tone glass pack muffler 
produced by Standard Automotive 
Mfg. Co., 3401 E. Pico Blvd., Los 


double spiral louvered core, which | 
causes the exhaust gases to “spin 
out” at high speed in a manner 
that produces a distinctive tone 
without offensive noise, it is 
claimed. Because of its construc- 
tion features, the manufacturer 
guarantees Hush-Tone mufflers for 
the life of the car on which they 
are installed. 





TRACTOR CAB—An all-weather, low-cost | 
cab for Mercury Huskie and Super-Huskie | 
gasoline tractors has been developed by | 
Mercury Mfg. Co., 4044 S. Halsted St., 
Chicago 9, Ill. The all-steel, 12-gage body 
can be supplied to customers for mount- | 
ing on their own tractors. A hot-water 
heater is said to keep the operator warm 
during cold weather. An electric wind- | 
shield wiper and defroster system is said 
to insure excellent visibility. Other at- 
tachments include headlights, tail lights 


and directional signals. 
* > * 





Lubricant Testing 


A testing machine for lubricants | 
has been announced by Alpha Moly- 
kote Corp., Stamford, Conn, The 
equipment has been designated 
Model LFW-1 and is designed, the 
company said, to test both bonded} 
coatings and liquid lubricants. 

= > * 








BODY HOIST—A two-cylinder truck body | 
hoist has been marketed for use with 12 
and 16-foot bodies having payloads of 
eight and nine tons. Hoist and lifting 
mechanism ore mounted in a structural 
steel sub-frame which can be transferred 
to new chassis. Twin cylinders have a 
diameter of 5%, inches. Piston stroke is 
26 inches long, giving a dumping angle 
of 40 degrees, it is claimed. Perfection 
Steel Body Co., Galion, O. 

* * 





BRAKE WARNING KIT — A low vacuum 
warning kit designed to meet the require- 
ments of I.C.C. Regulation $193.51 on 
vacuum braking systems is now in pro- 
duction by Cole-Hersee Co., 20 Old 
Colony Ave., Boston, Mass. It is available 
in continuous or flashing lamp models 
for six, 12 and 24-volt electrical systems. 
A red pilot light on the dash immediately 
warns the driver when braking vacuum 


Angeles, Calif. The product is a| is insufficient to stop the vehicle, it is | 
straight-through muffler with a| claimed. 
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TRUCK NEW PRODUCTS | 





AIR BRAKE HOSE — A truck air brake 
hose with detachable, reusable socketless 
fittings has been developed by Aeroquip | 
Corp., 300 S. East Ave., Jackson, Mich. 
Designed to meet SAE and ICC specifica- 
tions, the hose, No. 2550, is used for 
tractor-trailer, axle brake chamber, and 
tractor service line connections, it is said. 
The socketless fittings are designed to 
mate with any standard connection, and 
are available with male pipe or swivel. 


Gladhand connections are also available. 
* > * 


Nylon Lubricant 


Development of a lubricant for 
nylon, engineered to provide dry 


seal against oxidation and contami- | 
nation of bearing surfaces, has been | 


announced by Synco Co., Detroit. 
* = * 





| wheel 
| with a sign post to show whether the 








AIR 
brake valves, which are said to provide 
both manual and automatic  tractor- 
trailer protection when used in combina- | 
tion with any trailer emergency (break- | 
away) valve, have been announced by | 
Automotive Division, Wagner Electric | 
Corp., 6400 Plymouth Ave., St. Louis 1, | 
Mo. The emergency brake valve triggers | 
emergency braking on the trailer S| 

| 


BRAKE VALVES — Two tractor de | 
i 
| 


may be operated manually at any time, 
or will automatically operate when pres- 


| sure drops to a predetermined value. The 


tractor air-line protection valve, 
automatically isolates the 
supply, retaining normal 
control in the event 
or trailer breakaway. 

* * * 


Remington Rand Markets 
Electric Adding Machine 


An adding machine that utilizes 
dexterity keys and 10-key touch 
keyboard has been introduced by 
Remington Rand Division, Sperry 
Rand Corp., 315 Fourth Ave., New 
York 10, N. Y. 


Called the Remington DX-94, the 
unit features “true-touch” method 
multiplication, automatic division, 


above, 
tractor air} 
tractor brake 
of a pressure loss 


exclusive Simpla-tape, which per- 


* * x 


+ 





Lightweight Body— 


A deluxe, lightweight addition to its line of “Better Built’ Merchandiser delivery 
bodies has been announced by Boyertown Auto Body Works, Boyertown, Pa. Built 
Principally of magnesium and fibreglas reinforced plastic, the 10-foot “Weight Saver” 
Merchandiser is considerably lighter than Boyertown's lightweight, hi-tensile steel 


bodies, it is claimed. Special magnesium 


said to be the principal material used in the 365-square-foot-capacity unii. The 


forward-control body fits all chassis. 


| block is in place during lift truck opera- 










~ 


mits only the essential elements of 
the problem, and exclusive posi- 
tioning and tab keys which permit | 
dual multiplication and addition, it | 
is claimed. The unit is available in | 
six shades. 


| ENGINE PREHEAT SYSTEMS—Two “'pre- 
heating” systems designed to permit the 
operation of aircraft-type reciprocating 
engines in sub-zero temperatures have 
been developed by United Aircraft Prod- 
ucts, Inc., 1116 Bolander Ave., Dayton 1, 
©. The UAP Fuel Prime System, applicable 
to all piston-type aircraft engines whether 
airframe mounted or installed in ground 
vehicles, preheats the fuel before it 
reaches the engine by use of a resistance- 
type heating element enclosed in a sepoa- 
rate tank system. It will raise the tempera- 
ture of the fuel from -65 degrees 
Fahrenheit to 200 degrees in two minutes 
it is said. The UAP Deaerating Cold 
Weather Oil System, typical installation 
shown above, is said to provide a con- 
stant reservoir of fluid engine oil regard- 
less of ambient temperatures. 
iz * + 





SAFETY WHEEL BLOCK—A heavy-duty | 
block, which may be equipped 


tions at the loading dock, has been an- 
nounced by Calumet Steel Castings Corp., | 
Hammond, Ind. The block is said to be a 
one-piece casting of alloy steel with 
angular pointed calks to eliminate slip- 
poge, and is designed with rounded 
sections to prevent damage to equipment. 
It is known as No. WB-15 heavy-duty | 





wheel block. 


BATTERY TESTER — The Marquette ‘20- 
| Second” portable tester for six and 12- 
volt batteries has been marketed by Mar- 
| quette Mfg. Co., 307 E. Hennepin Ave., 
Minneapolis, Minn. The lightweight metal 
| case is entirely insulated by a sealed-on, 
poly-vinyl “Plastisol,” a shockproof coat- 
ing said to have a dieelectric resistance 
of 10,000 volts. Automatic thermo cut-out 
protects against overload. The unit weighs 
12 pounds and measures 7 by 6 by 12% 
inches. 


IMPACT WRENCH—The Black & Decker 
impact wrench, which weighs seven pounds 


and delivers 1,800 high-tensity impacts | 
per minute, cannot be stalled or over- 
loaded, it is claimed. Driven by a special 
Black & Decker-built motor, its power is | 
said to be identical for operation either 
in forward or reverse. A centrifugal fan 
and ventilating system is said to give the | cleaning needs in and around service 
tool cool operating temperatures at all | stations and garages, it is claimed. The 
times. Black & Decker Mfg. Co., Towson 4, | unit can be used to pickup dirt and water 
Md. | from auto floors, and clean upholstery 
and ashtrays. Special attachments are 
available for picking up mud, water and 
oil from garage floors, as well as for 
cleaning grease-caked cement floors. 
Available with five, eight, 12 or 16- 
gallon recoverable capacity containers, 
ali models are equipped with heavy- 
duty by-'2-pass motor and automatic shut- 
off that prevent overflow. Advance Floor 
Machine Co., 4100 Washington Ave. N., 
Minneapolis 12, Minn. 





| VACUUM CLEANER — Advance “Hydro- 
| Jet,” a high-powered wet or dry vacuum, 
| has been marketed to meet the special 


* 


Ace Rubber Markets Kit 


For Fixing Tubeless Tires 


A “fixit” kit for easy repair of 
tubeless tires on the road or at 
home is being marketed by Ace 
Rubber Co., 2310 Yuma St., Dallas, 
Tex. 

The Presto patches in the kit 
also vulcanize without heat house- 
hold rubber articles such as hot 
water bottles, rubber gloves and 
boots, bicycle tires, footballs, rafts, 
beach toys and other items. The 
box contains five patches, a tube 


of cement and a metal buffer. 
+ ” x 


Hexclad Line Expanded 


Hexacon Electric Co., Roselle 
Park, N. J., has expanded its line 
of Hexclad soldering tips. The 
company now offers 40 stock sizes 
and shapes. The tips have a coat- 
ing of iron alloy over copper base 

jon all exposed surfaces. 





alloy, one-third lighter than aluminum, is 
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ASN’T it Archimedes, the an- | 
W cient Greek lever inventor and 
great m mathematician, who discov- 
ered the principle that two bodies 
can’t occupy the same space at the) 
same time? 

That was in the third century be- 
for Christ, but today 15 percent of | 
our automobile drivers try to dis- 
prove his principle. Four-fifths of | 
all our accidents are caused by | P 
15 percent of our drivers. 

So the violators of Archimedes 
don’t get by with it. Last year— 
and every year for a good many— 
American drivers have killed | 
more Americans than the Red 
Chinese managed to account for 
in three years of Korea. 

Before World War II, our peace- 
time drivers both killed and 
wounded in 15 years more fellow | 
citizens than all our enemies in all | 
the wars we had ever engaged in. 

Now, even psychologists are get- | 
ting busy on our accident-prone 
drivers. They study “attitudes,” be- 
cause the human angle is always} 
the dangerous angle. 

* * x | 
Research in Cause 


O* COURSE, experts know that | 
practically never is a motor 
vehicle accident due to one cause 
only. So researchers study many 
causes — regulation and enforce- 
ment, highway design, traffic en- | 
gineering, the way automobiles are | 
made, safety education—and the 
queer—often lethal—attitudes that} 
human beings exhibit when they | 
get behind an 80 horse-power en- 
gine. 

Unfortunately, this human factor 

. the most unpredictable of all, | 
as marriage counselors will tell) 
ae 4 has in the motor ac-| 
cident field been relatively neg- 
lected. Now we're getting busy on | 
it, in earnest. 

Naturally, the researchers use 
pretty theoretical words in talk- 
ing about this. They tell us that 
dangerous drivers confront us | 
with two kinds of attitudes — | 
temporary and permanent. Then | 
we learn that permanent atti- | 
tudes, ranked as dangerous, are | 
either active or passive. 

What they really mean is this: | 
It used to be that when a man had | 
a fuss with his wife and didn’t) 
sleep very well, he just drove a 
buggy to work and smacked his| 
horse over the haunches too much 
on the way. 

Now he’s a Modern Man in the 
Motor Age: He isn’t alert enough | 
at the wheel. His mind is on his 
wife, so he snarls at the driver 
nearest to him. His “attitude” is | 


automotively nasty. 
* * 


Otherwise—Crash! 
HAT means that he leaves un-| 
done those things that he ought 

to have done—he doesn’t keep in 

mind that he’s sleepy and ragged- 
nerved—and therefore ought to pay 
special attention to his driving and 
deliberately rein his _ irritaton.| 
otherwise .., CRASH! | 

Then, the psychologists tell us, | 
that driver “passive attitudes” in- 
clude indifference, boredom, lazi- 
ness—over overcautiousness. “Ac- 
tive attitudes” include tenseness, 
Overassertiveness, arrogance, bel- 
ligerence, egotistical tendencies, ir- 
ritableness, instability and resent- 
fulness. 

Tests show that accident re- | 

Peaters — serious repeaters — 

having two or more accidents 
have a rate of 25 accidents per 

100,000 motor vehicle miles—and 
also have a record of more traf- 
fic violations and other types of 
violations. 

They are less well-informed 
about regulations, have personality 
malajustments, poorer coordina- 
tion, and more easily are upset by 
frustrations, They have poorer)! 
driving attitudes and less visual 
Sharpness than accident-free | 
drivers. 

Perhaps the strangest finding is 
that accident-prone drivers are far 
less egotistical about their driving 
ability, Most could think of at least 





| Some said they could drink a pint 


10 highballs, 


one person he considered a better 
driver, while the accident-free 
found it difficult to think of any- 
one. . 2 » 


Not So Strange | 


No so strange—the bad boys of 
the road are inclined to over- 
rate their capacity for alcohol. 





15 or 20 drinks .. .| 
before their driving 
would be affected. 

Getting accident-free drivers to 
participate in the tests was one 
of the biggest problems. Industry | 
came to the rescue by requesting | 
drivers in their employ to take the 
| tes 

Today many companies have 
set up point systems, with vari- 
ous warning stages, interviews 
and training programs. 

They salvage many accident-| 

prone drivers, thereby protecting | 
their original investment in the 
employe, keeping down insurance 
rates and providing valid argu- 
ments when a union questions the 
final dismissal of the unsalvage- 
able driver. 

The American Optical Co. has 


of whisky... 


| done a lot to help in checking one 
| of the more checkable human fac- 


tors — vision. Many persons who 





TVA Truck Fleet— 


These eight Reo A730 V-8 trucks have been placed in service as a dump truck fleet 
by the Tennessee Valley Authority. The first V-8s to be purchased from Reo by a 


| Federal agency, the trucks were equipped with nine-cubic-yard dump bodies. 


were unaware they suffered from | regulations has been establishing 
lack of depth perception or night | more reasonable speed limits. Traf- 
blindness now have a greater | fic checks prove that most drivers 
chance of a long life, if they heed | travel at a sensible rate and states 
the warning to drive even more | have used the speeds as a basis for | 
than the recommended 200 ft. be-| new laws. 
hind the car ahead, or not to drive | 
at night. 


The change from the revenue- | 
| getting, punitive aspects of enforce- 
| ment, to one of education, prob- | 
Reasonable Laws |ably has done more to gain public 
O*E of the biggest steps toward | Support than anything else. 
regaining respect for traffic P. S. But it’s going to take a 


+ * * 


lot of money and time before 
the boys get it all figured out. 
Meanwhile if you are dreading 
that day when Johnny and Mary 
take to the highways, with the 
statistics stacked against them— 
insurance rates are higher for 
those under twenty-five—here are 
some suggestions: 

See that they know as much 
about driving as possible. At 16, 
kids are apt to consider their 
parents little better than cretins, 
so get somebody else to teach them. 
If their school doesn’t have a 
training course, get a racing driver 
to talk to their class. 

Racing drivers are more scared 
of a highway than the toughest 
race track. Get them a copy of 
Tom McCahill’s article, How to Be 
a Good Driver, appearing in his 
Handbook for Car Owners. They'll 
take it from a guy like that. 


Packard Deal Closes 
Cooper & Jackson Co. (Packard) 
Dayton, O., will go out of business 
as soon as it disposes of cars it has 
on hand. The concern has been in 


| business since 1940, It is owned by 


M. Beery and Mrs. Phyllis 
| Cooper. 





NOW...all the profitable advantages of the 


WHITE 3000 
furcbodinel Pour 





PROVED the payload leader over billions of low-cost miles, 
the White 3000 now is available with either Turbodiesel 
or White Mustang gasoline power. 

It’s the money-saving, money-earning tractor that’s tops 
on the highways today. 

Find out from your White Representative how White can 
boost your payload profits. ..cut operating costs. See 
him... soon! 


THE WHITE MOTOR COMPANY 





NEW EARNING POWER... 


NEW MECHANICAL 


with 


IDEAL 


Functional 
on critical 


Cleveland 1, Ohio 


FOR MORE THAN 55 YEARS 
THE GREATEST NAME IN TRUCKS 





© 


FEATURES ... 
NEW POWER ECONOMY! 


O 


WEIGHT DISTRIBUTION 


design means less tare weight 
drive axle ... especially im- 


portant in states where GVW is controlled 
by axle weights only and states with 
liberal “L" dimension. 





20% MORE PAYLOAD 


Front axle capacities up to 12,000 Ibs. 
for more payload up front. That meons 
extra payload—as much as 20% more. 
Excellent weight distribution adds to the 
profitability of this new White. 





“SPACE SHIP“ DESIGN 


Clean cab interior in 3000 Cab saves 
steps, adds room. Excellent visibility wins 
driver approval everywhere. Easy in... 
quick out, either side. The famous power- 
lift cab, too! 





HIGH-MILEAGE ECONOMY 


Operators say it's the greatest diesel on 
the road! New Cummins JT6B engineered 
for today's payload and power needs. 
Pre-selection of horsepower, outstanding 
fuel economy and low maintenance cost 
are Turbodiesel exclusives! 
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A Look at Man Picked to Guide S-P Bid... 


‘Solid’ Is the Word for Churchill 


By W. C. Lockwood 
Staff Writer 


SOUTH BEND. — The fate of 
Studebaker-Packard Corp. rests in 
the hands of Harold E. Churchill, 
its new president, who joined Stude- 
baker 30 years ago on a 30-day 


temporary basis and has been there | 


ever since. 


“The road ahead is neither 


clear nor straight,” is the way 
Churchill views the future, but he 
has a firm conviction that S-P 
will assume a “growing position 
in a growing industry.” 

And he does not hesitate to voice 
this belief emphatically and often. 

There are many, many people 
here who work with Churchill, or 
“Church,” as he is called with un- 
ashamed affection, who share that 
same faith in his program and in 
the man himself. 


It’s pretty difficult to capture a| 


man’s personality in one word. But 
when one considers Churchill and 


word that comes more and more to 
mind, That is “solid.” 

But “solidity” must not be con- 
fused with “stolidity.” Churchill 
is a vital man, a man who laughs 
and likes to laugh, even during 
the trying times he has gone 
through since taking the S-P helm 
with a firm hand. 


He flashes a ready smile and 
grows warmer toward a person the 
longer he knows him. Probably the 
best gauge of a man is the opinion 
others hold of him. 

“That man (Churchill) is as hon- 
est and straight as my daddy,” said 
|a Packard dealer, after the day- 
long meeting of the Packard Dealer 
Council here last month. 

“And,” he added, standing erect, 
and looking down at his own son, 
“I hope you can say the same of 
me some time.” 

“Churchill,” said one of S-P’s 
| executives, “is the type of man who 
makes you want to work for him. 
He’s sincere and he believes we can 
win. I'll do all I can to help.” 








gets to know him better there’s one 


“If Churchill was standing 





Before you buy HEATERS 
for your FLEET 


—find out about 


there is an easy- to-install 
model for every need—or, 
HaDees will engineer 
units to your specifica- 
tions and assure satis- 
factory performance. 


they'll give you 
MORE heat 


—and SAVEYOU 
MONEY, TOO. 


FOR EXAMPLE: 


 eebe 


for facts about the 


VSM LLM AA 


FOR FLEET 


HaDees Heater Division of the Gabriel Company 





OPERATORS 
Rockford, Ill. 


| Wright Corp., 











talking to a bunch of bankers or | 
other ‘big shots’ and Dixie, here, 
walked by (Dixie is a young S-P 
receptionist),” said another man 
of the S-P staff, “he’d stop talk- 
ing and say ‘Hello, Dixie.’ That’s 
the kind of a man he is.” 

Later Churchill was told that 
anecdote and asked if he knew all) 
the S-P employes in South Bend. | 
“No,” he said, and flashed his smile, | 
“but I'd like to.” 

On another occasion, when ru-| 
mors were flying fast, Churchill) 
was asked point-blank if he in-| 
tended to take S-P out of the auto-| 
mobile business. (This was before} 
it was announced that a 1957 Pack- | 
ard would be made.) 


“No,” he said firmly with a flash| a _ typewriter. 
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Pati ' — 
“_qnd your policy of ‘Relaxed 
Sel? isn’t proving out—Miller!” 





noted a reporter pecking away at 
he laughed, 


“Hah,” 


of impatience that might have been| “look at Henrietta go to it.” 


anger. “No, sir.’ 

One night, high over Lake Erie} 
in the company’s DC-3 winging to} 
New York, Churchill sat on a has- 
sock and talked of his hopes. The| 
next day he was to speak of “com-| 
mon sense and realism.” That night 


| he talked of a “lean and hard” or-| 


ganization. 

It was less than a month since | 
he had taken over as president. | 
But he had his program. It was 
essentially simple: Reduce costs 
until S-P reaches a break-even 
point on which it can manufac- 
ture cars at a profit. 

Roy T. Hurley, president, Curtiss- 
in announcing the 
three-year management advisory 


| agreement with S-P which resulted 


in $35 million of new money for S-P 


|}and extensions of credit, said S-P 


would be in the black by 1959 (when 


| the pact terminates). 


Churchill's plan was better than 


| that. He set his sights on the end 


of 1957 and he outlined lucidly on 
what foundation his plan was based. 
S-P in the first four months of 


| 1956, he said, captured 1.58 percent 
| of the total market. That is his goal 


in 1957. In what he estimates as a 
6.5 million car year, this will mean 
that S-P has to sell 102,700 passen- 
ger cars. 

Churchill said he felt his com- 
pany could sell 150,000 cars and 
trucks in the worldwide market. 
Studebaker sold 10,817 trucks in 
the domestic market in 1955 
Studebaker has registered 5,776 
trucks in the first seven months of 


| this year, off its 1955 pace of 6,808. | 


Let’s suppose that Churchill and| 


|his fellow-workers at S-P make 
| that 1.58 percent in 1957 and man-| 
| age to hit the 1955 truck sales level. 
| That would give S-P a total of 113,- 
| 517 domestic units. 


To make his 
| 150,000 goal, Churchill would need 
|to sell 36,483 cars and trucks out- 
side the U. S. 

In 1955, S-P produced 8.696 cars 


and trucks in Canada. So, it is quite | 


apparent that Churchill has his job | 
cut out for him. And he knows it. 

“It’s going to be a lot of hard 
work,” he said sitting informally 
on the hassock in the plane, look- 
ing at the carpeting and shaking 
his head slowly. Then he glanced 
up with a smile. “But hard work 
never hurt anyone.” 

In a reminiscent mood, Churchill | 


| 
| 
| 


| spoke of his boyhood—he was 11—| 
| when he and a chum built his first 
| “horseless buggy.” 


The sound of the engines and the} 
hum of other conversation in the| 
plane made it hard to catch the} 
details. However, the essence was} 
that “Church” and his pal hitched} 


a gasoline engine to a buggy and 


| made it run. 


“My dad came home before I | 
expected him and I thought I | 
would catch it,” he said, his face | 
alive with memory. “But he 
didn’t,” he chuckled, “he seemed 
kind of pleased. But he made it 
clear that I had to put that en- 
gine back to pumping water.” 

The day after the plane conver- 
sation, he stood before two or three 
hundred of the nation’s newspaper- 
men—financial writers, auto editors 
and reporters—and told them how 
he intended to bring S-P into the 
black by Dec. 31, 1957. 

He unfdlded the plan, standing 
erect, speaking plainly and forth- 
rightly. At the close, what seemed 
to be an entirely involuntary wave 
of applause, swept the large room 
in the tradition-heavy Sheraton- 
Astor Hotel. 

He answered the questions in the 
same way that he spoke. Later, in 
a@ suite used as a press room, he 


In less than a month, Churchill 
had called the 
Council here, showed them the 


Packard Dealer 





new 1957 Packard, had met the 
press in New York and laid his 
cards on the table face up. 

After New York came the na- 
| tional press preview here. Two days 
|later Churchill was in Chicago at 
|a two-day preview for some of 
| what he calls S-P’s greatest asset— 
|its dealers. Next were Los Ange- 
|les, then New Orleans. Working, | 
| flying, driving is the daily life of 
|Churchill trying to get S-P back 
on the track toward a profit. 

Can he do it? 

“Yes,” said William Ogden, presi- 
dent, Local 5, United Automobile 
Workers. “If anyone can do it 
Churchill can. He’s a good man. 
We're behind him 100 percent.” 

Time, and only time, ticking away 
to Dec. 31, 1957, can tell the story. 
In the meantime, everyone here be- 
lieves that the fate of S-P is in good 
hands. Solid hands. 


Clark Appoints Irion 
E. A. Irion has been named a dis- 
trict application engineer in the 
Pittsburgh office of Clark Controller 
Co., Cleveland. 
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GENERAL AND AUTOMOTIVE 


ADVERTISERS USED THE 
CHRONICLE EXCLUSIVELY 





ORAW-TITE 


Hitches and Couplers 
eg 


MONEY - MAKERS / 


Specially Built For BOAT AND UTILITY TRAILERS 


YOU, TOO, can cash in on the 
money-making features of the 
DRAW-TITE hitch and coupler. 
Big demand proves their prefer- 
ence with utility and boat trailer 
owners. Only DRAW-TITE ‘hitches 
are custom built for ANY make 
car. Factory shipments within 24 


@ Hitches for all car models 
@ Complete—no assembling 


hours after receipt of order 
reduces inventory requirements. 
OVER 500,000 DRAW.-TITE 
HITCHES HAVE BEEN SOLD. 
Backed up by national advertis- 
ing, they‘re priced right—to help 
you make money! 

@ One piece (solid bar) steel 

@ Hauls up to 2000 Ibs. GW . 





@ Cadmium or polished chrome plated i” 
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Affecting Factories and Dealers... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

General Motors repeated its per- 
formance of a year ago by leading 
all other advertisers in use of gen- 
eral magazine and farm magazines, 
newspaper sections and network 
television in the first six months of 
the year. 

Figures for the top 100 adver- 
tisers in the nation were com- 
piled by the Publishers Informa- 
tion Bureau and do not include 
expenditures in newspapers, out- 
door advertising, network radio 
and various other types of adver- 
tising media. Network radio is no 
longer measured by PIB. 

The top 100 advertisers invested 
an aggregate of $378,319,096 during 
the first six months of this year to 
show a 3% percent increase over & 
year ago, when they spent $365,444,- 
667 for Sunday magazine sections, 
network television and general and 
farm publications. 

GM rolled to the top of the list 
with an expenditure of $31,209,638 
this year, but unlike most other 
manufacturers used most of its 
budget for general magazine pro- 
motions. 

The corporation spent $16,854,- 
352 for general magazines this 
year, compared with $10,582,413 
for network television. A year ago 
GM expended $13,318,505 for gen- 
eral magazines and $6,636,750 for 
television. 

GM spent $2,862,575 for news- 
paper sections this year, compared 
with $2,539,972 a year ago. Its ex- 
penditures for farm publications 
totalled $910,298 this year com- 
pared with $1,105,389 a year ago. 

Chrysler Corp. moved from fifth 
place to third this year on an ex- 
penditure of $15,685,500. Of that 
total $4,814,348 went. for general 
magazines, while farm publications 
got $213,085, and Sunday magazine 
sections, $369,540. 

The majority of the Chrysler 
budget, $10,288,527, however, went 
for network television. That com- 
pared with $7,313,421 spent for 
video promotion during the first 
six months of last year. 

General magazines got $4,754,278 
a@ year ago from Chrysler, while 
newspaper sections collected $464,- 
965, and farm magazines, $231,826. 

Ford Motor Co. moved from 10th 
place to seventh on an expenditure 
of $11,377,249 this year, compared 
with $8,699,677 spent in the four 
categories a year ago. 

Ford’s budget this year was 
divided almost equally between 
general magazine and network 
television, the former getting $5,- 
397,391 and the latter, $5,237,077. 
A year ago television received 
$3,924,984, and general magazines, 
$3,837,113. 

Farm publications received $537,- 
331 of the Ford budget during the} 
first six months of this year, com- 
pared with $554,170 a year ago, 
while newspaper sections got $205,- 
450 this year, compared with $383,-| 
410 in 1955. 

American Motors dropped from) 
33rd place a year ago to 36th this 
year on an expenditure of $2,949,309, 
and here again the budget was) 
divided almost equally between tele- 
vision and general magazines. 

AMC expenditures for the first 
half of this year showed network 
television receiving $1,356,902; 
general magazines, $1,353,987; 
Sunday magazine sections, $177,- 
320, and farm publications, $61,- 
100. 

A year ago AMC spent $1,685,085 
on network television; $1,225,677 on 
general magazines; $54,930 on news- 
paper sections, and $22,600 on farm 
magazines. 

Studebaker-Packard Corp. jumped 
from 49th place a year ago to 42nd 
this year on an expenditure of $2,- 
668,345, and like GM, the majority 
of its budget went to general maga- 
zines. 

S-P’s expenditures for the first 
six months of this year showed 
$1,675,211 going for general maga- 
zines; $904,434 for network tele- 
vision and $88,700 for farm pub- 
lications. It did not spend any 
money on newspaper sections dur- 
ing the first half of this year. 

A year ago the corporation spent 
$1,132,760 for general magazines; 
$755,977 for television, and $88,960 
for farm publications. None of its 








budget went for newspaper sections. 


Kaiser-Willys failed to place in 
the top 100 for the second consecu- 
tive year. 

+ € 


Nation’s Business Gains 

Nation’s Business magazine, a 
U. S. Chamber of Commerce publi- 
cation, has reported that it in- 
creased its advertising pages by 22.5 
percent in January to September 
this year. The September issue was 
the ninth to show a gain, the 
magazine said. 

+ = * 


Petersen Gets Award 


Robert E. Petersen, president of 
Petersen Publishing Co., Los Ange- 
les, has been selected as winner of 
the first annual distinguished serv- 
ice award to be given by the Cali- 
fornia Safety Council. 

The trophy, in the form of a sil- 
ver plaque, expresses appreciation 





and recognition of the efforts and 


influence exerted in the field of 
highway safety by Petersen as pub- 
lisher of Hot Rod, Motor Trend 
and three other automotive maga- 
zines, and as an active crusader for 
safe motoring. Petersen is espe- 
cially cited for his work among 
youthful drivers. 
* * * 


Names 


Campbell-Ewald Co. has appointed 
Paul John as coordinator of Chev- 
rolet’s direct mail program. Prior 
to joining C-E, John worked for J. 
Walter Thompson advertising 
agency and Gugler Lithographic Co. 

* * * 

Howard T. Rowe has been named 
production manager for Maxon Inc., 
Detroit. He succeeds the late Rob- 
ert A. McInnis. Rowe joined Maxon 
in 1931. 

* * + 

J. H. Smith jr., recently manager 
of institutional services in the pub- 
lic relations department of Chrys- 
ler Corp., has joined Vandenburg- 


vice-president. 





Lead Newspaper Representatives— 


Officers and directors of the American Assn. of Newspaper Representatives — 
Linkletter Associates, New York, as Detroit Chapter — are, standing, from left, A. W. Farrell, Detroit News, treasurer; 


W. E. Anderman jr., Hearst Advertising Service, Inc., second vice-president; James 
B. Jones, Scripps-Howard Newspapers, director; Joseph R. Scolaro, Scolaro, Meeker 


Wondering how new-car and truck pro-| & Scott, director; John D. Burke, Hearst Advertising Service, Inc., director; E. S. Stagg, 
duction and sales are making out? AUTO-| Kelly-Smith Co., secretary, and Edwin Charney, Branham Co., first vice-president. 
MOTIVE NEWS gives you the entire| Seated: John H. Baker jr., Chicago Daily News, director and past president, and 


story every week throughout the year, 


Robert Erickson, Moloney Regan & Schmitt, Inc., president. 
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OELICY «.omoee in vatue... 


in economy...in ease of operation 


More than 55 years of body building experience are 
behind every UTILITY body. Designed for economy and 
ease of operation, UTILITY bodies on Chevrolet, Dodge, Ford 
and G.M.C. chassis are delivering the goods day after day, 
coast to coast. Before you buy any parcel delivery type 
body, compare UTILITY’s extra values—compare UTILITY’s 
standard features with others’ optional features. Just 
compare the front-end features listed at right. 


For complete information, see your favorite Chevrolet, 
Dodge, Ford or G.M.C. dealer, or write direct to: 


UTILITY TRUCK, INC. 
SUBSIDIARY OF UNION CITY BODY COMPANY, INC. 
Union City, Indiana 


Detroit Office: 18450 Livernois, Phone: UNiversity 1-8800 


CAN 
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tT’'Ss A UTILtityY 
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* The Truck Body With 
The SEEorama Front 






@ re. wrap-around windshield with 134 
square feet of glass, for maximum visibility. 


Extra-long, bottom mounted wipers that “wipe 
@round the corner.” Sliding window on driv- 
er's side permits easy signalling. Fully ad- 


loading and unloading access. Completely fin- 
ished driver's compartment includes convenient 
flat_ “table space’’ for records, small packages, 

“Easy access” doors, ports, hinged engine 
cover facilitate chassis and engine maintenance 
and repair. ““Finger-tip’ control door latches 
provide positive locking and easy door opening. 

Flush-closing side doors operate on roller 
bearings with Nylon guide rovide smooth, un- 
broken side panel styling. Inside step with 
non-slip tread. 


justable driver's seat folds 6: to give easy 
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AUTOMOTIVE NEWS, OCTOBER 1, 1956 





Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


$915 


Market Trend 


The average price of all used 
cars sold at wholesale auction 
last week was $815, compared 
with $813 in the previous week, 
according to Automotive News’ 


index, 

two models showed de- 
clines: ’53s fell $2 and ’52s dropped 
$9. 

The price of 55s remained un- 
changed and the prices of all 
other models moved upward, as 
follows: ’h6és, up $4; '49s, up $4; 
50s, up $5; '51s, up $6, and ’54s, 
up $9. 

The reduction in the average on 
53s brought that price to a new 
low. 

At a group of representative 
auctions last week, the average 
consignment was 195.2 units, com- 
pared with 195.7 in the previous 
week. The sales ratio was up to 
772 percent from 76.3 percent a 
week earlier. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) denotes power steering. 


1956 


$880 = $873 «Ss $873 $874 


Jan. Feb. March Apr. May 
* Prices of '56s added; '48s8 dropped. 





LITTLETON, COLO. 


(Colorado Auto Auctioh, Sale every Mon- 

day. Prices are for sales of Sept, 17-18.) 
(We had a special two-day sale this 
week and demand was very active on all 
makes and models. Sold 445 cars out of 
560 offerings.) 

BUICK—’56 RM Riviera, $3,125* (ps), 2 
at $2,860° (ps); Super Riviera, $2,705* 
(ps); Century conv., $2,570* (ps); Spe- 
cial Riviera, $2,570*, $2,440° (ps). ‘55 
RM 4-dr., $1,925* (ps); Super Riviera, 
$1,850* (ps), $1,805* (ps), $1,740* (ps), 
$1,625*; Century Riviera, $1,810*° (ps); 
Special Riviera, $1,625*. ‘53 RM Riviera, 


$1,050* (ps). 

CADILLAC—’56 (60) Special 4-dr., $4,- 
510° (ps); (62) coupe We Ville, $4,550° 
(ps); conv., $4,270* (ps), $4,015* (ps). 
'55 (62) coupe, §$2,855* (ps). ‘54 (62) 
coupe de Ville, $3,200* (ps), $3,150° (ps). 
"53 (60) Special 4-dr., $2,050* (ps), $1,- 
855° (ps). 

CHEVROLET — ‘56 Corvette, $2,905; Bel 
Air (8) Nomad, $2,555*, $2,505°, $2,460° 
(ps); Sport sedan, $2,440* (ps), $2,435* 
(ps), 3 at $2,240° (ps); conv., $2,150°*, 
$2,025*; Two-ten (8) station wagon, §$2,- 
250°, $2,220*, $2,200*, $2,105, $2,080°; 
4-dr., $1,890, 2 at $1,815*, 4 at $1,750, 
$1,730*, 3 at $1,680. '55 Bel Air (8) 
Sport coupe, $1,875*, $1,830, $1,760°, $1,- 
715, $1,690°, $1,510; Two-ten (6) Sport 
coupe, $1,485. °54 Bel Air 4-dr., $1,305* 
(ps), $1,030*, $890°, $705, '53 Bel Air 
4-dr., $880°, $815; Two-ten 2-dr., $665, 
$405*. "52 SL Special 4-dr., $610, $575°. 

CHRYSLER—’56 Windsor Newport, $3,085* 
(ps), $2,990° (ps); 4-dr., $2,760* (ps); 
NY Newport, $2,990*° (ps). ‘55 (300) 


Hardtop, $2,660* (ps); NY 4-dr., $2,370* 


(ps); Windsor 4-dr., $2,075* (ps), $1,- 
950° (ps); conv., $2,075. "54 NY 4-dr., 
$1,410* (ps). 

DeSOTO—’56 Fireflite 4-dr., $2,650* (ps). 
’55 Fire Dome Hardtop, $1,785*; 4-dr., 
$1,755* (ps). 

DODGE—’56 Sierra station wagon, 


2 at 

$2,440*; Royal Lancer Hardtop, $2,365°*. 
’55 Coronet 4-dr., $1,400. '54 Royal (8) 
4-dr., $830*. '53 Coronet (8) station wag- 
on, $763°. 

FORD—'56 Thunderbird, $3,005*; Fairlane 
(8) Country Squire, $2,375° (ps), 2 at 
$2,360* (ps); Victoria, $2,375*, $2,225*, 
$2,205* (ps); conv., 2 at $2,100* (ps), 
$2,030*, $1,970°, $1,885*; 4-dr., 3 at $1,- 
900° (ps), 4 at $1,890*, 11 at $1,835°; 
Custom (8) 4-dr., 5 at $1,700*, $1,675*, 


$1,665*. °55 Country sedan, $1,820, $1,- 
815* (ps); Fairlane (8) 4-dr., $1,575, 
$1,510*, $1,505, $1,425*° (ps), $1,420*° 


(8) Ranch Wagon, $1,075, $940. '53 Main 
(8) Ranch Wagon, $915. 

HUDSON—’56 Hornet (8) 4-dr., $2,430°*. 
'55 Hornet (8) 4-dr., $1,680°, $1,550; 
station wagon, $1,445*; Wasp (6) Hard- 
top, $1,365. 

LINCOLN — 
(ps). 

MERCURY—’56 Montclair conv., 
(ps); 4-dr., $2,385* (ps); Custom station | 
wagon, $2,430*, $2,370°. '55 station wag-| 
on, $2,135* (ps), $1,910; Montclair conv., | 
$1,870* (ps), $1,785*, $1,740*; Monterey | 
4-dr., $1,685*, $1,680, "54 Monterey Sport | 
coupe, $1,455. 

NASH—’56 Ambassador club coupe, $2,- 
110°; Rambler 4-dr., $1,975*, $1,585*. °55 


(ps); Custom (8) 2-dr., $1,215. '54 = 





"56 Premiere coupe, $3,400* 


$2,620° | 


Rambler club coupe, $1,415. '51 Ambas- 
sador 2-dr., $150*. 

OLDSMOBILE—’56 (98) Holiday, $3,400* 
(ps); (88) Super conv., $2,760° (ps), 
$2,675* (ps), $2,400°, $2,385°; Holiday, 
$2,950* (ps); Deluxe Holiday, 2 at $2,- 
495° (ps), $2,380°; 4-dr., $2,280°, 2 at 
$2,150*, $2,105*, $2,085*. °55 (98) Holi- 
day, $2,455° (ps); (88) 4-dr., $1,590*, 
*54 (88) Holiday, $1,685*, $1,590*° (ps). 

PACKARD—’54 Clipper 4-dr., $1,135*. 

PLYMOUTH—’56 Savoy (8) Suburban, $2,- 
245; Belvedere (8) Sport coupe, $2,000*; 
conv., $1,605*. '55 Belvedere (8) 4-dr., 
$1,565*, $1,560° (ps), $1,555* (ps), $1,- 
355; Plaza (6) station wagon, $1,275; 
Savoy (8) 4-dr., $1,190, $1,070, $1,065, 
$1,005, $935. °54 Savoy 2-dr., $825. '53 
Cambridge Suburban, $850; Cranbrook 
4-dr., $610*, $605*, $590°, $550°. 

PONTIAC — '56 Star Chief (8) Catalina, 
$2,745* (ps), $2,740* (ps), $2,400* (ps); 
Chieftain (8) station wagon, $2,430* 
(ps), $2,300*; 4-dr., $2,255*, $2,235°, 
$2,140*. 55 Chieftain (8) station wagon, 

’54 Star Chief (8) Catalina, 


STUDEBAKER—’'56 Holden Hawk coupe, 
$2,400; Power Hawk coupe, $1,980. 
WILLYS—’57 station wagon, $2,275. 
station wagon, $1,280, $1,270, $1,185. 
MISCELLANEOUS—’56 GMC ‘%-ton pick- 
up, $1,355*; Willys %-ton pickup, $1,665. 
"53 Singer (4) roadster, $590. 
%-ton pickup, $470. '51 Chevrolet %-ton 

pickup, $580. 


"55 


FLINT 


(Flint Auto Auction. Sale every Wednes- 

day. Prices are for sale of Sept. 19.) 

(Considering the time of year, percent- 
age of sales and buyér activity are very 
good, Retail must be improving as prices 
are holding at a fairly high level for this 

time of year. Sold 108 cars out of 167 
offerings.) 

BUICK—’'56 Special Riviera, $2,250*; Cen- 
tury Riviera, $1,840*. °55 Century Rivi- 
era, $1,815*; Super Riviera, $1,800* (ps); 
Special Riviera, $1,705*; 2-dr., $1,350. 
’54 Century Riviera, $1,395*; Super Rivi- 
era, $1,335°, $1,250*; Special 2-dr., $1,- 
295°; Riviera, $1,260*, $1,250°, $1,150. 
‘53 RM 2-dr., $815* (ps); Super Riviera, 
$845°, $795°, $780°. "51 Super Riviera, 
$375*. °50 Super Riviera, $210°*. 

CADILLAC—’49 (62) 4-dr., $375*. °48 (62) 
coupe, $200°*. 

CHEVROLET—’'56 Two-ten (6) 2-dr., $1,- 
500. °55 Bel Air (8) club coupe, $1,475*, 

2-dr., $1,250°, $1,175*, $1,135*, 


"52 GMC) 





$1,185°; 
$1,025; 4-dr., $1,200*°, $1,160; Two-ten 
(8) Delray, $1,150; One-fifty (6) 2-dr., 
$730. °54 Bel Air station wagon, $1,075; 
conv., $985*; sedan, $975*. '53 Two-ten 
4-dr., $680*, $650°, $630, $600°*; 2-dr., 
$655, $560. '52 SL Deluxe 2-dr., $415. ’51 
SL Deluxe 2-dr., $225. °50 SL Deluxe 2- 
dr., $205, $105°; 4-dr., $140°. 
DODGE—’55 Royal 2-dr., $1,570*. °54 sta- 
tion wagon, $1,550. ‘53 Meadowbrook 2- 





ALABAMA 








JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








CALIFORNIA 


SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 


business! 





COLORADO 








COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 





Cars Wanted For ‘America's Finest Auction’ 


Buyers waiting for all model cars. Consign your cars to us if 
you want them sold. You will like our honest way of doing 


WEST COAST AUTO AUCTION, INC. 
6685 Atlantic Ave., Long Beach, Calif. 
Telephone: GArfield 2-8046 
Bank Ref: First Western Bank & Trust Co., Long Beach 


COLORADO 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 
4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








ILLINOIS 





CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero, 1 mile S. 
Midway Airport (Thurs. 12 Noon). 











MICHIGAN 





Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 
Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 —- SALE EVERY WEDNESDAY — 12:30 
M, D. McCollum, Mgr. Phone Cedar 9-4492 





MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half nite west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








ST. LOUIS AUTO 


NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 

All Titles and Checks Guaranteed 





NORTH CAROLINA 


AUCTION BARN, INC. | RALeiGH — Mann’s Auto Auction 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 








NEW YORK 





NEW YORK CITY'S 





SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 


BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MiSs” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 


Your Good Will—Our Most Valuable Asset 
On U. S. Rovte 20A Phone 5-9535 








PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim. 


. Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





EMLENTON — Emlenton Auto Auc- 
tion. Every Tuesday, 12 Noon. 


TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





Model Breakdown 














Of Auction Averages 
Model Sept. Aug. July 
1956 1956 1956 
1956.............. $2,050 $2,153 $2,163 
1955... 1,522 1,522 1,565 
1954... 1,064 1,090 1,097 
1953... 700 728 738 
Cs escdesbniess 463 467 477 
SEA ivivewnes 322 314 335 
. 227 224 245 
1949........ 175 166 178 
Overall 
Average $ 815 $ 833 $ 850 





dr., $430. ’52 Meaowdbrook 4-dr., $375*; 
Wayfarer 2-dr., $235. 

FORD—'56 Fairlane (8) club coupe, §$1,- 
895°. '55 Fairlane (8) 4-dr., $1,325*. $1,- 
200*, $1,185*; Custom (8) 2-dr., $1,180, 
$1,025. '54 Custom (8) 4-dr., $930*%; 2- 
dr., $800. '53 Crest (8) Victoria, $535*; 
station wagon, $775*; Custom (8) 4-dr., 
$620, $565; Custom (6) 4-dr., $575; 2-dr., 
2 at $500. ‘51 Custom (8) 2-dr., $370, 
$250; 4-dr., $325. 

HUDSON—’52 Commodore (8) 4-dr., $240*. 

MERCURY — '55 Monterey 2-dr., $1,745* 
(ps). °54 Monterey club coupe, $1,035. 
"53 Custom 4-dr., $680. °52 Custom 4-dr., 
$425, $380*. 

NASH—’55 Rambler 2-dr., $775. °53 Ram- 
bler Country Club, $485. 
OLDSMOBILE — ‘55 (88) 
(ps); club coupe, $1,575. 
$1,415*. °53 (98) Holiday, $1,155. ‘52 
2-dr., $410. °51 (88) Super 4-dr., 

$310*. ‘50 (88) club coupe, $160*. 

PLYMOUTH—'55 Savoy (6) 4-dr., $1,115; 
Plaza (6) 4-dr., $965. '53 Cranbrook 4- 
dr., $440; Belvedere, $405. '52 Cambridge 
4-dr., $270, $135. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,050* 
(ps). ‘53 Chieftain (8) 4-dr., $655. °52 
Chieftain (8) 4-dr., $400*, $270*. '51 Sil- 
ver Streak (8) 2-dr., $250. '50 Silver 
Streak (8) 2-dr., $145°; Silver Streak 
(6) 4-dr., $130. 

STUDEBAKER—’52 Champion 4-dr., $160. 

MISCELLANEOUS "55 Chevrolet %-ton 
pickup, $760. °53 Ford %-ton pickup, 
$545; GMC %-ton pickup, $500, 49 Chev- 
rolet %-ton pickup, $235, $145. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction, Sale every 
Tuesday. Prices are for sale of Sept. 18.) 
(Market very good. Sold 77 cars out 
of 98 offerings.) 
BUICK—’53 Super 2-dr., $940*; Special 4- 


4-dr., $2,075* 
"54 (88) 4-dr., 





dr., $795. '51 Super 2-dr., $345; Special 
2-dr., $310. 
CADILLAC—'53 (62) conv., $1,420*. 


CHEVROLET—’'56 Bel Air (8) 2-dr., $2,- 
080*, $1,955*. "55 Bel Air (8) 2-dr., $1,- 


495*; Two-ten (6) 2-dr., $940. '54 Bel 
Air 2-dr., $1,080°, $985*, $825. '53 Bel 
Air 2-dr., $790*, $695*; Two-ten sedan, 


$660; One-fifty 2-dr., $520. “52 SL Deluxe 


2-dr., $400. °51 SL Deluxe 2-dr., $340, 
$300, $290, $275. 
CHRYSLER—’52 Imperial 4-dr., $450. 


DODGE —’55 Coronet 2-dr., $1,550*. "53 
Coronet 4-dr., $450. °51 Wayfarer 2-dr., 


$285. 

FORD—'56 Fairlane (8) Crown Victoria, 
$1,685*, $1,535°; Victoria, $1,520*; Main 
(6) 2-dr., $1,310. '55 Fairlane (8) Vic- 
toria, $1,320, $1,200; Custom (8) 2-dr., 
$1,200, $1,145, $920. °54 Custom (8) 2- 
dr., $780, $745, $720. ‘53 Custom (8) 
2-dr., $615, $595; Crest (8) conv., $745. 
"52 Custom (8) 2-dr., $420. °51 Custom 
(8) 2-dr., $245; 4-dr., $255. "50 Custom 
(8) 2-dr., $225, $200. '49 Custom 2-dr., 


$130. 
MERCURY —'55 Monterey 2-dr., $1,760; 
"53 Monterey 2-dr., $860, 


4-dr., $1,500. 
$770. °51 Custom 2-dr., $355, $225. 
NASH—’55 Rambler 4-dr., $1,500*, $1,000. 
"51 Ambassador 4-dr., $135. 
OLDSMOBILE—’55 (88) Holiday, $1,920* 
(ps). '54 (88) Holiday, $1,350*. '52 (88) 
Holiday, $1,125*; (98) 2-dr., $905*. 
PLYMOUTH—’55 Plaza (8) 2-dr., $1,150. 
"54 Belvedere 2-dr., $730. ‘52 Cranbrook 
4-dr., $270. °51 Cranbrook 4-dr., $245, 
$170. '50 conv., $220. ’49 2-dr., $135. 
PONTIAC—’56 Chieftain (8) Catalina, $1,- 
990° (ps). '54 Star Chief (8) 2-dr., $850°, 
$825°, $800°. ‘52 Chieftain (8) sedan, 
$490°. '51 Silver Streak (8) 2-dr., $275. 
STUDEBAKER ‘53 Commander 2-dr., 
$370. ‘51 Commander 2-dr., $115. 
MISCELLANEOUS — '55 Chevrolet %-ton 
pickup, $820. '53 Ford %-ton pickup, $635. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 

Wednesday. Prices are for sale of Sept. 19.) 

(Bidding really hot on clean ’52s 
through ’54s. °55s slipping. Seld 98 cars 
out of 141 offerings.) 

BUICK—’55 Super Riviera, $1,940* (ps); 
4-dr., $1,710° (ps). "54 Super 4-dr., $1,- 
390°. °53 Super 4-dr., $1,105*. '52 Super 
Riviera, $610*°. ‘51 Special 4-dr., $405*, 
$400. '50 Super 4-dr., $200*, $160. 

CADILLAC—’'55 (62) coupe de Ville, $3,- 
340° (ps). '54 (62) 4-dr., $2,450° (ps). 
"53 (60) Special 4-dr., $1,655* (ps); (62) 
conv., $1,610° (ps). "52 (62) 4-dr., $1,- 
260° (ps). ‘51 (62) 4-dr., $975*. 

CHEVROLET—’56 Two-ten (6) 2-dr., $1,- 
525; One-fifty (6) 2-dr., $1,390. '55 Two- 
ten 4-dr., $1,250, $1,200, $1,160, 2 at 
$1,100. '54 Two-ten 4-dr., $900, $860. ’53 
Two-ten 4-dr., $705*, $690; 2-dr., $525, 
$510. 52 SL Deluxe 4-dr., $485*, $470*, 
$455. °51 SL Deluxe 2-dr., 60, $350, 
$335. ‘50 SL Deluxe 4-dr., $185, $175. 49 
SL Deluxe 2-dr., $115, $110, 2 at $100. 

CHRYSLER—’53 Windsor 4-dr., $630*, ’52 
Windsor 4-dr., $415*. 

*52 Custom 4-dr., $410*, $305*, 
$250*. ’°51 Custom 2-dr., $195. 

DODGE—'54 Coronet 4-dr., $810*. ’°53 Cor- 
onet 4-dr., $605*, $450. ‘52 Meadowbrook 
4-dr., $300*. 

FORD—'56 Fairlane (6) 4-dr., $1,490*, '55 
Fairlane (8) Victoria, $1,560* (ps); Cus- 
tom (8) 4-dr., $1,225*, $1,220, 
*54 Custom (8) 4-dr., $1,000*, 
$925. "53 Custom (8) 2-dr., $795*, $700; 
Custom (6) 4-dr., $650, $610. 
(8) 4-dr., $505*, $490. ‘51 Custom (8) 


Victoria, $395*; 4-dr., $300*, $260*, '50 
Custom (8) 2-dr., $205*, $200, '49 Cus- 
tom (8) 4-dr., $110*. 
HUDSON—’54 Wasp 4-dr., $395*, $355. 
KAISER—’51 Deluxe 4-dr., $205*. 
MERCURY — ’'55 Monterey Hardtop, $1,- 


550*; Custom 4-dr., $1,295*. ’54 Montclair 
4-dr., $1,135*; Custom 4-dr., $1,050*, ’53 


Custom 4-dr., $805*, ’52 Custom 4-dr., 
$675*, $620, $600. °51 Custom 2-dr., 
$425*, $350*. 


(Continued on Page 43, Col. 1) 
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PLYMOUTH—’55 Savoy 


PONTIAC 


CHRYSLER — 


HUDSON- 


MERCURY- 


NASH—'55 Rambler Cross Country, $1,- 
605, $1,570. "51 Rambler station wagon, 
$455; Ambassador 4-dr., $390°, $365°; 


OLDSMOBILE — '55 


$2,120* (ps); $2,050°. '54 (88) 
dr., $1,430*. °51 (98) 4-dr., $635*, $450°. 
’49 (76) 2-dr., $220*. 

PACKARD — '56 (400) Hardtop, $3,570* 
(ps). '53 4-dr., $715. °51 4-dr., $425. 
PLYMOUTH—'55 Belvedere (8) 4-dr., $1,- 
425; Belvedere (6) 4-dr., $1,330; Savoy} 
(8) 2-dr., $1,245; Savoy (6) 4-dr., $1,- 
165; Plaza (6) 4-dr., $1,075. '53 Cam- 
bridge Suburban, $850; 4-dr., $595*;/| 
Cranbrook Belvedere, $525; 4-dr., $505. | 
'52 Cranbrook 4-dr., $440. '51 Cambridge 

Suburban, $515. °50 4-dr., $195. 
PONTIAC—'55 Chieftain (8) 2-dr., $1,310. 


STUDEBAKER - "51 Commander 2-dr., | 
$270*. '50 Commander 2-dr., $130. 

MISCELLANEOUS—'55 Volkswagen, $1,-| 
350; Ford %-ton pickup, $980. '51 Ford} 
%-ton pickup, $490; Chevrolet %-ton 
pickup, $540, $515; %-ton pickup, $500. 


Tuesday. Prices are for sale of Sept. 18.) 


chandise. 
have weakened considerably. 
cars out of 209 offerings.) 

BUICK—'56 Century Riviera, $2,500*, $2,- 


CADILLAC—'56 


(Continued from Page 42) 


NASH—’51 Rambler 2-dr., $325*. ’50 4-dr., 


$100*. 

OLDSMOBILE—’55 (88) Super 4-dr., $1,- 
760* (ps). °54 (88) Super Holiday, $1,- 
650* (ps). '53 (98) Holiday, $1,275* (ps). 
*52 (98) Holiday, $900*. °51 (88) 4-dr., | 
$480*. ’50 (88) 2-dr., $250*%, $215*. i 

PACKARD — '53 4-dr., $650*, °51 4-dr., | 


$310*, $180. ’50 2-dr., $100. | 
(6) 2-dr., $1,050; 
Plaza 4-dr., $1,010. 54 Plaza 4-dr., $625. | 
'53 Cranbrook 4-dr., $760*; Cambridge| 
2-dr., $525. °52 Cranbrook 4-dr., $395. | 
’51 Cranbrook Belvedere, $255; 4-dr., | 
$230. | 
'55 Chieftain (8) 4-dr., $1,-| 
540*, '54 Chieftain (8) 4-dr., $1,110*. °53) 
Chieftain (8) 4-dr., $675*. °52 Chieftain | 





(8) 2-dr., $425*. °51 Silver Streak (8) | 
2-dr., $275. ’°50 Silver Streak (8) 2-dr., | 
$115. 

STUDEBAKER — °’53 Commander Land} 


Cruiser, $560*. "52 Champion 4-dr., $290. | 


PORTLAND, ORE. 


(Portland Auto Auction, Sale every Tues- | 
18.) | 


day. Prices are for sale of Sept. | 
BUICK—’56 Special Riviera, $2,210*. °55| 
Century Riviera, $2,055* (ps), $2,020*; | 
2-dr., $2,025%; Special 2-dr., $1,900*; | 
Riviera, $1,880*. °54 RM Riviera, $1,585° | 
(ps); Super Riviera, $1,550*°; Special) 
conv., $1,360* (ps); 4-dr., $1,275. °53 
Super Riviera, $1,065*, $965* (ps); 4-dr., | 
$900*; Special 4-dr., $780, $760; 2-dr., 
$775. '52 RM Riviera, $615*. °51 Super 


Riviera, $535*, $450°; 4-dr., $500, $485*, 


$400*. '50 RM 4-dr., $255°*. 
CADILLAC—’55 (62) conv., $3,320* (ps). 
CHEVROLET—’'56 Bel Air (8) 4-dr., $2,- 


Two-ten (6) station wagon, $1,825. 
'55 Two-ten (6) station wagon, $1,630*%, 
$1,260; 2-dr., $1,170; Two-ten (8) Delray, 
$1,570; 4-dr., $1,335. '54 Bel Air coupe, 
$1,325*: 4-dr., $1,085*; Two-ten 2-dr., 
$950. '53 Two-ten 4-dr., $750. '52 SL De- 
luxe 2-dr., $550; 4-dr., $545, $500. ‘51 
SL Deluxe Bel Air, $570; 4-dr., $450*, 
$415*, $390*, $350. '50 SL Deluxe 4-dr., 
$350*; 2-dr., $315. '49 SL Deluxe 2-dr., 
$250, $145; conv., $100. 

’51 Saratoga club 


270° ; 


coupe, 


$475*. | 
DeSOTO—'50 Custom 4-dr., $245. 
DODGE—’'55 Royal (8) 4-dr., $1,620* (ps). | 


’53 Coronet (8) 4-dr., $830*, $755°, 2 at} 


$750*. ‘52 Coronet 4-dr., $315*. '51 Cor-| 
onet club coupe, $280*. 
FORD—’55 Country Squire, $1,905*; Fair- 


lane (8) 4-dr., $1,530; Custom (8) 4-dr.,| 
$1,345; Main (6) 2-dr., $1,215. '54 Crest} 
(8) Victoria, $1,350°; Custom (8) 4-dr.,/ 
$920*; 2-dr., $840; Main (8) club coupe, 
$850. °53 Custom (8) 2-dr., $755. ‘51) 
Custom (8) Victoria, $575, $555°; 4-dr.,| 
$520, $340; 2-dr., $370, $315*; club coupe, 
$335; Deiuxe (8) 4-dr., $295; Deluxe (6) 
2-dr., $135. '50 Custom (8) club coupe, 
$355; 2-dr., $350, $275. ‘49 Deluxe (8) 
4-dr., $200; Custom (8) 4-dr., $115. 

'53 Hornet 4-dr., $715*; Super 
Wasp club coupe, $570*. '52 Hornet Holi- 
day, $620; 4-dr., $425*. '51 Hornet 4-dr., 
$206. '50 Commodore 4-dr., $170. 

’55 Montclair Hardtop, $1,970* 
(ps); Custom 2-dr., $1,575. '54 Monterey 
Hardtop, $1,475* (ps), $1,420; 4-dr., $1,- 
175*, $950; Custom 4-dr., $1,320°; 2-dr., 
$1,310*. '53 Monterey Hardtop, $910*. '51 
Sport coupe, $450°. 


Statesman 4-dr., $270. '50 Rambler conv., 
$165. ‘48 coupe, $170. 
(88) Super Holiday, 


Super 2- 


’54 Chieftain (8) 4-dr., $1,110. '53 Chief- 
tain (8) 4-dr., $770; 2-dr., $765*, $750; 
Catalina, $340*. "52 Chieftain (8) Cata- 
lina, $650°; 4-dr., $480° $465*; 2-dr., 
$320*. '51 Silver Streak (8) 4-dr., $350°, | 
$300; conv., $330*. 


*50 Ford %-ton pickup, $410; Dodge %- 
ton pickup, $375. 


GRAND RAPIDS, MICH. 


(Grand Rapids Auctions, Inc. Sale every 





(An outstanding consignment of mer- 
55 and °56 models definitely 
Seld 125 





000*; Special Riviera, $2,305*. '55 Cen- 
tury Riviera, $1,880*%, $1,845, $1,835, 
$1,575; conv., $1,880. '54 Special Riviera, 
$1,500* (ps); 4-dr., $1,365*, $1,305*; Su- 
per Riviera, $1,425*, $1,400*, $1,310*; 
Century Riviera, $1,395* (ps). '53 Special 
Riviera, $1,250*; Super Riviera, $1,010*, 
$1,000, $925, $860*, $675*; RM Riviera, 
$925* (ps). 52 Super Riviera, $605*. ’51 
Special 4-dr., $260°, '50 Super Riviera, 
$205, $155, $145. 

(62) club coupe, $3,850* 
(ps). '53 (62) 4-dr., $1,585* (ps). 


CHEVROLET—’56 Bel Air (8) Sport coupe, 


$2,100*; conv., $1,825*. '55 Bel Air (8) 
Sport coupe, $1,550; Two-ten (8) 2-dr., 
$1,350, $1,170. °54 Bel Air Sport coupe, 
$1,250* (ps); 4-dr., $1,025, $825, $815*; 
conv., $1,005*; Two-ten 4-dr., $1,025, 
$825, $815*; Delray, $840*. °53 Bel Air 
sedan, $875, $725, $685; Two-ten sedan, 
$620. '52 SL Deluxe Bel Air, $625, $550; 
4-dr., $485. '51 SL Deluxe 4-dr., $255, 


$200. 
CHRYSLER—’53 Windsor 4-dr., $720* (ps), 


$645*. °49 4-dr., $175*. 


DeSOTO—’55 Fire Dome 2-dr., $1,715*. 
DODGE—’53 Coronet 2-dr., 


$575*; Mead- 


owbrook 4-dr., $456. 


FORD—’'56 Fairlane (8) 2-dr., $1,650; Cus- 


tom (8) 2-dr., $1,505; Main (8) 2-dr., 
$1,435. '55 Thunderbird, $2,150; Fairlane 
(8) 4-dr., $1,515; Custom (8) 4-dr., $1,- 


Used-Car Auction Prices 


AUTOMOTIVE NEWS, OCTOBER 1, 1956 











Prices are for sale of Sept. 14.) 


| good, Sold 269 cars out of 338 offerings.) | 
| BUICK—’56 Special Riviera, $2,370*, $2,-| 
325°. 
cial conv., $2,005*; Riviera, $1,780* (ps); 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 


(Market still going strong. Demand 


’55 Century Riviera, $2,045*; Spe- 





Fairlane (8) Crown Victoria, $1,745°*, 
$1,685*, $1,650*; conv., $1,400; Custom 
(8) 2-dr., $1,400*, $1,130. °54 Country 


sedan, $1,270. 


| HUDSON—’53 Super Jet 4-dr., $345, $285°*. 


‘51 Hornet club coupe, $230*, $195*. 


KAISER—'53 Manhattan 4-dr., $555*; 2- 
dr., $300*, ’51 Special 4-dr., $220. 
LINCOLN—’'55 Capri coupe, $1,920*. 


Capri 4-dr., $1,510* (ps). 
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750° (ps). "53 Commander 2-dr., $625*, 
$380*. '52 Champion 2-dr., $270*, $255°*; 
Commander 2-dr., $250*. '51 Commander 
4-dr., $165*; Champion 4-dr., $160, $150*. 


OMAHA 


(Richard Abel Auto Auction, Sale every 





54 | Thursday. Prices are for sale of Sept. 20.) 
'53 Capri 4-| BUICK—'56 Super Riviera, $2,390*; 4-dr., 


345; Custom (6) 4-dr., $1,165, $1,125. | 2-dr., $1,550*, $1,340. 54 Century station; dr., $1,065* (ps). $2,240* (ps); Special 2-dr., $1,850*. '55 
'54 Crest (8) Victoria,’ $1,225*, $1,000; wagon, $1,735* (ps); Riviera, $1,430*| mERCURY—’56 Custom station wagon, $2,-| Century Riviera, $1,850*, $1,785*, $1,- 
Custom (6) 4-dr., $915. °53 Crest (8) (ps); Special 4-dr., $1,405*, $1,340*, '53/ 375*. '55 Montclair coupe, $1,810*, $1,-| 750* Special Riviera, $1,395. °54 Century 
Victoria, $930*; Custom (8) sedan, $515*,| Super 4-dr., $975*. 700*; Monterey 4-dr., $1,530*; Custom| 2-F., $1,415* (ps); 4-dr., $1,250°. '53 
'52 Crest (8) conv., $245*. '51 Custom| CADILLAC—’56 (62) coupe, $3,895* (ps).| 4-dr., $1,290*; 2-dr., $1,450*, $1,240, ’54| Super 4-dr., $805, $750*. '51 Special 4-dr., 
(8) 2-dr., 2 at $300; Custom (6) 2-dr., "55 (62) 4-dr., $2,750* (ps), '54 (62)! Monterey coupe, $1,310*; 4-dr., $1,150*,| . $375*. 
$265, $260. '50 Custom (8) 2-dr., $210, coupe, $2,650* (ps). °53 (62) 4-dr., $1,-| $1,070, $1,050°. | CADILLAC "55 (62) 4-dr., $2,920* (ps), 
$125. j | 535* (ps). '52 (62) 4-dr., $1,250° (ps). | NASH—'55 Ambassador Country club, $1,-| ya os i a Pe de vei best: 
LINCOLN—'84 Capri 4- one '51 (62) coupe, $595*. 680* (ps): 4-dr., $1.535*. ’5 Tt. 910° (ps); 4-dr., $2,440* (ps), $1,985*; 
MERCURY a: toa a ose CHEVROLET—'56 Bel Air (8) Sport coupe, mation wagon, a 53 haohanmames (60) Special 4-dr., $2,800*. '52 (62) 4-dr., 
52 aqdr $400 9 ,380°, Sarees oe 2 PD ae on” an 4-dr., $620*. ’52 Ambassador 4-dr., $385°. | 126) aa ee se go cats cae 
had aie 5 wo-ten (8) 2-dr., ,645. ’ el Air "F ‘ < i (60) Special 4-dr., ‘> (61) coupe, 
NASH 52 Rambler station wagon, $455. (8) conv., $1,485*; Bel Air (6) 4-ar., | OL DAMOMILE see (08) aed $5. 680° $815*. 
51 Rambler 2-dr., $235. $1,340*, $1,330, $1,240; Two-ten (8) 2-| ps). '55 (88) Holiday, $1,950*. ’54 (98) | CHEVROLET—'56 Bel Air (8) Sport sedan, 
OLDSMOBILE — '56 (98) 4-dr., $2,765*| dr., $1,340*, $1,165; One-fifty (6) 2-dr.,| 4-dr., $1,715* (ps), $1,305* (ps): conv $2,185*; 4-dr., $1,985*, $1,965*, $1,870* 
(ps); (88) conv., $2,720*. ’55 (88) Holi- $1,000, $870. '54 Two-ten 4-dr., $800. '53| $1,645* (ps); (88) Super Holiday, $1,-| (PS); Sport coupe, $1,930*; Two-ten (8) 
day, $1,850*, $1,760*; (98) 4-dr., $1,825*. Bel Air 2-dr., $800; Two-ten Sport coupe, | 590°: 4-dr "$1 705*, $1,560* (ps) 53 4-dr., $1,830, $1,700*; 2-dr., $1,695, $1,- 
"54 (98) Holiday, $1,825* (ps); 4-dr., $1,- $750; 4-dr., $700, $685, $505. '52 SL De- (88) 4-dr., $640*, °52 (98) Holiday, $600* 630. '55 Bel Air (8) 4-dr., $1,720*, $1,- 
25. "51 (98) 4-dr., $330. '49 (88) 4-dr.,| luxe Bel Air, $650*, $630*, $555*; 2-dr., (ps). 2 : | 585°; 2-dr., $1,575*; Two-ten (8) station 
$140°. | $425. | PACKARD—’56 (400) coupe, $2,830* (ps).| W@80n, $1,660%, $1,625*; 2-dr., $1,290; 
PLYMOUTH—’'55 Savoy (6) 4-dr., $1,165.| CHRYSLER — °'55 NY Newport, $2,100*| °592 Clipper 2-dr., $350*, $235*. '51 Clip-| Deiray, $1,145*; Bel Air (6) 4-dr., $1,- 
’53 Savoy Suburban, $740, $660; 2-dr.,| (ps). ’53 Windsor Newport, $775*. '51/ per 2-dr., $250*, $145*. ’ | 300; Two-ten (6) 4-dr., $1,275, $1,185. 
$455; Belvedere 2-dr., $550. °52 Cran- Windsor 4-dr., $460*. PLYMOUTH—’'56 Belvedere (8) 4-dr., $1,- ‘54 Bel Air 4-dr., $1,150*; 2-dr., $1,025, 
brook Suburban, $465; 2-dr., $350. ’51| DeSOTO—'55 Fire Dome 4-dr., $1,585*. ’53| 710*, °55 Belvedere (8) Sport coupe. $1,- $1,000; Two-ten 4-dr., $870. '53 Bel Air 
Cambridge 4-dr., $150. Fire Dome 4-dr., $835* (ps). '51 Deluxe} 580*; Savoy (8) 4-dr., $1,060. '54 Belve-| 4-dr., $825, $775, $725; Two-ten 4-dr., 
PONTIAC—'55 Chieftain (8) 2-dr., $1,445,| 4-dr., $210. ’49 Deluxe 4-dr., $155. dere 4-dr., $605. '53 Cranbrook 2-dr.,| $795°, $775°, $670; 2-dr., $590, $575; 
$1,345*, $1,300. 54 Chieftain (8) conv.,|; DODGE—’55 Royal Diplomat, $1,535*, ’54 $645*;: Cambridge 2-dr., $355, °51 Cran- Carryall, $700. '52 SL Deluxe Bel Air, 
$1,100*. '53 Chieftain (8) Catalina, $820*; Royal 2-dr., $725. 52 Coronet Diplomat, brook conv., $365; club coupe, $255 | $615°; 4-dr., $575°*; club coupe, $450, 
4-dr., $740*, $535. °52 Chieftain (8) 4- $420; 4-dr., $325, $195; Meadowbrook) PONTIAC—'56 Chieftain (8) Catalina, $2,-| $340. "51 SL Deluxe 4-dr., 2 at $375*; 
dr., $535, $445, $360. °50 Silver Streak 4-dr., $300. '50 Coronet 4-dr., $210, | 240° (ps). '55 Chieftain (8) station wag-| Fl Deluxe 4-dr., $340, $265; 2-dr., $290. 
(8) 4-dr., $185. | FORD — ’56 Thunderbird, $3,055* (ps);| on, $1,705*; 2-dr., $1,235. °53 Chieftain) CHRYSLER—'55 (300) sedan, $2,595*. '53 
STUDEBAKER—'55 Commander 4-dr., $1,-| Fairlane (8) conv., $2,330%, $1,900*;| (8) station wagon, $1,050* (ps): Chief-| . Windsor sedan, $750* (ps). 
300*. '52 Commander 4-dr., $295, Crown Victoria, $2,000*; Victoria, $2,075* tain (6) 4-dr., $575. '52 Chieftain (8)| DODGE—'56 Royal Lancer, $2,100*; 4-dr., 
WILLYS—’'54 sedan, $385. | (ps), $2,015*; 4-dr., $2,020°, $1,990, $1,-| Catalina, $590*. ‘51 Silver Streak (8) 2,095° (ps). °55 Custom Royal conv., 
MISCELLANEOUS—’55 Ford % ton pick-| 770 (ps), $1,670; Custom (8) 2-dr., $1,-| 2-dr., $465*, $205* | $1,735°. "53 Coronet (8) 4-dr., $595°; 


up, $930. "49 GMC %-ton pickup, $125. 





625, $1,590°. 





"55 Thunderbird, $2,290*; 


STUDEBAKER—’56 President 4-dr., $1,-! 


FOR EXTRA SAFETY... 


(Continued on Page 44, Col. 1) 


MEET THE NEW ICC REGULATIONS 

















Dash hand valve is 


PSI, it avtomatically 


t 


sure for breakaway protection. 


GO_-_ 


MIDLAND 





manual, functioning as a part of 
Midland’s breakaway system. If emer- 
gency line pressure goes below 40 


brakes. They may also be applied and 
released manually by driver. 


Avtomatic shut-off valves eliminate hand-operated 
shut-off cocks and function as part of the Midland 
breakaway system to retain adequate tractor pres- 







automatic and 


applies trailer 


AND STOP 


SAFELY! 










Midland’s new air 
emergency relay 
valve meets the “no 
feed back” require- 
ment. Designed to re- 
duce application and 
release time. Safe- 
gvards against ve- 
hicle driveaway with- 
out sufficient air in 
the system. 


WITH WOODILAUNID EQUIPMENT! 


Midland’s tractor-trailer braking system is designed for the ultimate 
in braking protection. With this new system (1) tractor protection 
is AUTOMATIC, so important in split-second emergencies; (2) 
valves are large-capacity, giving you faster, more positive action; 
(3) you have a combination manual and automatic dash control 
valve for instantaneous application and release of trailer brakes; 
(4) manual shut-off cocks are eliminated . . . Specify Midland 
Power Brakes for extra quality performance, more positive protec- 
tion. Make it Midland, too, when replacing or modernizing the 
braking system on your present equipment. Your nearest Midland 
distributor is anxious to serve you. Just give him a call. 


THE MIDLAND STEEL PRODUCTS CO. 


6660 MT. ELLIOTT AVENUE & 
Export Department: 38 Pearl Street, New York, N.Y. 


DETROIT 11, MICHIGAN 










$1,825°* ; 


$140 


(ps) ; 


i El fg stint 


. 
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Used-Car Auction Prices 





Coronet (6) 4-dr., $410. 
brook 4-dr., $150. °49 4-dr., $165* 

FORD —,'56 Fairlane (8) 4-dr., 

club coupe, 

Wagon, $1,850. °55 Fairlane (8) Victoria, 

$1,735* ; conv., $1,520*. '54 Crest (8) Vic- 

toria, $1,300°; 4-dr., 2 at $875; Custom 

(8) 4-dr., $955°; 2-dr., 2 at $925; Crest 

(6) Victoria, $845; 4-dr., $890*. ‘53 Cus- 

tom (8) 4-dr., $730*, $620; Main (6) 2-dr., 

$550°. ‘52 Crest (8) 

conv., $585°; 4-dr., $550°; 

$440. '51 Custom (8) 2-dr., 

$265*, $250; 4-dr., $330°. '50 Custom (8) 

2-dr., $215, $170*. '49 Custom (8) 2-dr., 
$135°; conv., $135*. 

IN—’52 Pacemaker club coupe, $295°. 

LINCOLN—’ 56 Premiere 4-dr., $3,565* (ps). | 

MERCURY — '56 Custom 4-dr., 

Montclair Hardtop, $2,300*, 
135°. °55° Montclair 
(ps); 4-dr., $1,835*; Monterey 4-dr., $1,- 
755°; Custom 4-dr., $1,565°. '53 Custom 
4-dr., $745*, 50 4-dr., $215. 

NASH—’'55 Rambler station wagon, $1,425°*. 
*52 Custom 4-dr., $570*; Rambler station 
wagon, $450. 

OLDSMOBILE—’'56 
565° (ps); Deluxe 4-dr., $2,200*. '54 (88) 
Super 4-dr., $1,395* (ps). '53 (88) 2-dr., 
$865*. ’49 4-dr., $180. 

PLYMOUTH—’56 Savoy 
$1,850*. °'55 Savoy (8) 
$1,060; Savoy (6) 4-dr., $1,000. '54 Savoy 
4-dr., $705. °53 Cranbrook 4-dr., 
"52 Cranbrook 4-dr., $430; Concord 2-dr., 





+. 


This special show 
issue will appeor 
on newsstands at 
the time of the 
show, Dec. 8-16. 





(Continued from Page 43) 


‘51 Cranbrook conv., $315; Cam- 
bridge 4-dr., $210, $160. CHICAGO 
PONTIAC—’55 Chieftain (8) 2-dr., $1,280. (Greater Chicago Auto Auction. 
Ranch | STUDEBAKER—’55 Commander 4-dr., $1,- | &VeTy Thursday. Prices are for sale of 
015*. '53 Commander coupe, $775*, $745*; | Sept. 20.) 
Champion coupe, $545*,. ‘51 Champion 4- 
dr., $240*; Commander 4-dr., 2 at $200*. | BUICK—’56 Special station wagon, 
MISCELLANEOUS — '56 Chevrolet %-ton 580*; conv., $2,070*. '55 Super Riviera, 
$1,920* (ps), $1,815* (ps); Special conv., 
up, $1,350; %-ton pickup, $1,345; Cameo $1,620*. °54 Century Riviera, $1,620* 
pickup, $1,205; Ford dump truck, $1,325; (ps); Special Riviera, $1,270*, $1,100. 
%-ton pickup, $950, '52 Chevrolet %-ton "53 RM Riviera, $1,060* (ps); 
pickup, $495; Ford i-ton pickup, $480. Riviera, $1,000* (ps), $675; 4-dr., $795*. 
"52 Super Riviera, $650*. °51 Special 4- 
HARRODSBURG, KY ar. $320°. 
= ’ * CADILLAC—’55 (62) coupe de Ville, $3,- 
Auto Auction, Inc. Sale 325* (ps), $3,215* (ps); coupe de Ville, 
every Thursday. Prices are for sale of $3,200*° (ps). °54 (62) coupe de Ville, 
‘ $2,845* (ps); conv., $2,470* (ps). 
strong on good, clean (62) 4-dr., $1,260* (ps), $1,250° 
weak on rough offerings. Sold 53 coupe, $1,240*. '51 (62) 4-dr., $1,140*. 
cars out of 101 consignments.) 
BUICK—’51 Special 4-dr., 
Special 2-dr., $250. 
CADILLAC—’ 49 4-dr., $300. 


"50 Meadow- 








pickup, $1,390. '55 Chevrolet %-ton pick- 


Main (8) 2- 


(Blue Grass 


(Market still 


Two-ten 4-dr., 


(88) Super 4-dr., station wagon, 


(8) Sport coupe, 
Country sedan, 
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STUDEBAKER—’52 4-dr., $265. 


*50 (62) 4-dr., $700*. 


$360, $310, '50| CHEVROLET—’'56 Nomad station wagon, 

$2,250*; Bel Air (8) Sport coupe, $2,065*. 

’55 Bel Air (8) Sport coupe, $1,610*, $1,- 
CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 220; conv., $1,575*; 2-dr., $1,300°; 4-dr., 
$1,250, $1,145. ‘54 $1,480*; Bel Air (6) Sport coupe, $1,550*; 
$1,005; 4-dr., 4-dr., $1,425* (ps), $1,385*; Two-ten (8) 
Bel Air Hardtop, $815*; One-fifty 4-dr., $1,380, $1,370*; One-fifty (8) sta- 
$795, $690. 
wagon, $775; 2-dr., $620; Two-ten 4-dr., 


53 One-fifty station tion wagon, $1,350; Two-ten (6) 
$1,050, $1,045; One-fifty (6) 2-dr., $905*. 

$735. '52 SL Deluxe Bel Air, $650, $605; ‘54 Bel Air Sport coupe, $1,225* 
‘51 SL Deluxe 2-dr., $545. 2-dr., $1,100*; conv., $1,070*%; Two-ten 
"50 SL Deluxe 4-dr., $350. 4-dr., $875*. ‘53 Bel Air Sport coupe, 


DODGE—’51 Meadowbrook Hardtop, $305. $830, $795; conv., $820*, $570°; 
FORD—'55 Fairlane (8) Victoria, $1,450*; 


is tH AZ AG/C month... 


.-- for MOTOR TREND 
advertisers! 


The January issue of Motor 
Trend, the nation’s No. 1 auto- 
motive consumer magazine, 
will salute the revival of the 
great A.M.A. Automobile show 
by reporting on each of the new 
1957 models in detail! 


With extra pages, extra fea- 
tures and a BONUS CIRCULATION of 
more than 600,000 copies, this 
issue will become a reference 
guide for thousands of prosperous 
American families eager to 
purchase new cars and accessories! 


RESERVE YOUR AD SPACE NOW! 


MOTOR TREND MAGAZINE 


“Interpreter of the Detroit Scene to the U. S. Motoring Public” 
5959 Hollywood Bivd., Los Angeles 28, Calif. ¢ HOllywood 2-3261 


NEW YORK MIDWEST REP. 

Ben LaMaster John Cockerell 

550 Fifth Avenue 360 No. Michigan Ave. 
New York 36, N.Y. Chicago 1, Illinois 
Circle 6-1365 ANdover 3-6929 


2-dr., $1,205*; station wagon, $1,100. ’53 
Main (8) 4-dr., $735; Custom (8) 2-dr., 
$720. '52 Custom (8) 2-dr., $400, $305. 
MERCURY—’54 4-dr., $630. ‘53 Montclair 
sedan, $750*, $650*. '50 2-dr., $235. 
PLYMOUTH—'56 Plaza (8) 4-dr., $1,350. 
’53 Cranbrook 4-dr., $600. ’50 4-dr., $220. 
PONTIAC—’53 4-ir., $635. '50 2-dr., $165. 


(Sold 257 cars out of 452 offerings.) 





$525; Two-ten station wagon, $685; 4-dr., 





2 at $685..'52 SL Deluxe Bel Air, $675*; 
2-dr., $390*. '51 SL Deluxe Bel Air, $270*; 
2-dr., $255. "50 SL Deluxe Bel Air, $310*; 
2-dr., $245. 

CHRYSLER-—’'55 NY Newport, $2,050*%; 4- 
dr., $1,990* (ps); Windsor 4-dr., $1,900* 
(ps). '53 NY 4-dr., $700* (ps); Windsor 
4-dr., $610*. '51 Imperial Newport, $340* 
(ps). °49 Saratoga 4-dr., $240*. 


| DeSOTO—’55 Fire Dome Sportsman, $1,- 


780*, $1,680*, $1,610* (ps), $1,605*. °54 
Fire Dome 4-dr., $800* (ps), ‘53 Power- 
master 4-dr., $650*. 


| DODGE—'55 Royal (8) 4-dr., $1,150; Cor- 


onet (6) 4-dr., $1,065. '53 Coronet (8) 
4-dr., $550*; Meadowbrook 4-dr., $450*. 
FORD —'56 Thunderbird, $2,190; Ranch 
Wagon, $2,075* (ps); Fairlane (8) Vic- 
toria, $1,920*; conv., $1,800, $1,765; 2- 
dr., $1,800*; 4-dr., $1,740*. '55 Fairlane 
(8) Victoria, $1,635*, $1,535*, $1,425*, 
$1,380*; 4-dr., $1,455*; conv., $1,450°; 
Main (6) Ranch Wagon, $1,480; Custom 
(8) 2-dr., $1,030. '54 Crest (8) Victoria, 
$1,250, $1,175*, $1,100*; conv., $1,130*, 
$995; 4-dr., $900*, $745; Main (6) 4-dr., 
$635, $360; 2-dr., $565; Main (8) 2-dr., 
$600, '53 Crest (8) conv., $815*; Victoria, 
$790*; 4-dr., $645, $590; Main (8) 4-dr., 
$460. °52 Crest (8) conv., $560*, $550*; 
2-dr., $485. °51 Crest (8) conv., $280*. 
HUDSON—'55 Hornet Hollywood, $1,400*; 


4-dr., $1,190. '51 Hornet Hollywood, $240. | 


LINCOLN—'55 Capri 4-dr., $1,950* (ps). 
’53 Capri 4-dr., $865*. °51 4-dr., $355°*. 

MERCURY—’56 Monterey Phaeton, $2,350*; 
Custom Sport coupe, $2,000* ‘55 Mont- 
clair coupe, $1,890* (ps), $1,810*, $1,- 
600*; Monterey coupe, $1,710*, $1,695°; 
4-dr., $1,650*; Custom 2-dr., $1,290, $1,- 
180*, °54 Monterey Sun Valley, $1,250*° 
(ps); 4-dr., $1,160; coupe, $1,125*; Cus- 
tom Sport coupe, $1,050. ‘53 Monterey 
coupe, $1,000*; Custom 4-dr., $620. '52 
Custom 2-dr., $445*. °51 Custom 2-dr., 
$380. 

NASH "55 Ambassador 4-dr., $1,515*; 
Statesman 4-dr., $1,125; Rambler station 
wagon, $1,485. ‘53 Ambassador Country 
Club, $600*; Statesman 4-dr., $580, $570, 
$520, $430. '52 Statesman 4-dr., $465. 


OLDSMOBILE—’56 (88) Holiday, $2,380*) 


(ps). °55 (98) Holiday, $2,285* (ps), 
$1,875*; 2-dr., $2,120* (ps); (88) Super 
4-dr., $2.090* (ps); conv., $1,825*; Holi- 
day, $1,820*. °'54 (98) Holiday, $1,450* 
(ps); (88) 2-dr., $1,395*. "53 (88) conv., 
$800; 2-dr., $595. 52 (98) conv., $625°. 

PACKARD—’'53 Clipper 4-dr., $730*; (200) 
4-dr., $530, $435. 

PLYMOUTH—'55 Plaza (6) station wagon, 
$1,395; 4-dr., $810; Belvedere (6) Sport 
coupe, $1,275. °54 Belvedere Sport coupe, 
$825; 4-dr., $560°, $375. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
650° (ps); Star Chief (8) 4-dr., $1,210*. 
"54 Chieftain (8) 4-dr., $1,035°. °52 
Chieftain (8) Catalina, $610*. 

STUDEBAKER -— ‘53 Commander 4-dr., 
$605. 

WILLYS—'53 station wagon, $510. 

MISCELLANEOUS—'54 Ford %-ton pick- 
up, $675. "52 Dodge %-ton pickup, $360. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Sept. 19.) 

(Demand still very strong here for 
clean autos. We need more cars for west- 
ern buyers.) 

BUICK—’'55 Special Riviera, $1,485*. ‘54 
Super Riviera, $1,315*. 

CADILLAC—’48 conv., $270. 

CHEVROLET — ‘56 Bel Air (8) station 
wagon, $2,265°; 4-dr., $2,060°, $1,955°; 
Two-ten (8) station wagon, $2,070, $1,- 
895. '55 Bel Air (8) coupe, $1,735°; Hard- 
top, $1,545; Bel Air (6) 4-dr., $1,395; 
Two-ten (8) 4-dr., $1,215, $1,150; Two- 
ten (6) 2-dr., $1,200, $1,160°; 4-dr., 
$1,140; One-fifty (6) 2-dr., $1,080; 4-dr., 
$860. °'54 Bel Air 4-dr., $930°; 2-dr., 
$900; Two-ten 2-dr., $885, $625. '53 Bel 
Air 2-dr., $795; 4-dr., $775; coupe, $650; 
Two-ten 2-dr., $780, $750; One-fifty 2-dr., 
$565. °51 SL Deluxe 2-dr., $460°; Bel 
Air, $380. 

DeSOTO — '53 Powermaster coupe, $615*, 
$600° (ps). "50 Powermaster 4-dr., $180. 

DODGE — ‘56 Royal 4-dr., $2,000°, ‘51 
Meadowbrook 4-dr., $265. 

FORD—'56 Fairlane (8) 2-dr., $1,760. "55 
Thunderbird, $2,575*; Fairlane (8) Crown 
Victoria, $1,655°; 4-dr., $1,580° (ps); 
Victoria, $1,450; Custom (8) 4-dr., $1,- 
295°. °54 Crest (8) Crown Victoria, $960; 
4-dr., $1,070*. ‘53 Main (8) Ranch Wag- 
on, $830*; sedan, $650. '51 4-dr., $265. 

MERCURY—’'55 Monterey 2-dr., $1,900°. 
54 Monterey Hardtop, $1,225*; 4-dr., 
$1,195*. "51 station wagon, $375*; conv., 
$310; coupe, $175°. 

OLDSMOBILE — '56 (88) 4-dr., $2,320*, 
$2,225°. °'54 (88) Super 4-dr., $1,600°; 
2-dr., $1,150; Deluxe 4-dr., $1,380*°. ‘53 
(98) 4-dr., $825° (ps). "52 (98) 4-dr., 
$705°. "50 (88) 4-dr., $285°. 

PACKARD—’'S4 Clipper 4-dr., $835*. 

PLYMOUTH—'56 Piaza (6) 4-dr., $1,375. 
"55 Savoy (8) 4-dr., $1,155. °54 Plaza 
4-dr., $795, $615. ‘53 Cranbrook Belve- 
dere, $675*; Cambridge 4-dr., $475. °52 
Cambridge 4-dr., $330. 

PONTIAC—’'56 Chieftain (8) Catalina, $2,- 
090°; Star Chief (8) Catalina, $2,100*. 
"53 Chieftain (8) 2-dr., $750* (ps); Cata- 
lina, $750. '51 Silver Streak (8) Catalina, 


$335. 

MISCELLANEOUS — '54 Chevrolet %-ton 
pickup, $795. "52 GMC 1%-ton truck, 
$325. 


ALBANY 


(Tim Anspach Auto Auction, Sale every 
Monday» Prices are for sale of Sept. 17.) 
(Despite a heavy rainfall all day, the 
market showed a better turnout of cars 
and car buyers. Prices sparkled on all 
kinds except used ’56és. New-car dealers 


troductions 
Seld 118 cars out of 145 offerings.) 
BUICK—’55 Super 4-dr., $1,710* (ps), $1,- 
660° (ps); Special Riviera, $1,615, . $1,375 
(ps). °54 Century coupe, $1,400* (ps); 
Special conv., $1,200. ‘53 RM conv., $1,- 
410° (ps); Super 4-dr., $890*; Special 
4-dr., $785. '51 Super 4-dr., $450*, $330°. 
CADILLAC—’'54 (62) coupe de Ville, $2,- 
700* (ps). ‘50 (62) 4-dr., $600* (ps). 
CHEVROLET—’56 Bel Air (8) conv., $2,- 
050°; 4-dr., $1,840. '55 Bel Air (6) 2-dr., 
$1,550; Two-ten (6) 4-dr.. $1,100. '54 
Two-ten station wagon, $1,260*; Bel Air 
4-dr., $960. ‘53 Bel Air 4-dr., $835; 2- 
dr., $670; Two-ten 4-dr., $715; 2-dr., 
$780, $700; One-fifty 4-dr., $600, $350, 
$300; coupe, $500, $470. '52 FL Deluxe 
2-dr., $500; SL Deluxe 2-dr., $410*, '51 
SL Deluxe 2-dr., $370, $360, $300; FL 
Deluxe 4-dr., $280*, '50 SL Deluxe conv., 





$320*; conv., $300*; 4-dr., $370; FL De- 
luxe 4-dr., $250*%, $235*; 2-dr., $240. °49 
SL Deluxe 2-dr., $150. 

CHRYSLER—'54 NY 4-dr., $1,110* (ps). 

DeSOTO—'52 Fire Dome Sport coupe, $450* 
(ps); Custom coupe, $380. 51 Deluxe 4- 
dr., $220. 

DODGE — '53 Meadowbrook 4-dr., $610*. 
"52 Coronet conv., $225*. ‘51 Coronet 
coupe, $300*. 

FORD—'56 Main (6) 2-dr., $1,430. '55 Cus- 
tom (8) 2-dr., $1,225*; Main (6) 4-dr., 
$900 (police car). '54 Crest (8) Country 
sedan, $1,090*; Custom (8) 2-dr., $860; 
4-dr., $790*, $730. '53 Crest (8) Victoria, 
$900, $885. '52 Crest (8) Victoria, $660*; 
Custom (8) 2-dr., $490, $385. 

MERCURY—’54 Monterey 4-dr., $970*. °52 
Monterey Sport coupe, $835*. °51 Custom 
4-dr., $310*, $300. '50 Custom club coupe, 
$170. 

NASH—’'54 Custom 4-dr., $635. '51 States- 
man 2-dr., $160; 4-dr., $100. 

OLDSMOBILE—’'56 (88) Holiday, $2,350* 
(ps), $2,350°. '55 (88) Super cov., $1,- 
860. '54 (88) Holiday, $1,500*. °53 (98) 
Holiday, $1,050*; (88) Super 4-dr., $960*. 
"52 (88) 4-dr., $700%; 2-dr., $420*. ‘51 
(88) Holiday, $370*, '49 (76) 4-dr., $120; 
2-dr., $110*. 

PACKARD — '52 Clipper 4-dr., $200. "51 
(200) 4-dr., $290*. 

PLYMOUTH — ‘56 Belvedere (6) Sport 
coupe, $1,800. °53 Cambridge Savoy, 
$735; Cranbrook 4-dr., $570. '50 Special 
Deluxe 4-dr., $200. 

PONTIAC—’55 Chieftain (8) conv., $1,- 
850° (ps). '54 Chieftain (8) 2-dr., $680. 
‘53 Chieftain (8) conv., $760*; 4-dr., 
$695*, $620*. °51 Silver Streak (8) Cata- 
lina, $440. °'50 Silver Streak (8) 2-dr., 
$275*, $200. 

STUDEBAKER—’53 Champion 4-dr., $540. 

WILLYS—’'52 station wagon, $500. 

MISCELLANEOUS—’52 English Ford Con- 
sul, $200; Chevrolet 4:-ton delivery, $150. 
‘51 Chevrolet %-ton panel, $180; Ford 
%4-ton pickup, $380. "50 GMC *%-ton 
panel, $190. '49 Ford %-ton pickup, $160. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of Sept. 20.) 

(Sold 130 cars out of 198 offerings.) 

BUICK—’56 Super Riviera, $2,200°. ‘54 
Super 4-dr., $1,230* (ps); Century Rivi- 
era, $1,285*; 4-dr., $1,125*. "53 Super 4- 
dr., $830*. "52 Super 4-dr., $525*; Special 
4-dr., $520*; Hardtop, $310. 50 Super 
4-dr., 2 at $200*. "49 Super 4-dr., $130°. 

CHEVROLET—'55 Beil Air (8) 4-dr., $1,- 
365*; Sport coupe, $1,580*; Two-ten (8) 
4-dr., $1,295*, $1,210*; 2-dr., $1,125. "54 
Bel Air Sport coupe, $1,175, $1,155°; 
4-dr., $930°; Two-ten 4-dr., $860°, $735°; 
2-dr., $730; One-fifty Handyman, $965; 
2-dr., $675; 4-dr., $850. "53 Bel Air 4- 
dr., $840, $825*; 2-dr., $760; Two-ten 
4-dr., $795*; club coupe, $645; One-fifty 
2-dr., $590. "52 SL Deluxe Bel Air, $660°; 
4-dr., $465; 2-dr., $460; SL Special 2-dr., 
$420. "51 SL Deluxe coupe, $425*; 4-dr., 
$340; FL Deluxe 4-dr., $325. ‘50 SL De- 
luxe 2-dr., $205; SL Special 4-dr., $155. 
"49 SL Deluxe 4-dr., $205, $165. 

CHRYSLER—'53 Windsor 4-dr., $775* (ps). 

DODGE—’56 Coronet Hardtop, $2,020*°. '55 
Coronet Hardtop, $1,505* (ps). 

FORD—'56 Fairlane (8) 2-dr., $2,010; 4- 
dr., $1,850° (ps); Custom (8) 4-dr., $1,- 
560. 55 Custom (8) 4-dr., $1,335, $1,325, 
$1,285, $1,260; 2-dr., $1,300, $1,270, $1,- 
195; Main (8) 2-dr., $975; Main (6) 2-dr., 
$935, $875. "54 Custom (8) 4-dr., $1,030*, 
$960; 2-dr., $955; Main (8) 4-dr., $905. 
53 Main (8) Ranch Wagon, $925; Cus- 
tom (8) 4-dr., $795; 2-dr., $775. '52 Crest 
(8) conv., $375; 4-dr., $665. "51 Custom 
(8) Victoria, $500°; 2-dr., $375, $295°; 
Deluxe (8) 4-dr., $350. ‘50 Custom (6) 
coupe, $190. "49 Custom (8) 4-dr., $210; 
2-dr., $140. 

LINCOLN—'53 Capri 4-dr., $990° (ps). 

MERCURY — '56 station wagon, $2,420*. 
"54 Custom 4-dr., $1,170. '53 4-dr., $860, 
$830; 2-dr., $825. "51 4-dr., $350, °49 4- 
dr., $160. 

NASH—'55 Ambassador station wagon, $1,- 
370. '52 Statesman 4-dr., $375. ‘51 Ram- 
bier sedan, $185. 

OLDSMOBILE—’55 (88) Super 4-dr., $1,- 
935° (ps). "54 (88) 4-dr., $1,250° (ps). 
"53 (98) 4-dr., $965°. "51 (98) Holiday, 
$425; 4-dr., $290°. 

PLYMOUTH— 56 Savoy (8) sedan, $1,790. 
'55 Plaza (8) club coupe, $1,060; 2-dr., 
$995; Savoy (8) 4-dr., $1,120. '54 4-dr., 
$700. °53 Cranbrook 4-dr., $515°, $475, 
$455; Cambridge 4-dr., $375. °52 Cam- 
bridge club coupe, $295, $285. ‘51 Cran- 
brook 4-dr., $310. ‘50 2-dr., $135. 

PONTIAC—'56 Chieftain (8) 4-dr., $2,- 
065°. ‘55 Chieftain (8) station wagon, 
$1,580°; 2-dr., $1,330. '54 Chieftain (8) 
4-dr., $925*, $830°. "51 Silver Streak (8) 
2-dr., $360°. ‘50 Silver Streak (8) 2-dr., 
$220*. °49 Silver Streak (8) coupe, $205°. 

STUDEBAKER — ‘52 Commander coupe, 
$210. '51 Commander 4-dr., $110*. 

WILLYS—’'47 station wagon, $240. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Sept. 18.) 

(Market off slightly as a large consign- 
ment made for a fast sale. Dealers bid- 
ding cautiously as clean autos are still 


(Continued on Page 45, Col. 1) 





TIRES 


HOW MUCH MONEY was 
spent for them by truck fleet 
operators last year? 


The greatest survey of the roll- 
ing market ever made shows— 


$430 MILLION 


FLEET OWNER KNOWS new 
market figures for 108 other 
major automotive products. 


See pages.30 and 31 
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Used-Car Auction Prices 





(Continued from Page 44) 


searce in the N. Y. area. Sold 124 cars 
out of 163 offerings.) 

BUICK—’55 Super Riviera, $1,900*; Cen- 
tury 4-dr., $1,670*. '54 Super conv., $1,- 
500*; Riviera, $1,480*, $1,260°; Century 
Riviera, $1,320*; Special Riviera, $1,420*, 
$1,190*, $1,025*; 4-dr., $1,020*. '53 Spe- 
cial Riviera, $880*. '51 Special Riviera, | 
$510, $340*; 2-dr., $370. '50 Super 4-dr., 
$220*, $175*. °49 Super 4-dr., $160*. 


CADILLAC—’56 (62) coupe, $3,850* (ps). 
'55 (62) coupe, $3,260* (ps). "52 (62) 
4-dr., $1,350* (ps); conv., $1,110*. ‘51 


(60) Special 4-dr., $865°. "50 (62) 4-dr., 
$600*; (61) 4-dr., $580°*. 

CHEVROLET-——'55 Bel Air (8) 2-dr., $1,- 
200; Two-ten (8) 4-dr., $1,125, $1,115, 
3 at $1,065, $1,020, $1,010; 2-dr., $1,140, 
$1,100, $1,090, $1,085, $1,075, $1,055; 
One-fifty 4-dr., $980. 54 Bel Air Hard- 
top, $1,095*; conv., $1,045*; Two-ten 
4-dr., $810, $800; One-fifty 4-dr., $670, 
$625. '53 Bel Air 2-dr., $720, $690; 4-dr., 
$680; One-fifty 4-dr., $395. '52 SL Deluxe 
conv., $375; 4-dr., $310. ‘51 SL Deluxe 
2-dr., $280*. '50 SL Deluxe 4-dr., $225°*, 
$210, $205; 2-dr., $130, $125. '49 SL De- 
luxe conv., $130. 

CHRYSLER — '56 Nassau 2-dr., $1,960* 
(ps). "55 Windsor 2-dr., $1,850° (ps); 
4-dr., $1,375*. "54 NY 4-dr., $1,100* (ps). 
*53 Windsor Newport, $690*; 4-dr., $510°*, 
$390°. ‘52 Saratoga 4-dr., $350°. ‘51 
Windsor 4-dr., $360*; 2-dr., $210°. 

DeSOTO—'52 Fire Dome 4-dr., $330*. 

DODGE ’53 Coronet Hardtop, $710*; 
Meadowbrook 4-dr., $360*. '52 Meadow- 
brook 4-dr., $285°*. 

FORD—'56 Fairlane (8) Victoria, $1,850° 
(ps); Custom (8) 2-dr., $1,600°. ‘55 
Fairlane (6) 2-dr., $1,070*. "54 Crest (8) 


Victoria, $1,175*; Custom (8) 2-dr.,/ 
$800°, $785*, 2 at $725. °53 Crest (8) 
Victoria, $600*; Main (6) 2-dr., $565, 
$410. °52 Main (8) 4-dr., $410; 2-dr., 
$415; Business coupe, $210. °49 2-dr., 
$170. 

MERCURY—'56 Montclair 4-dr., $2,050*. 


’55 Monterey 4-dr., $1,300*. '54 Monterey 
Sun Valley, $1,210*; 4-dr., $1,070*. ‘53 
4-dr., $520; 2-dr., $910°. °51 4-dr., $370*, 
$300; 2-dr., $210. 


OLDSMOBILE—'53 (98) conv., $870*. '52) 
(98) 4-dr., $545°, $450°; (88) 4-dr., 
$455*°. "49 (88) 4-dr., $125°. 

PACKARD—’'53 Clipper 4-dr., $625*. ‘51 
Clipper 4-dr., $275*. 

PLYMOUTH—'56 Plaza (8) 4-dr., $1,550. 
‘55 Belvedere (8) conv., $1,370*; 4-dr., 
$1,175*. ‘53 Belvedere Hardtop, $495; 


Cambridge 4-dr., $400, $390; 2-dr., $365. 
PONTIAC—'56 Chieftain (8) Catalina, $2,- 
140° (ps), $2,000°. °'55 Chieftain (8) 
Catalina, $1,380°. '54 Star Chief (8) 4- 
dr., $1,010*. ‘52 Chieftain (8) conv., 
$650°, $500°; 2-dr., $575°*. | 
STUDEBAKER—'56 President 4-dr., $1,- 
800° (ps). °53 Champion 4-dr., $415. 


WILLYS—’'52 Aero Ace 2-dr., $300. 
MISCELLANEOUS— 54 Austin 4-dr., $500. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept. 18.) 
(Sold 287 cars out of 417 offerings.) 
BUICK—'56 Century 2-dr., $2,490° (ps); 
Super 2-dr., $2,325* (ps); Special Rivi- 
era, $2,285°. '55 Super Riviera, $1,880*; 
Special Riviera, $1,850°, $1,845*. '54 RM 
Riviera, $1,675* (ps); Century 2-dr., $1,- 
575°; Super Riviera, $1,435*, $1,225*; 
Special 4-dr., $1,325*, $1,235°. 
CADILLAC—'56 (62) sedan de Ville, $4,- 
400° (ps), $4,165*° (ps); coupe, $4,030* 
(ps). "55 (62) conv., $3,270* (ps); coupe, 
$3,185*° (ps), $3,095° (ps), $3,065* (ps). 
’54 (62) coupe de Ville, $2,880* (ps); 
coupe, $2,855° (ps), $2,740* (ps). 
CHEVROLET—'56 Corvette, $3,000* (ps); 
Bel Air (8) 2-dr., $1,880*; conv., $1,705*; 
Two-ten (6) 4-dr., $1,805°; 2-dr., $1,500, 
$1,390. ‘55 Bel Air (8) Sport coupe, $1,- 
665°; Bel Air (6) 2-dr., $1,500°, $1,485° 
(ps); Two-ten (8) station wagon, $1,590°; 





4-dr., $1,295°, $1,150. '54 Two-ten (6) 
4-dr., $805°; 2-dr., $795°. '53 Bel Air 
conv., $555°. ‘52 SL Deluxe 2-dr., $540*, | 
$440, $425. 

CHRYSLER — '53 Windsor 4-dr., $850*, 
$800*, $555. 

DeSOTO—’'53 Fire Dome 2-dr., $825. 

DODGE—’'56 Coronet 4-dr., $1,775*. ‘55 


Royal (8) Hardtop, $1,675*; Coronet (6) 
4-dr., $1,220*. °53 Coronet station wagon, 
$675; 4-dr., $600, $590. °52 Coronet 4-dr., 
$425. 





FORD—’56 Fairlane (8) Victoria, $2,000* 
(ps), $1,810°. °55 Thunderbird, $2,300* 
(ps); Country sedan, $1,740; Fairlane 
(8) Victoria, $1,545*, $1,375; 2-dr., $1,- 
325; Ranch Wagon, $1,195*; Custom (8) 
2-dr., $1,070. °54 Crest (8) Victoria, $1,- 
185, $1,120*, $995°; Custom (8) 4-dr., 
$1,025*, $1,005*; Main (6) 2-dr., $550. 

HUDSON—’53 Hornet 4-dr., $510; Wasp 
4-dr., $440°. 

LINCOLN—’53 Cosmopolitan 4-dr., $675*. 

MERCURY—’56 Monterey Hardtop, $2,185; 
Custom 2-dr., $1,730. 55 Monterey 4-dr., 
$1,975° (ps), $1,665°, $1,580°; station 
wagon, $1,830*; Montclair Hardtop, $1,- 
810; Custom 2-dr., $1,575. 

NASH—’56 Rambler station wagon, $2,070*. 
'55 Statesman 2-dr., $1,300*; 4-dr., $1,- 
300; Rambler station wagon, $1,250. '54 
Statesman club coupe, $1,070*. '53 States- 
man club coupe, $770. 

OLDSMOBILE—’56 (98) Holiday, $3,040* 
(ps); 4-dr., $2,965° (ps). °55 (88) Holi- 
day, $2,230* (ps), $2,205* (ps), $2,170° 
(ps), $2,150* (ps), $2,140*; (98) Holi- 
day, $2,200* (ps), $2,100° (ps). 
Holiday, $1,880* (ps); conv., 
(ps); (88) 4-dr., $1,560°, $1,540° (ps), 
$1,465*, 2 at $1,450°. 

PACKARD — ’'54 Panama sedan, $1,055*, 
$1,000*; Clipper 4-dr., $940*. '53 Clipper 
4-dr., $765*. °52 (300) 4-dr., $500°. 

PLYMOUTH—’'55 Belvedere (8) conv., $1,- 
300; Savoy (6) 4-dr., $1,105; Savoy (8) 
2-dr.; $1,070*. ’'54 Belvedere 4-dr., $910; 
Sport coupe, $780*; station wagon, $895; 
Plaza 2-dr., $680. 

PONTIAC—’55 Star Chief (8) Catalina, | 
$1,905*; Chieftain (8) 4-dr., $1,400*; 2- 
dr., $1,335*, $1,300*. ’54 Star Chief (8) 
Catalina, $1,485*, $1,360°; 2-dr., $1,210. 
'53 .Chieftain (8) Catalina, $960, $825°. 


STU DEBAKER—’55 Commander 2-dr., $1,- 
130*, $1,050*; President coupe, $1,400. 
'54 Champion 2-dr., $485. 


WILLYS—’53 2-dr., $445. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Sept. 20.) 
(Prices high in spite of imminent an- 
nouncements on °57 models. Sold 96 cars 
out of 113 offerings.) 
BUICK—’51 RM conv., $320*; Special 4-dr., 
$260*. °50. Super station wagon, $195*, 
$190. '48 Super 4-dr., $100. 


CHEVROLET—’56 Bel Air (6) 2-dr., $1,- 
785°. '55 Two-ten (8) 4-dr., $1,240. '54 
One-fifty 2-dr., $725. ‘53 Bel Air 2-dr., 
$885*, $705; Two-ten 4-dr., $775*. '52 
FL Deluxe 2-dr., $355*, $350*, $295*. 

CHRYSLER — °51 NY Hardtop, $485*; 
Windsor 4-dr., $130. 

DODGE — ’*50 Coronet 4-dr., $130. °49 
Meadowbrook 4-dr., $170; Coronet club 
coupe, $145. 


FORD—’56 Custom (8) 4-dr., $1,795*. '55 
Custom (8) 4-dr., $1,250*, '54 Main (8) 
4-dr., $670; Main (6) 2-dr., $400. ’52 
Custom (8) 4-dr., $575; Custom (6) 2-dr., 
$295. °51 Custom (8) station wagon, 
$365; Deluxe (8) 2-dr., $405*, 2 at $325; 
Deluxe (6) 4-dr., $270. '50 Custom (8) 
2-dr., $250, $195; conv., $130; Custom 
(6) 2-dr., $170; Deluxe (8) 2-dr., $205; 


Deluxe (6) 2-dr., $100. °49 Custom (6) 
2-dr., $270; Custom (8) 4-dr., $155; club 
coupe, $130. 


NASH—’55 Rambler station wagon, 
270; 2-dr., $800. 


OLDSMOBILE—’55 (88) 4-dr., $1,760*, '53 
(88) Super 2-dr., $890*; Deluxe 4-dr., 
$775. '51 (88) 4-dr., $490*. '50 (98) Holi- 
day, $460°*. 


PLYMOUTH—’56 Belvedere (8) conv., $1,- 
965*; Savoy (8) 2-dr., $1,650. '55 Belve- 
dere (8) 2-dr., $1,275. °54 Plaza 4-dr., 
$595. °53 Cranbrook Belvedere, $670*. '51 
Cranbrook 4-dr., $330. '50 Special Deluxe 
2-dr., $310, $220, $2175. °49 Special Deluxe 
4-dr., $165, $150. 


PONTIAC— 56 Chieftain (8) 4-dr., $1,920*. 
’55 Star Chief (8) Catalina, $1,860*. '53 
Chieftain (8) station wagon, $720*; 2-dr., 
$685; Chieftain (6) 2-dr., $680. 


STUDEBAKER—’53 Champion 4-dr., $460*. 
*51 Commander 4-dr., $265*. 


MISCELLANEOUS—’55 Ford (8) %-ton 
pickup, $925. '52 Henry J (6) Sport car, 
$405*. ‘51 Chevrolet %-ton panel, $205. 
’50 Chevrolet 1%-ton van, $375; 1-ton 
panel, $130. 


LITTLETON, COLO. 


(Denver Auto Auction, Sale every Friday. 
Prices are for sale of Sept. 14.) 


BUICK—’56 Century Riviera, $2,585* (ps), 
$2,500* (ps); Special conv., $2,125*, $1,- 
925*. °55 Century Riviera, $2,125* (ps); 
Special 2-dr., $1,750* (ps), $1,400. ‘54 
Century Riviera, $1,435*; Special 4-dr., 
$1,185, $925. °51 station wagon, $595*; 
Super Riviera, $400*. 

CADILLAC—'56 (60) 
600* (ps), $4,500* 
Ville, $4,420° (ps); 


$1,- 


Special sedan, $4,- 
(ps); (62) sedan de 
coupe de Ville, $4,- 


350° (ps). '55 (62) 4-dr., $2,895*° (ps). 
’47 4-dr., $390°, 
CHEVROLET — '56 Two-ten (8) station 


wagon, $2,320, $2,075; Bel Air (8) 2-dr., 
$1,835; Bel Air (6) conv., $1,725*. ’55 
Bel Air (8) conv., $1,780* (ps); Sport 
coupe, $1,750*. '54 Two-ten 4-dr., $995*. 
’53 Bel Air Sport coupe, $950 (ps); One- 
fifty 4-dr., $500. 

DeSOTO — '56 Fire Dome 4-dr., 
(ps), $2,820°*. 

DODGE—’54 Coronet club coupe, $835*. 
’53 club coupe, $355. °51 4-dr., $215. 
FORD—'56 Country sedan, $2,215, $2,155*; 
Fairlane (8) Victoria, $2,100, $1,825°; 
4-dr., $1,975* (ps), $1,830*, $1,695; Fair- 
lane (6) conv., $2,050 (ps), $1,975* (ps). 
°55 Thunderbird, $2,455* (ps); Main (8) 
Ranch Wagon, $1,600; Fairlane (8) conv., 
$1,550; 2-dr., $1,430*°. '52 Crest (8) Vic- 
toria, $750*. °51 Custom (8) Victoria, 

$405*. °50 Custom (8) 2-dr., $255. 
HUDSON—’52 Hornet 4-dr., $360°*. 
MERCURY—’'55 Montclair coupe, $1,905*. 
NASH—’56 Rambler 4-dr., $1,430, ‘53 2- 
dr., $700. 
OLDSMOBILE—’56 (88) Holiday, $2,495*, 


$2,960* 


$2,450*, $2,350*. °55 (98) Holiday, §$2,- 
255* (ps); 4-dr., $2,070* (ps). °54 (88) 
Super 2-dr., $1,265*. °53 (88) Holiday, 


$1,030* (ps); 2-dr., $905*. 
PACKARD—’'56 Clipper 4-dr., $2,420* (ps). 
"52 conv. coupe, $470*. 


PLYMOUTH '56 Belvedere (6) 
coupe, $1,855*; Plaza 4-dr., $1,515. 


PONTIAC—’' 56 Chieftain (8) 4-dr., $2,155*. 
"54 4-dr., $975°. 

STUDEBAKER—’'56 Commander 2-dr., $1,- 
750° 


Sport 


WILLYS—’'56 Jeep, $1,100. "48 Jeep, $415. 
MISCELLANEOUS — '56 Chevrolet 2-ton 
cab and chassis, $2,465. °54 Chevrolet %- 
ton pickup, $750. ‘53 Chevrolet %-ton 


45 


pickup, $725. °51 Dodge %-ton pickup, 
$345; Chevrolet %:-ton pickup, $360. 
* * * 


— Auctions in Brief — 
VALDOSTA, GA, 

Tom Hewitt Auto Auction, Sales every 
Thursday and Friday (Sept. 20-21). Busi- 
ness good with top prices on '49s and '50s. 
Weather fair and warm. Sold 274 cars out 


of 361 offerings. 
* * * 


DANVILLE, VA. 

Danville Auto Auction, Sale every Wed- 
nesday (Sept. 19). Continued very high 
sales percentage. We need more and more 
clean '5is through '53s, Sold 118 cars out 
of 146. 


- * * 
INDIANAPOLIS 

Ken Schaefer Auto Auction, Inc. Sale 

every Thursday (Sept. 20). Market re- 


mained very active here as the demand for 
older model cars held strong. 
* * * 


MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 
day (Sept. 21). The market was good today 
on older models. Late models suffered a 
slight decline. The sale was well attended 
as 361 cars were offered. Buyers purchased 
288 or 80 percent of them. 

* * * 


BEL AIR, MD. 


Bel Air Auto Auction. Sale every Thurs- 
day (Sept. 20). The sale today was very 
good and is growing in volume, We had 
almost 200 cars offered as the demand for 
clean autos still exists and brings top 
dollar. 
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John T. Benedict 


Engineering Editor 


Cost, Application Ease 
New Paint Research Targets 


i ANOTHER two years, it is 
likely that the entire auto in- 
dustry will have adopted the new 
acrylic lacquers and coconut oil- 
melamine enamels. Despite signifi- 
cant progress in luster-retention 
and durability properties, it is safe 
to say that auto finish advance- 
ments have not obviated the need 
for maintenance products such as 
cleaners, polishes and waxes. 

While preparing the feature ar- 

ticle on polish and wax trends for 
our Sept. 24 issue, I learned that 
a number of individuals working 
in this field would be vitally in- 
terested in knowing what direction 
future developments in automotive 
paints is likely to take. 

Uppermost in their minds is the 
primary question: Will paint 
chemists and auto makers con- 
tinue to press for additional 
gains in resistance to dulling and 
the effects of weather? 

“What next,” they ask, “are the 
paint and automotive industries 
* aa * 


TELESCOPING BUMPER FOR .9g DECELERATION 





planning to push further than the 
new types of paints?—-which al- 
ready provide the car owner with 
a finish that will retain a high 
luster and remain undamaged by 
the elements considerably longer 
than conventional lacquers and 
enamels.” 

Such information is of obvious 
value to executives engaged in long- 
term planning for cleaners and 
polish or wax products. 

The answer appears to be that, 
although it should not be assumed 
that paint quality progress is to 
halt at levels offered by the newly 
developed finishes, major emphasis 
may be diverted to other aspects 
of the problem. 


r 


THIS connection, it is pertinent | 
to note that a leading paint 
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authority has said that a further in- 
crement of improvement in gloss 
retention’ and durability may no 
longer represent a worthwhile re- 
search goal. 

Taking this to mean that, for the 
immediate future, paint quality is 
regarded as being at a satisfactory 
level, attention now is directed 
mainly toward two goals: 

(1) Overcoming physical limita- 
tions in efforts to extend the avail- 
able color range still further, for 
example, broaden the variety of 
bright colors produced — particu- 
larly in the yellow and red ranges. 

(2) Intensive work to reduce 
the time and cost involved in 
painting a car. In simplest terms, 
this involves finding ways and 
means of: (a) reducing costs of 
the new lacquers and enamels 
and “getting them into the can” 
more cheaply; and (b) devising 
techniques for “moving the paint 
from the can to the car” more 
quickly and at reduced cost. 

Success in these projects will 
surmount present objections to the 
new types of paint—which provide 
remarkable improvement in quality, 
but at some sacrifice in ease of ap- 
plication and cost. 

= > 


Shock-Absorbing Bumper 
Requirements Qutlined 


[/pzstex requirements, dimen- 
sions and shock-absorbing pos- 
sibilities of telescoping bumpers 
were described by Charles A. 
Chayne, General Motors engineer- 
ing vice-president, in his presenta- 
tion before the congressional com- 
mittee on traffic safety. 

“Serious consideration has been 
given on a number of occasions to 
the matter of shock-absorbing 
bumpers,” said Chayne. “I am sure,” 


+ 


proximate length of “bumper 
| stroke” needed to assure limiting 
deceleration force to any assumed 
value. 


The family of parallel speed lines 
facilitates determination of these 
bumper stroke dimensions for a 
range of speeds from two to 25 
miles per hour. 

* * + 

E chart shows that, to deceler- 
ate at a 2 g rate from 10 m.p.h., 
a bumper stroke of 20 inches would 
be needed. For a speed of 20 m.p.h., 
the bumper would have to extend 
nearly seven feet (80 inches) ahead 

of the car! 
If the 20-inch telescoping bump- 

er were used for a stop from 20 

m.p.h., the average deceleration 

value would rise from 2 g (the 
value for a stop from 10 m.p.h.) 
to 8 g. 

In his discussion, Chayne in- 
cluded an illustration which gave 
a few specific examples to indicate 
the telescoping bumper lengths re- 
quired for a 0.9 g deceleration from 
various speeds. These examples de- 
pict bumper extension lengths 
needed to approximate “panic stop” 
or emergency braking for cars with 
brakes in good condition, ample tire 
tread and dry, clean concrete pave- 
ment. 

It is apparent that, for practical 
purposes, the required bumper pro- 
jection ahead of the car is excessive 
even for low car speeds and de- 
celeration rates, (Chayne also) 
pointed out that shock absorbing} 
cylinder size and weight would 
have to be considered.) In con- 
clusion, Chayne asserted that 
cushioning bumpers that would be 
effective at high speeds would be 
“even more impractical.” 
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Telescoping Bumper Possibilities— 


For any arbitrarily assumed values of deceleration rate, this chart makes it possi- 
ble to determine the required length of bumper shock absorber extension for various 
car speeds. 
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he continued, “that suggestions 
have been or will be made that! 
something along this line should be! 
developed.” 


Then, in an apparent effort to 
guide any such suggestions along 
reasonable lines — and forestall 
those ideas which would require 
repealing natural physical laws 
pertaining to motion and energy, 
Chayne offered the accompanying | 
chart as a realistic device for 
summarizing requirements to be 
met by a shock-absorbing bumper. 
Starting with the typical car of| 
4,000 pounds gross vehicle weight, | 
this logarithmic plot shows a num-| 
ber of related design factors for 
telescoping bumpers. It is possible, 
for example, to determine the ap- 




































































are released here weekly, as | grock-| Chev- Dia- Stude- 
compiled by R. L. Polk repre- | way | rolet — Dodge Mack | Reo | baker | White | Willys | Misc. 
sentatives in state capitals. 
12 States Previously ' | 3977 67; 700} 3397) S907) «1519; = (142 26} 16 116] = 234| 1106-11307 
Reported for August 55 1| 4961 56} 936} 4419) 1485) 1627) 145 3% 170 141 322| 103) 14402 
Connecticut 56) i; 241 7 53) = 6! 153 16 5 7 = | 10} 847 
‘55 | 1} 243 6 | 222 63 122 20 * 7 28 24 10} —«8i4 
Florida 56) | 668 15 120| a 216, 267 60 18} 26 13} 13) 2241 
55) | 798 5 134) 772) ~—29t|_—=d170 29 9 25 27| _‘103 22| 2385 
Idaho 56) | 172) l 57; ‘152 57 83 a i8 3] 25 ‘| 578 
‘55 | 206} 1 67 162 83 83 8| 13 61 1 685 
Kansas 56| | 362 3 44 2 69; «168 2) 5 14 7 a ‘| 1108 
‘55 | 420 2 44| 456, 108 132 1 5 17 6 13 2| 120 
New Mexico "56 | 253 27; 166} 7 51 6 2 3 7| 15 H 636 
‘55 | 332 2 38} 239) 7 66 16 1 6 4 30 3| 834 
Ohio 56 | 935) 15; 216} 963) S215) 415 59| 8 2 | 61] 66} -29| 3007 
‘55 2) (1341) 23) 281) +=—1312| ~=— 330) ~~ 551 54 10} 41 73} 60} 48) 4126 
Rhode Island 56 58| 2 34 65) 20 30 6} 1 2) 9] Hi 234 
‘55 | | 7 2) 2m sj 6 2 4] 2 2 7 8} 3} 
South Dakota 56 97) 1 14) 61) 37) 79 | 1 2| 12 13; (317 
‘55 | 4119) 2} 25|_—165| 53] i| 5| i} S| S50 
Tennessee 56 | sis 3} NS} 446) 173 142) 47) 7| 21) 19| 7| 1502 
‘55 | 674 3 97} 658} ~—170)_~_—it6?| 28| 1 ui 66) 42| 4| 1918 
Utah "56 144) I 32 124) 34) 53) 2 3} 6| 2) 17 8| 426 
‘55 139 28} _—‘150 42 45) 4, 2| 6 31 6 455 
Vermont "56 1] 34) | 13 65 26| 36| 2 iT 6 1| 28 4, (217 
55} 84 2| rT 74 22| «43 A 5] 2 32 | 27 
Virginia "56 | 556) 1) 12 562; 124) —(186| 52| 5| 15| 22| 37| 7| 1679 
‘55 1] 674) 162} 669) ~—«*189|_—_—=*7 43| 4) 22) 24| 59| 11} 2036 
West Virginia ‘56 246) 1 63; 270 83 104 3 4 7| 13) 69) 1 864 
‘55 | 291} 2} 100,383 99| BAI 22 1 18} 14} 36 2| 1032 
25 States Reported "56 3) 8261; 116; 1604) 7628; 2119; 3286; 401 79; 253,331 658, 224, 24963 
To Date for August ‘55 5} 10349) 108} 2007) 9718} 3048) 3418) 375 75| _-344| ~— 398} ~—840)_~— 216) 30901 
Year ‘56 616) 187256| 2548) 36126) 165675, 52689, 67821; 8144; 1868; 6029, 9808) 13118) 6676) 558374 
To Date ‘55 612} 179865} 2144) 40630) 174487) 44177) 63916) 6198) _1683| 7152! 8238) 15620) 4675) 549397 





"The information contained in this report has been compiled from official state documents. 





Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk & Co. 


cannot assume any liability by reason of inaccuracies or omissions.""—R. L. 


Polk 


& Co. 
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are released here weekly, as 
































































































































compiled by R. L. Polk rep- LER . 
resentatives in state capitals. TOTAL| Ford |Lincoln 

Five States Previously *56| 190 | 872 60 707; 1538} 3581; 6778! 11478 453| 2280 12| 14223| 4337, 1298} «13179; + 3608) 3097! 25519 220! 585 805; 503) 48700 
Reported for August ‘55| 6241 ~— 889) 1513) si 82} 802} +1829) +5270} +9100! 13238] 269) ~—~3138 | __ 16645] 6261} 1178) 13828] 5522} 4238) 31027] 344) 560) —-904 195} 59384 
Arizona 56 14 a 68; 44 10 42 85} 198; 379) B14 13} 150] 1 978; 255 80; 715} 188) 145) 1383 13} 40 53 64; 2925 
‘55 22 29 5! 54} 3 28} 134) 250) 469] 17|__ 139 5 767| _—-284 51| 640) 176} 156} 1307) 16 115} ——_431} 26| 2751 

Florida "56; 101] 177|— 278; 245 38} 187/483) 910) 1863/3490; ISI! 753 i 4405; 1334) 446) 3694) 987; GBI} 7142) 50; 154) 204) 337! 14229 
‘55 82|_~—s144] 226] ~—s231 27) __—*160)— 471] 1042} 1931} 3918 1| 800 4809) 1300) 360) 3925) 1386) 999) 7970) 104/165) 269} 158) 15363 

Idaho "56, 34 50| “6 MH 2| 27; 88} 139) 300-342 7, 9 450) 168 40; 398) 118} 106; 830 15| 39| 54| 8| 1726 
‘S| 27 47| 74 42 2 30} «109 188} 371] ~—417 10} ‘132 559| 241 39] 515 174 157} 1126] ) 50 8| 2188 

Montana . 31 61 2 4! 7 22 8! 164,315) 557 19; 109 685, 186 68} 525) 133 93| 1005 13 31 44 47| 2188 
‘55 39 56 %| *% 9 37 120} 250) 492| 673 19} 168) 860] —221| ~~ 48} ~—662| ~—227| ~— 244] “1402 29) 66! 95 16| 2960 

Nevada " | 1 13) 14 12 3 15 45 58/133) 165 16) 47 228 62 32} 160 61 70; 385 12 31 43; 24) 827 
‘55 6 34 40) 37 6 24 78} 159} ~— 304] 286 6 86 378| 279 49| 269 152 83} 832 17 61| 78 43| 1675 

New Hampshire "56 24 4 69 26 I 14 68} 122) 231 366 9 72| 447| 105 29; 314 90; INN} 649 6 27 33 1429 
i) 45 59} ‘104 32 3 25) 75|_—-220|—S 355] _—sSSI9 10} __‘102/ 63! 170} 29; 495) ~—150}_~—s142|_—986 20 32| 52 26| 2154 

North Dakota ‘96, S| 27 42 33 ! | | 141| 255) S17 15 8! 1 614,101 31|426{ 124] 62 744 9 24) 33) 2| 1690 
‘55 | s| 30 35 39 3 38 85| 188] ~—353|_—s 64 15} ‘105 4 734| ‘126 31] 563} _~—s153 79| «892 17 20 37| 2| 2053 

Oklahoma 56} 25 88; 113 74 | 95/185) 550/913] 1910 42; 354 1| 2307; 548| 145|1971| 506] 398) +3568 35 83; 118 45| 7064 
55] 38 93 131 95 6 120] -202)_~— 572) ~— 995; 2098 28| 473 2599| —-799| ~=—:149} ~=—-2295| = 737|_—s752|_—-4732 27| —«100)— ss 177 23| 8607 

Rhode Island 6) 17 49) 66 32 H 13 4 152; 242] S34) 2 112 2| 671 163 5ij 438) 201 124) 970 7| 29 36 56; 2041 
'55| 20 52| 72 37 3 42| 82] ~— 290) ~— 454} 449 10} 126] —S 585} 243] 39] 715} ~—-229] ~—s145| «i137 22 26| 48) 38] 2568 

Utah "56 20 a 67 14| 73| 126,193) 473) 532; 36] 12 750| 25! 77; 557| ss 175| 200] 1260! 33 33 7 37| 2661 
‘S5) 19 41 60 46 4) 64 102} 243) 459) 524] 13]. 160] 697| __-266| 57| _461| —-238|_~—203)_—:1225 18] 32 50 44| 2535 

Vermont ‘56,15 29 44 17 9 $| Bi 148; 285 7 48 340 92| 17) 239 56} 50| 454 6| 16 22 21; 1029 
‘55! 10 37 47 26 2| 18| 49} 162} 257] 312 7 7 396} 140) 24] 3857 73| —:103)_— 697 6} 36} S42 18| 1457 

16 States Reported ; 4 1325, 181 1527; 149|'1232|-2837| 6285! 12030! are 80! fal 28 26098} 7602{ 2314) 22609| +6247; 5137| 43909; = 419| 1097/1516) 1144) 86509 
To Date for August ‘55| —-937|_—«NSNt| 2448) ~—«-1832; ~—s 150) ~—«:1388} += 3336) ~— 8834) 15540} 23659] = 495] + 5506 __|___ 29660 10330] 2054) 2 9217| 7301| 53567) —-630)_—«:1253|_—«1883)_—597|_ 103695 
Year "56| 21940| 51225) 73165! 69295| 6181! 63854) 136600 307824) 583754; 812675| 26724| 173122| 1079| 1013600) 346724| 87804| 969446) 282742! 228068/1914784| 21014) 51789| 72803) 51887|3709993 
To Date '55| 28911) 58593) 87504) 92917| 7866| 75460| 172926| 411043] 760212) 907959| 19222| 218925 1146106} 456771| 8£903| 930577| 351950) 320176|2146377| 32338| 63559|_ 95897) 32619/4268715 


‘The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 





received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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SIS EES IN ROSIN Oe ONION! —SIFSISE RB RSF! 


SPORTS ILLUSTRATED readers have the imagination and 
the style sense to try new ideas in cars. 


And they have the money, too. (Median income, $9,550, 
better than double the U. S. median.) 


Here are some other figures that you, as a car advertiser, 
ought to find interesting: 


79% buy their cars new. 
41% of SPORTS ILLUSTRATED families own two or more 
cars. 
44.5% of SPORTS ILLUSTRATED families buy converti- 
bles, hardtops or wagons. 
65% own cars less than three years old. 
(All these percentages come from a recent national survey 
of the SI market by Alfred Politz, Inc.) 


Here, in one neat, inexpensive package ($3,660 per black and 
white page, one time), is the very top of the new-car market. 
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Sell your new models to the people who buy new ideas 


650,000 families at the top of the new-car market 


aS oe 


SS TRO 


Here, it is clear, are the people who want cars more—and 
want more cars—than any other group. And for a dividend, 
you'll find they’re the trend-setters—the kind of people other 
people follow. Get them interested in a style or a model and 
watch the wildfire. 


We will be happy to fill in the details for you. Simply call 
or write Bill Curran or Pete Ross, SPORTS ILLUSTRATED, 
Fisher Building, Detroit. The number is TRinity 5-1212. 


SPORTS 
ILLUSTRATED 
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which the test material is pressed 
with loads from a few ounces up to 
500 pounds. 
up to 1,600 feet a minute and 
temperature up to 900 degrees 
Fahrenheit. 

It will save thousands of man 
hours of research time, Twiss- said, 
because the success or failure of a 
material can be indicated much 


Tiny Test Track 
Helps Chrysler 
Study Friction 


DETROIT. — A miniature auto- 
motive test track, no bigger than an 
Office desk, is helping Chrysler 
Corp. research engineers find better | methods which required full-sized 
ways to put friction to work | 4 tomotive parts and months of dy- 
through improved brake linings. namometer and road tests. 

Using a half-square-inch sample slehin aicepaipaigiitilpaatmmiaheanan 


of material, Chrysler said, the in- Lincoln Sales Awar ds 


strument runs tests in minutes that 
equal thousands of miles of driving.|Go to 2 Chicago Outlets 
CHICAGO. — Owners of two Lin- 


It is said to duplicate the high- 
temperature conditions which exist coln dealerships in the Chicago 
area have been honored for out- 


in brakes during repeated high- 
| standing sales achievement. 


speed stops and on chuck-hole test- 
William Clay Ford Awards have 


track maneuvers. 
been presented to Lyman L. Mouser 


According to Dr. Sumner B.| 
Twiss, assistant chief engineer for | jr., and Joseph P. Henner, partners 


chemical research, the device will \in Mouser Lincoln-Mercury, Inc., 
solve many mysteries of friction | | Chicago, and to Samuel Bernardi, 
and teach engineers how to use, | president of Elmhurst Lincoln- 
eliminate or control it in various | Mercury, Inc., Elmhurst. the awards 
parts of an automobile. |were presented to the dealers for 

The instrument consists essen- attaining the highest percentage of 
tially of a rotating disk of cast | objective in a recent sales campaign 
iron, glass or ceramic, against in the Chicago district. 
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o your Gas or Diesel Engines 







INSTALL 


i Hotstart 


electric pre-heater 


KIM HOTSTART plugs into the electric 
circuit when engines are not in use. It 
draws cold water from the engine, 
heats it, then circulates it back through 
the engine. No need for heated ter- 
minals. Engines remain warmed-up; 
start quickly. You don’t use as much 
fuel and spend less on repair bills. 
Four KIM models are available. In- 
stallation is simple. See your automo- 
tive supplier or write for literature. 








~ 
REDUCES ENGINE WEAR 


KIM HOTSTART MANUFACTURING COMPANY 
West 917 Broadway, Spokane 1, Washington 


MAKE YOUR FIXED EXPENSES 
EARN &x€ra Profits! 








Auto buyers are also MOBILE HOME BUYERS! 
They bought almost 100,000 new units last 
year — many of them in your home town! THIS 
BUSINESS CAN BE YOUR BUSINESS! With 
minimum investment, and using your present 
facilities, you can build a SECOND SOURCE OF 
INCOME without affecting your car operation. 





You will be selling a quality line of nationally-advertised 
mobile homes in a protected sales territory. You can expect 
profits among the highest in the industry. Your customers 
will receive NATION-WIDE service — through 106 factory- 
controlled branches of Fruehavf Trailer Co. Factory support 
like this will get you into your local market fast! 


WRITE, WIRE OR CALL Al Pauly, Gen. Mgr., for our full dealer story. 


ONLY Franchised Dealers Sell the Pontiac Chief 


*Nenect’ PONTIAC COACH CO. 


financing National 
isassured Advertising Drayton Plains 1, Mich. 





earlier than under previous- 





Speed can be varied | 








AUTOMOTIVE NEWS, OCTOBER 1, 1956 








The following advertised - delivered 
Prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 


buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 


BUICK—Special—4-dr. sed., $2,416; 2- 
dr. sed., $2,357; 4-dr. hardtop, $2,528; 2- 
dr. hardtop, $2,457; conv., $2,740; 4-dr. 
2-seat stat. wag., $2,775. Century—4-dr. 
hardtop, $3,041; 2-dr. hardtop, $2,963; 
conv., $3,306; 4-dr., 2-seat stat. wag., 
$3,256. Super—4-dr. sed., $3,250; 4-dr. 
hardtop, $3,340; 2-dr. hardtop, $3,204; 
conv., $3,544. Roadmaster — 4-dr. sed., 
$3,503; 4-dr. hardtop, $3,692; 2-dr. hard- 
top, $3,591; conv., $3,704. (Dynafiow 
standard on Century, Super and Road- 
master. Power steering standard on Super 
and Roadmaster.) 


CADILLAC — Series 62 — 4-dr. sed., 
$4,296; 2-dr. hardtop, $4,201; 4-dr. Sedan 
deVille hardtop, $4,753; 2-dr. ‘Coupe deVille 
hardtop, $4,624; conv., $4,766; 
dorado Seville ‘hardtop $6, 556; 
Biarritz conv., 
4-dr. sed., $5,047. Series 75—8-pass. sed., 
$6,613; 8-pass. lim., $6,828. 
power steering, power brakes standard.) 


CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $99.) One-Fifty— 
4-dr. sed., $1,869; 2-dr. sed., $1,826; util- 
ity sed., $1,734; 2-dr. 2-seat stat. wag., 
$2,171. Two-Ten—4-dr. sed., $1,955; 2. | 
dr. sed., $1,912; cl. cpe., $1,971; 4-dr. 
hardtop, $2,117; 2-dr. hardtop, $2,063; 2- 
dr. 2-seat stat. wag., $2,215: 4-dr. 2-seat | 
stat. wag., $2,263; 4-dr. 3-seat stat. wag., 
$2,348. Bel Air—4-dr. sed., $2,068; 2-dr. 
sed., $2,025; 4-dr. hardtop, $2,230; 
hardtop, $2,176; conv., $2,344; 4-dr. 3- 


Eldorado 


seat stat. wag., $2,482; 2-dr. 2-seat Nomad | 


stat. wag., $2,608. Corvette—Hardtop cpe. 
or conv. (V-8 only), $3,149. 


CHRYSLER—Windsor—4-dr. sed., $2,- 
870.25; 4-dr. Newport hardtop, $3,128.25; 
2-dr. Newport hardtop, $3,041.25; 2-dr. 
Nassau hardtop, $2,904.75; conv., $3,- 
335.75; 4-dr. stat. wag., $3,598. New 
Yorker—4-dr. sed., $3,779.25; 4-dr. 
port hardtop, $4,101.75; 2-dr. Newport 
hardtop, $3,951.25; 2-dr. St. 
top, $3,995.25; conv., $4,242.50; stat. wag., 
$4,523.25. 300-B—2-dr. hardtop, $4,419. 
(Powerfilte and power brakes standard on 
New Yorker.) 


CLIPPER—Deluxe—4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custem—4-dr. sed., $3,069; 2-dr. 
hardtop, $3,164. 

CONTINENTAL — 2-dr. hardtop, $9,- 


543.25. (Turbo-Drive, power steering, power 
brakes standard.) 


DeSOTO — Firedome — 4-dr. sed., $2,- 
677.75; 4-dr. Seville hardtop, $2,832. 75; 2- 
dr. Seville hardtop, $2,733.75; 2-dr. Sports- 
man hardtop, $2,953.25; conv., $3,081.25; 
stat. wag., $3,370.75. Firefilte—4-dr. sed., 
$3,119; 4-dr. Sportsman hardtop, $3,431; 2- 
dr. Sportsman hardtop, $3,346; conv., $3,- 
544. Pace Car—conv., $3,615. (Powerfiite 
standard on Fireflite.) 


DODGE — Coronet 6 — 4-dr. sed., $2,- 
267.25; 2-dr. sed., $2,194.25. Coronet V-8— 
4-dr. sed., $2,375.25; 2-dr. sed., $2,302; 4- 
dr. hardtop, $2,551; 2-dr. oo Aaa 


437.50; conv., $2,677.50. Reyal—4-dr 
$2,512.75; 4-dr. hardtop, $2,696.75; ar 
hardtop, $2,582.75. Custem Royal—4- -dr. 


sed., $2,623.25; 4-dr. hardtop, $2,807.25; 2- 
dr. hardtop, $2,693; conv., $2,912.50. 
Station W: 2-dr. 2-seat Suburban 6, 
$2,491; 2-dr. 2-seat Suburban V-8, $2.599; 
2-dr. 2-seat Custom Suburban V-8, §2,- 
728.50; 4-dr. 2-seat Sierra V-8, $2,716.25; 
4-dr. 3-seat Sierra V-8, $2,821.75; 4-dr. 
2-seat Custom Sierra V-8, $2,868.50; 4- 
dr. 3-seat Custom Sierra V-8, $2,974. 


FORD—(Prices are for 6-cyl. 
For V-8s, add $99.98.) Mainline—4-dr. 
sed., $1,895.20; 2-dr. sed., 
business 2-dr., $1,747.94. Customiine—4- 
dr. sed., $1,985.48; 2-dr. a 
2-dr. hardtop, $2,092.65. Fairlane—4-dr. 
sed., $2,093.36; 2-dr. sed., $2,047.18; 4- 
dr. hardtop, $2,248.52; 2-dr. hardtop, $2,- 
193.70; Crown Victoria, $2,337.47; conv., 
$2,358.79. Station Wagons—2-dr. 2-seat 
Ranch Wagon, $2,184.77; 2-dr. 2-seat Cus- 
tom Ranch Wagon, $2,249.32; 2-dr. 2-seat 
Parklane, $2,427.77; 4-dr. 2-seat Country 
4-dr. 3-seat Country 


Squire, $2,532.56. Thunderbird — Hardtop 
cpe. (V-8 only), $3,151.32. 


HUDSON — Wasp Super 6—4-dr. sed., 
$2,419.70. Hornet Special V-8—4-dr. sed., 
$2,629.70; 2-dr. hardtop, $2,744.70. Hornet 
Super 6—4-dr. sed., $2,774. Hornet Cus- 
tom 6— 4-dr. sed., $3,023; 2-dr. hardtop, 
$3,140. Hornet Custom V-8—4-dr. sed., 
$3,290.30; 2-dr. hardtop, $3,433.30. 
(Power brakes standard on Custom V-8.) 


IMPERIAL—Imperial—4-dr. sed., $,- 
831.75; 4-dr. hardtop, $5,225.25; 2-dr. hard- 
top, $5,094. Crown Imperial—8-pass. sed., 
$7,602.25; lim., $7,736.25. (Power fiite, 
power steering and power brakes standard.) 

LINCOLN—Capri—4-dr. sed., $4,211.50; 
2-dr. hardtop, $4,119. -dr. sed. 
$4,600.50; 2-dr. hardtop, $4,600.50; conv., 
$4,746.50. (Turbo-Drive and power steer- 
ing standard.) 

MERCURY — Medalist—4-dr. sed., $2,- 
313; 2-dr. sed., $2,254; 4-dr. hardtop, $2,- 
458; 2-dr. hardtop, $2,388.50. Custom— 
4-dr. sed., $2,410; 2-dr. sed., $2,350.50; 
4-dr. hardtop, $2,555; 2-dr. hardtop, $2,- 
485; conv., $2,711.50; 4-dr. 2-seat stat. 
wag., $2,722; 4-dr. 3-seat stat. wag., $2,- 
819. Monmterey—4-dr. sed., $2,555; 4-dr. 
hardtop, $2,700; 2-dr. hardtop, $2,630; 4- 
dr., 3-seat stat. wag., $2,977. Montclair— 
4-dr. hardtop, $2,834.50; 2-dr. hardtop, 
$2,764.50; conv., $2,899.50. 


METROPOLITAN — z-dr. hardtop, $1,- 
527; conv., $1,551. 


NASH—Statesman Super 6—4-dr. sed., 
$2,384.70. Ambassador Special V-8—Super 
4-dr. sed., $2,594.70; Custom 4-dr. sed., 
$2,819.70; 2-dr. hardtop, $2,684.70. Am- 
bassador Super 6—4-dr. sed., $2,689. Am- 
bassador Super V-8—4-dr. sed., $3,001.30. 
Ambassador Custom V-8—4-dr. sed., $3,- 
240.30; 2-dr. hardtop, $3,383.30. (Power 
brakes standard on Custom and Special 
Custom models.) 


OLDSMOBILE—Series 88—4-dr. sed., $2,- 
487; 2-dr. sed., $2,422; 4-dr. hardtop, $2,- 


Current Prices on New Cars 


2-dr. El-| 
$6,556. Series 60 Special —| 
(Hydra-Matic, | 


2-dr. | 


New- | 


Regis hard- | 


671; 2-dr. hardtop, $2,599. Super 88—4-dr. , $2,066.25; 4-dr. hardtop, $2,281.25; 2-dr. 
sed., $2,640; 2-dr. sed., $2,574; 4-dr, hard-| hardtop, $2,213.50; conv. (V-8 only), $2,- 
top, $2,881; 2-dr. hardtop, $2,808; conv.,| 477.50. Fury—2-dr. hardtop (V-8 only), $2,- 
$3,031. Series 98—4-dr. sed., $3,298; 4-dr. | 866. Station Wagons—2-dr., 2-seat Deluxe 
hardtop, $3,551; 2-dr. hardtop, $3,480;| Suburban, $2,196.25; 2-dr. 2-seat Custom 
conv., $3,740. (Jetaway Hydra-Matic and/| Suburban, $2,267.25; 4-dr. 2-seat Custom 
power steering standard on Series 98.) Suburban, $2,313.50; 4-dr. 2-seat Sport 


PACKARD—Executive—4-dr. sed., $3,- | SU>urban, $2,483.50. 


465; 2-dr. hardtop, $3,560. Patrician—4- PONTIAC — Chieftain 860 — 4-dr. sed., 
dr. sed., $4,160. 400—2-dr. hardtop, $4,-/ $2,298; 2-dr. sed., $2,240; 4-dr. hardtop, 
190. Caribbean — 2-dr. hardtop, $5,495; | $2443: 2-dr. hardtop, $2,370; 2-dr. 2-seat 
conv., $5,995. (Ultramatic standard on all | stat. wag., $2,569; 4-dr. 3-seat stat. wag., 
models. Power steering and power brakes | $2653. Chieftain 870—4-dr. sed., $2,413; 
standard on Caribbean. ) |4-dr. hardtop, $2,534; 2-dr. hardtop, §2,- 

PLYMOUTH — (Prices are for 6-cyl. | 430; 4-dr. 2-seat stat. wag., $2,749. Star 
models. For V-8s, add $103.50 for Bel- | Chief 4 dr. es ae 
vedere 4-dr. hardtop, Savoy 2-dr, hardtop | $2: » scr, haratop, 1000; - , 


and all station wagons; add $103.25 for all | $57; 2-dr. 2-seat Safari stat. wag., $3,129. 


ether models.) — Plaza —4-dr. sed., $1,- RAMBLER — Deluxe — 4-dr. sed., $1,- 
926.25; 2-dr. sed., $1,883.25; business cpe., | g99 20. Super—4-dr. sed., $1,939.20; 4-dr. 
| $1,734.25. Savoy— 4-dr. sed., $2,025.25; 2-| 2 seat stat. wag., $2,233.20. Custom—4-dr. 
| dr, sed., $1,982.25; 2-dr, hardtop, $2,129.50. | seq. $2,059.20; 4-dr. hardtop, $2,224.20; 
| Belvedere—4-dr. sed., $2,109.25; 2-dr. sed.,|4-qr 2-seat stat. wag., $2,329.20; 4-dr., 


2-seat hardtop stat. wag. $2,494.20. 


STUDEBAKER—Champion 6—4-dr. sed., 
| $1,996.39; 2-dr. sed., $1,946.39; 2-dr. 
sedanet, $1,844.39. Hawk 6—Flight Hawk 
5-pass. cpe., $1,985.89. Commander V-8— 
4-dr. sed., $2,124.89; 2-dr. sed., $2,075.89; 
2-dr. sedanet, $1,973.89. President V-8— 
4-dr. sed., $2,234.89; 2-dr. sed., $2,187.89. 
President Classic — 4-dr. sed., $2,489.22. 
Hawk V-8—Power Hawk 5-pass. cpe., $2,- 
100.89; Sky Hawk 2-dr. hardtop, §$2,- 
476.89; Golden Hawk 2-dr. hardtop, §3,- 
061.22. Station Wagons -—— Pelham 6-cyl. 
2-dr. 2-seat, $2,232.39; Parkview V-8 2- 
| dr. 2-seat, $2,353.89; Pinehurst V-8 2-dr. 
| 2-seat, $2,528.89. (Overdrive standard on 
Golden Hawk.) 


‘Your Budget’ Published 


WASHINGTON. — Publication of 
| the 1956-57 edition of Your Federal 
Budget, a 16-page summary of the 
1956 and 1957 budgets, has been an- | 
nounced by Percival F. Brundage, 
| director of the bureau of the bud- 
| get. It may be obtained from the 
| superintendent of documents, U. S. 
| Government Printing Office, Wash- 
| ington 25, D. C., price 10 cents a| 
copy. or $7. 50 a hundred. 








Heaters 





EASY-TO-INSTALL E. A. 
RED HEAD HEATERS 
for one car 

---or a fleet! 


Let the RED HEAD control the 
weather! There’s a full line of 
RED HEADS to fill your needs... 
and special units can be engi- 
neered to your specifications. 


Get MORE heat... 
MORE dollar savings! 


Model DL-51, a 
superbly engineered hot water 


Rely on 


tote ha ots 


WRITE DETAILS ABOUT THE 


RED HEAD Heater DEAL 


ee ee eo 


E. A. Heater Division of the Gabriel Company, Rockford, Illinois 


FOR 


. 
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e Easy action stain- 
less steel ball 
bearings 

e New triple seal 
packing. NO 
LEAKS 

e Zerk fitting 
lubrication 

e Primary seal—No 
CAUSTICS enter bearing 





FOB 
aE La 4 


You con install this 
convenient new swiv- 
el in just minutes— 
end the time wast- 
ing mess of tangled 
binding hose. Ship- 
ped with elbows and 
adapters—you merely 
odd desired length of %4” pipe for swing 
orm. New rugged design assures yeors of 
trouble free service for automobile and | 
truck wash racks. 


Order from your jobber or direct from, 
The 








ierden 
Cc A 


3811 Kinnickinnic Ave. 
Milwaukee 7, Wis. 









AUTO 
TURNTABLES 


& 
Manufactared by 
a 


Macton Co. 


DYKE LANE 














Make passersby stop, look, COME IN AND 
BUY. Priced within every dealers budget. No 
Pit—No Holes. Just plug into nearest elec- 
trical outlet. For indoor or outdoor display. 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 





DEALERS! RE-FIT USED CARS WITH 


GOOD BATTERIES 
PV De 2a, 


Give your used car customers many 
months of like-new battery service WITH- 
OuT on in comparatively costly 
replacement atteries! Those seemingly 
"shot" batteries you get when you take 
in used cars are almost invariably me- 
chanically sound and can be restored to 
FULL, SIZZLING, LONG-RANGE SERVICE 
with the amazing chemical powder discov- 
ery, LIFETIME-CHARGE. It really works! 
Guaranteed. And the cost is only $1.00 for 
a 3-envelope pack, enough for a 6- or |2-volt 
battery. It's the same principle that makes 
batteries in Europe last the life of the 
car! But you be the judge. Send for FREE 
sample, enough for rejuvenating one bat- 
tery. You have nothing to lose, hundreds 
of dollars to gain, once you have made 
genuine LIFETIME-CHARGE a regular part 
of your Used Car operation. Send today. 


FREE TRIAL OFFER 





















C-oe 


| LIFETIME-CHARGE 
| Division of Magnaflo Co., Inc. 
Central Tower 
1 Youngstown. 3, Ohio 
| _ Please send, without cost or obliga- 
tion, your free trial supply of LIFETIME- 
: CHARGE battery rejuvenator. 
Company Name. 
| Individual’s Name. 
el dic tial ciatrte ile 
= ES sa ae 
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capacity as has been true in the 
past. We shall be able to main- 
tain greater flexibility with our 
manufacturing schedules to meet 
changes in the market. Oldsmo- 
biles are manufactured only in 
direct relation to dealer orders. 


“Oldsmobile’s model year produc- | 


tion in 1955 set a new alltime rec- 


ord, just as did most of the indus- | 


try. However, 1956 will be our 
second best model year. Oldsmobile 
will have produced 485,459 cars in 
the 1956 model year which is draw- 
ing to a close this week. This is 


|somewhat short of 1955’s model | 
year output of 583,181 vehicles but | 


is far ahead of the next best model 
year, 1950, when production totalled 
408,060 units.” 

Wolfram estimated that approxi- 


mately 3,000 more employes will be | 


working at GM plants in Lansing 
in December than at the present 


|time. This will be all automotive | tion between the two Oldsmobiles 


work, with no defense contracts on 
the books, he said. 

In discussing the 1956 Oldsmobile, 
Wolfram said that the driving 





Obituaries 


Charles Arthur Tilt, 


Diamond T Founder 
TROUT LAKE, Wis. — Charles 


Arthur Tilt, 79, who left his father’s | 


shoe business to enter the automo- 
bile field and found Diamond T 
Motor Car Co., died here Sept. 19 
after a heart attack. 

Mr. Tilt, in 1904, joined Charles 
Y. Knight as sales manager for 
Silent Knight, a deluxe passenger 
car of its day. The following year, 
Mr. Tilt formed Diamond T to 
produce a passenger car he had 
designed. At the time of his death, 
he was board chairman and active 
in the affairs of the firm. 


> * * 


Albert C. BeVier 
MINNEAPOLIS. — (UTPS) — Albert C. 


BeVier, 67, secretary for the Northwest 
Automotive Retail Service Assn., died here 
Sept. 17. 


* - * 
Louis Kenietz 


MEDINA, N. Y.—Louis Kenietz, an early 
Ford dealer here who retired from the auto 


business in 1942, died Sept. 18 in a hos- 
pital. Mr. Kenietz had been ill several 
years. 


* * * 


Curtis C. Scofield 

NEWARK, N. Y.—Curtis C. Scofield, 68, 
a Buick dealer in 1911, died Sept. 11. Mr. 
Scofield handled other makes of cars before 
taking Buick which he sold until 1917. 
Later, he returned to Buick and the dealer- 
ship has been managed by his son, Paul. 

* * * 


Mark A. Watkins 

LONDON, Ky. — Mark A. Watkins, 56, 
who had owned London Motor Co. since 
1917 and operated Watkins Auto Parts Co. 
here and in Somerset, Ky., was found dead 
Sept. 20. The coroner, in a verdict, found 
that Mr. Watkins had taken his own life. 
He was a former president of the Dixie 
Highway Assn. 

* 


* * 
Douglas N. Wills 
ST. CLAIR, Mich. — Douglas N. Wills, 
51, former assistant manager of Chevrolet's 
fleet department, died here Sept. 23 while 
on vacation. Mr. Wills had been with 
Chevrolet 25 years when he left Detroit 
five years ago to open an auto dealership 
in Longmont, Colo. 
* * > 
Aylwin W. Wright 
OTTAWA.—Aylwin W. Wright, 57, man- 
ager of International Harvester Co. of 
Canada, Ltd., here until retirement in 1951, 


is dead. 
* * * 


Duncan Douglas Murdoch 

VANCOUVER, B. C. — Duncan Douglas 
Murdoch, 86, founder and board chairman 
of Vancouver Motors here, is dead. With 
his nephews—J. A. Murdoch, J. M. Mercer 
and C,. E. Thompson—Mr. Murdoch estab- 
lished the firm in 1924, Thompson now is 
president. 

* * * 
Rellis A. Chitwood 

HOT SPRINGS, Ark. — Rellis A. Chit- 
wood, 78, president, Chitwood Chevrolet 
Co., died Sept. 22. He was one of the first 
automobile dealers to enter the business 
here and was a past president of the Hot 
Springs chamber of commerce. 

* * * 
James E. Bigwood 

KEENE, N. H. — James E. Bigwood, 
64, treasurer and vice-president in charge 
of finance for Fram Corp., died Sept, 22 


here, He was a founder of Fram Corp. 
. * * 


George W. Lyles Sr. 

THOMASVILLE, N. C. — George W. 
Lyles sr., 67, president of Lyles Chevrolet 
Co. in High Point, president of the Thomas- 
ville Broadcasting Co. and vice-president 
of the Home Building & Loan Assn, died 
Sept. 24 in Baptist Hospital in Winston- 
Salem, following a critical illness of several 
days. 


from Page 4) 


| habits of the person behind the 
| wheel determine whether the car 
| will be driven to emphasize power 


| Oldsmobile Super 88s operated by 
| Oldsmobile test drivers, who made 





or economy. 
He cited the case of two identical 





49 


SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


{National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time . . . and increase 
your profits. 

For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars .. . and get away from single-item repair orders. 

If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 


Flash-A-Call Service Control 



















































































2170 South Canalport Avenue 
Dept. AN-130, Chicago 8, Ill. 












the same 205-mile trip from Lan- 
sing to Detroit, thence to Flint and 
the return to Lansing. One Olds- 
mobile was driven moderately, 
without maximum acceleration in 
traffic or from stoplights. 

The second Oldsmobile was 
driven under conditions con- 
sidered poor driving habits, 
according to Wolfram. He said 
that this driver used full acceler- 
ation from stoplights, down- 
shifted whenever possible to pass 
cars in traffic, and used the 
brakes excessively, Both cars 

| observed legal speed limits. 
The difference in fuel consump- 


was 3.2 miles per gallon in favor 
|of the moderate driver, Wolfram 
said. 

In a talk to dealers at the show- | 
ing, V. H. Sutherlen, sales mana- 
|ger, stressed Oldsmobile’s quality 
| dealer program and said “our chief 
| goals” in the new year are dealers’ 
| profits and salesmen’s earnings. 

He warned dealers that we “will 
continue to discourage bootleg- 
ging” and noted an upgrading in 
dealer advertising policies in re- 
cent months. 

Sutherlen revealed that Oldsmo- 
bile dealers net worth had risen 
from $145,600,000 in 1949 to $232,700,- 
000 in 1956—a 60 percent increase. 


Delaware Dealers 
Hear Henneberger: 
Election Set Later 


REHOBOTH, Del. — Otto P. 
Henneberger, business manager, 
New Jersey Automotive Trade) 
Assn., and Rowland F. Kirks, NADA 





legislative counsel, were among the 
speakers here at the one-day an- 
nual meeting of the Delaware Auto- 
mobile Dealers Assn. 

Election of officers, 
change in bylaws, will 
at a later meeting. 

John F. Porter jr. is president; 
Theodore Burton III, first vice- 
president; Joseph Webb, second 
vice-president; Nelson Quillen, third 
vice-president, and Isadore Keil, 
treasurer. 

James V. Vergari, Federal Re- 
serve Bank, Philadelphia, also spoke 
to more than 100 dealers. Special 
guests included Charles G. Moore, 
Delaware motor vehicle commis- 
sioner; Harry G. Smith, insurance 
commissioner; C. Edward Duffy, 
DADA attorney and state Republi- 
can chairman, and James Ashton, 
manager Delaware Safety Council. 


S-P Schedules 
Meeting to Vote 
On Curtiss Pact 


SOUTH BEND. — Studebaker- 
Packard has scheduled a special 
meeting of shareholders in Detroit 
Oct. 31 to vote on the company’s 
management contract with Curtiss- 
Wright. 

In a letter announcing the meet- 
ing, Harold E. Churchill, S-P presi- 
dent, said a favorable vote on the 
proposal was “essential to the pro- 
tection of shareholders’ interests.” 

Under the contract, Curtiss- 
Wright is to pay S-P $35 million for 
long-term leases on S-P plants at 
Utica, Mich., and Chippewa, Ind., 
and for the purchase of a plant at 
Santa Barbara, Calif. 

The aircraft firm also gets an 
option to buy 5,000,000 shares of 
S-P stock at $5 a share. 

Churchill said the agreement 
would permit continuation of S-P 
operations on a reorganized basis 
and noted that the company hopes 
to be conducting its automotive 
— at a profit by the end of 


through a 
be held 

















* After original installation 


NEW BUMPA-TEL SIGNS 


THE WORLD'S SAFEST SCHOOL 


SUPERIOR . 
WHY MORE CHILDREN ast aye : 
REPAIR SHOP 


| MODERN SCHOOL BUS 
” PHOPERSHING 12212 St.Leuis.Mo. ROBERTSON, MO. ~ 


Petite 40"x 12" Regular 40" x 17" 


We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40" x 12” 
for those advertisers who do not need as much space as is provided on our regular 
Bumpa-Tel sign which measures 40" x17". The new Bumpoa-Tel Petite is lower and 
blends into the body lines of most cars producing a very neat appearance. It is 
offered at the same price. In ordering be sure and state Bumpa-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car.” 


Mounted or Dismounted in Seconds* 
© Polished Aluminum Frames . Sheet Stee! Face 
® Sign Legs Telescope into Non-Visible Brackets Mounted 
Behind Bumper Guards 
Does Not interfere with Operation of Trunk Lid 
State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $14.00, 
Lettered at $18.00, Lettered and Refiectorized at $21.50, 
Lettered on Full Scotchlite Background, the Best Sign for 


Night Use at $26.50. 
F.0.8., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


The above signs were designed to fit one particular make and model car. 
Please give make and model when ordering. 

We now offer a Universal Sign which will fit and 

interchange on all cars ‘52 and later and 95% of 

older models. Available in any of above options at 

$7.50 additional. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 
202 NORTH FRONT STREET MOUNDS, ILLINOIS 
DEPT. 102 SHady Lane 5-9415 


What do they really think 


ABOUT YOUR SERVICE RECOMMENDATIONS AND PRICES? 





hoa 3 mak de thee 
Body Bolt Tightening = lg 


Convince skeptical owners you are a “‘one- 
price house” with the DOBIE SILENT 
SERVICE SALESMAN. Choice of items to 
fit your make and area needs, big type 
you can read 30 feet away, individual 
pricing numerals for easy changing. A quality 
product for quality dealers. Write for details. 


THE DOBIE COMPANY 


7410 Woodward Ave. Detroit 2, Michigan 
Agents now calling on dealers: Write for open territories. 
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Three Lines Add Series .. . 


Chrysler to Use Torsion Bars 





(Continued from Page 4) 


of motion that is completely 
American in concept.” 


Other advancements include} 
wider tires on 14-inch wheels, im-| 
proved brakes described as “total 
contact center-plane,” extra- 
strength box frames, aluminum 
grilles, larger windshields, more 
glass area, three-speed automatic 
transmissions, wider range of colors 
and fabrics, newly designed in- 
strument panels, new door handles, 
quad headlights, safety features 
such as padded instrument panels 
and deep-hub steering wheels and a 
new heater-air conditioning com- 
bination system. 


Engines have been improved, 





Vermont Dealers 
Reelect Farr; 


Hear Kirks Speak 


BURLINGTON, Vt. — (UTPS) - 
John E. Farr, Bellows Falls, has 
been reelected president of the Ver- 
mont Automobile Dealers’ Assn. 

These other officers also were re- 
named: Raymond S. Roberts, Brat- 
tleboro, first vice-president; Peter 
Val Preda, Burlington, second vice- 
president, and David C. Perry, 
Barre, secretary-treasurer. 

More than 100 dealers attended | 
the meeting and heard Dr. Row- 
land F. Kirks, NADA legislative 
counsel. 

He discussed results of the 
national organization's legislative 
program at the last session of Con- 
gress. 

The program of the all-day meet- 
ing included a golf tournament, 
afternoon business session and 
evening dinner. 





is marketing, in addition to its 
Fireflite and Firedome models, 
the Firesweep. Chrysler is intro- 
ducing a new economy Windsor, 
along with the Saratoga and New 
Yorker. 

Imperial will have three lines, 
the Imperial, Imperial Crown and 


Chrysler said, with higher compres- 
sion ratios and larger displace- 
ments. 

DeSoto, Chrysler and Imperial 
have added new models. DeSoto 


Chrysler Dealers 
To Preview 757s in 


Imperial LeBaron. For the first 
° time, Imperial will offer a con- 
17 Area Showings __ vertivie. 


DETROIT, — Chrysler division|. P!ymouth, DeSoto and Dodge sta- 
kicks off its series of 17 coast-to-| 40" wagons will offer rear-facing 
coast dealer previews of 1957 Chry-| third seats, a development growing 
sler and Imperial automobiles here|Out of the “Plainsman” station 
tomorrow (Oct. 2) at the State Fair| wagon “idea car.” 

Coliseum. Plymouth will offer two V-8s and/| 








E. C. Quinn, president of Chry-|a six; Dodge, a six and Red Ram 
sler division, will address 1,500| V-8 with a D-500 engine available 
dealers and salesmen and report 0n| as an option, and DeSoto, two V-8s, 
sales plans for 1957. On view will| as does Chrysler. 
be the complete line of 1957 cars, * : * 
including new series in both Chry- Ps 
sler and Imperial. They feature Chrysler to Use Blimps 


such styling and engineering in- To Promote °57 Models 
| 


novations as multiple headlights, a 
new transmission, a new suspen-| DETROIT. — Chrysler Corp, will | 
sion and 14-inch wheels. use two Goodyear blimps as part | 

The dealers will see a low and|0f the promotional program to an- 
rakish silhouette for 1957. Some|nounce its 1957 models. The air- 
models have been reduced five| ships will carry banners urging 
inches in height. All have soaring,| Viewers to see the new cars at| 
outward-canted tail fins. dealerships Oct. 30. The banners | 

Helping show the cars at the) will be lighted at night. 
previews will be a cast of 10 Broad- One blimp will leave Los Angeles | 
way stars appearing in a special|tomorrow (Oct. 2) and will reach 
review. Akron Oct. 20 after stops at Phoe- 

Two separate show units will ap-| nix and Tucson, Ariz.; El Paso, 
pear for dealers in Boston, Oct. 3;| Tex.; Dallas, Little Rock, Ark.; 
Chicago, Oct. 4; New York, Oct.| Memphis, Nashville, Louisville and 
5; Hershey, Pa., Oct. 8; Washing-| Cincinnati, | 
ton, D. C., Oct. 9; Cincinnati, Oct. | 


10; Atlanta, Oct. 11; Memphis, Oct. coon ao = Se oo 
12: Tot. Woh Oct, 16; Pa, | —_ SF a” 


Calif. Oct. 15: St. Louis Oct. 17: |mi Oct. 20 via Akron, Philadelphia, | 
Oakland Oct. VT: St. Paul Oct. 19: Baltimore, Washington, Richmond, 
Seattle, Oct. 19; Kansas City, Oct.| ¥@; Charlotte, N. C.; Savannah, 
22. and Denver, Oct. 24. Ga.; Jacksonville and Orlando, Fla. | 





Enforce Law on Coercion, 


Wis. Dealers Urge State | 


MILWAUKEE. — The Wisconsin 
Auto Trades Assn. in its 28th an- 
nual convention here last week 
urged Melvin Larson, commissioner 
of motor vehicles, be “constantly 
on the alert” to any unfair or 
coercive practices by manufac- 
turers. 

The Wisconsin law is said to 
go a little farther than the 
O’Mahoney day-in-court bill in 
that it says that no manufac- 
turer shall induce or coerce 
dealers. 


The association, in the form of a} 
resolution, asked Larson to take} 
immediate remedial action 
found any auto makers employing 
tactics that the statute outlaws. 

However, L. L. Rieselbach, as- 
sociation attorney, said that a| 
dealer cannot fight a manufacturer 
even if the dealer is right. 

Edward Wehe (Studebaker), Mil- 
waukee, was elected to serve as 
president for the coming year. 
Other officers are William Bryden, 
vice-president, and Vern W. Sell, 
secretary and treasurer. 

Rieselbach noted that the Wis- 
consin law goes farther than the 
U. S. day-in-court law, then 
asked: “What is the difference 
between coercion and persua- 
sion?” 

He said the manufacturers keep a 
complete record of all dealer com- 
plaints for use in case considera- 
tion of cancellation comes up. That 
file, he said, may be presented to 
a motor vehicle department in the 
case of a state law or a court under 
a Federal action. 

Frederick M. Sutter, NADA first 
vice-president, Columbus, O., de- 
clared that the O’Mahoney law 
promised a new era for the auto- 
motive industry and should en- 
able dealers to make a profit. 

“However,” he said, “dealers will | 
have to do their part in stabilizing 








if he} : 





4 District Parleys 


PORTLAND, Ore.—A series of 
four statewide regional conferences 
; during late October and early No- 
more dealers if present dealer|yember has been arranged by the| 
volume is not high enough, Payton | Oregon Automobile Dealers Assn. 
urged dealers to advertise to help! The meetings were designed to 
their own sales efforts. acquaint members of the present 

Life magazine showed a motion | work and plans of the association. 
picture called “The Romance of the ems tees ~ ag 7 

. ® sa: e ; > > . 
—as with Opportunities Un- Rogue Valley Country Club; La 
. 7 . Grande, Oct. 26, Sacajawea Hotel, 

A dealer discussion was held and Portland, Nov. 7, Multnomah| 
with Joe Wesslen, Hayward, Duke} Hotel. A board meeting will be held 
Duquaine, Madison, and Al Shal-|to coincide with the Eugene con-| 
lock, Milwaukee, as panel members. | ference. 








the industry to help stop ‘razzle-| Celebrating the Kickoff— 


dazzle’ merchandising if the law 


is to be of any help.” 


spite of the good faith law, will 
still have to get out and sell cars. 
“The factories,” he said, “are not 
going to stop production.” 

He believed that makers will add | 


, 1956 


Lead Wyoming Dealers— 
Officers of the Wyoming Automobile Dealers Assn. pose at the group's convention 


in Cheyenne. 


From left are C. E. Webster, NADA director; Clinton Core, Greybull, 


past president; Carl Halladay, Cheyenne, new president; Rex Withlin, Afton, first vice- 


president, and George Sturholm, Rock Springs, second vice-president. : 


Texas Dealers 


to Push | 


For Sound Advertising 


«Continued from Page 4) 


ecutive vice-president, Universal 
C.LT. Credit Corp. Rude declared 
only 182,000 out of 300,000 Texas 
families have two cars and, on 
the basis of expanding population, 
there is a sales potential of 80,- 
000 new cars. 

Of the future, Bell reminded the 
dealers that of 16 million wives in 
the U. S., 10 million have drivers 
licenses, but no car. That, he said, 
offers a big potential market for 
two-car families. 

He said it is the responsibility) 
of finance firms to establish “sound | 
and equitable credit terms” for the 


|good of the automotive business. 


He estimated new and used-car 


sales for the coming year at 20 


million, noting 11 million owners 


| will be completing payments on 
cars and about four million will be 


junking old vehicles. 
* * ~” 
OV. Allan Shivers in a luncheon) 
address predicted that the) 
major traffic arteries of the future 
will be controlled by atomic re- 
actors to cut down traffic problems. | 


Shivers said Texas has helped the 
auto industry by expanding its 
hard-surfaced roads from 24,000 
miles ten years ago to a present 
network of 60,000 miles. He said 
the state has spent $196 million on| 
roads in the fiscal year ended Aug. | 
31, 1956, and will spend $256 million 








New-car dealers in Arlington, Va., gathered with their wives and representatives of NADA and Look magazine at the 

Edward Payton, management | Washington Golf and Country Club to celebrate the kick-off of ‘Operation Demonstration,” the nationwide used-car promotion. 
consultant, said that dealers, in | From left are Harry Monroe jr., president, Automotive Trade Assn. — National Capital Area; Mrs. Robert Johnson, wife of 
director, Arlington Chamber of Commerce; Robert Peck, president, Kenyon & Peck (Chevrolet) and president, Arlington Chamber 
of Commerce; Charles McFee jr., executive vice-president and general manager, Automotive Trade Assn. of Virginia; Mrs. Mc- 
Fee; Mrs. Robert Olson; Robert Olson, of Dubois Packard; Burton Kephart, Arlington Motors and vice-president, Northern Virginia 
Automobile Dealers Assn.; Walter Eyles, president, Nash Arlington; John Martin, sales manager, Stewart Buick; James White,| percent and the storage area by 87 


used-car manager, Stewart Buick, and L. J. Ankeny, sales manager, Kirby's Sales. 


next year, as compared to $38 mil- 
lion ten years ago. 

An original color photograph of 
Palo Duro Canyon in the Pan- 
handle was presented to Shivers 
as a symbol of the importance of 
the automobile and the tourist 
business to the Texas economy. 
Rude made the presentation of 

the photo, taken by Ivan Dmitri, 
which will appear this month in 
national magazines and newspapers 
in an ad series, sponsored by Uni- 


versal C.1L.T., to promote tourist 
traffic. 
. . * 
LSON G. Sims (Ford), Vin- 


cennes, Ind., charged that profit 
per sales dollar was not any lower 
now than during the past three 
years and said dealers are approach- 
ing the precipice of bankruptcy 
“unless we can figure out some- 
thing to turn this profit picture 
around.” 
He discontinued the theory that 
a service department can pay 100 
percent of overhead, with new- 
ear and truck profits just gravy. 
“When a department that does 
only 15 percent of total volume is 
able to pay 100 percent of over- 
head,” Sims said, “then you ought 
to make a business out of this de- 
partment and kick out the others 


| that are costing you money.” 


Eaton Spending 
$314 Million for 


Axle Epansion 


CLEVELAND. — A $3,500,000 ex- 
pansion program is under way at 
Eaton Mfg. Co.’s axle division, 
according to Howard J. McGinn, 
president. 


Initiated several months ago, the 
program is being expanded into a 
stepup in manufacturing, service 
and assembly departments, and 
includes the purchase of over $2,- 
555,000 in new machinery and 
equipment. 

Construction of a new $400,000 
Cleveland building, adjacent to the 
present E. 140th St, facilities, also 
is included in the program. 


“One objective of this expansion 
program,” according to R. C. Ochs, 
general manager of the “axle 
division, “will be the establishment 
of a single assembly line, and the 
cycling of operations so that com- 
ponent parts of our axles will arrive 
at a given point at the right time 
and in proper quantity for immedi- 
ate assembly. We are changing our 
basic manufacturing scheme, in- 
troducing straight line machining 
techniques in place of machine tool 
‘colonies’ to insure more efficient 
control of material in process.” 

Scheduled to be completed by mid 
1957, the program will increase 
manufacturing area by 14 percent, 
the service department area by 233 


percent. 
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Reuther Definite on Major 


BR ss - 


°58 Union Demand: Short Week 


By Joseph M, Callahan 
Staff Writer 
,ALTER REUTHER, UAW pres- 
ident, has finally convinced | 
many labor observers that a shorter 
work week definitely 
will be his major} 
demand when the} 
UAW contracts with 
the auto makers are 
opened in the spring 
of 1958 — just 18 months hence. 
In his latest utterance 


LABOR 
FRONT 





on the) 
subject, Reuther last week asked | 
President Eisenhower and nine| 
other high government leaders for) 
“unequivocating commitments of | 
concrete government support for a| 
shorter work week.” 

He said his request was motivated | 
by Vice-President Richard Nixon’s | 
prophecy of a four-day work week 
in “the not-too-distant future” in| 
a recent speech at Colorado 
Springs, Colo. 

The Keuther statement read, 
“The UAW proposes to take the | 
first collective steps toward 
achievement of the four-day work 
week in 1958 when present con- | 
tracts with major corporations 
expire. 

“The danger of the industrial 
conflict over this issue could be | 
eliminated if the Government will | 
assume its proper share of the} 
responsibility for the reduction of | 
the work week and make its proper 
contribution toward realization of 
that objective.” 

Much like the publicity campaign 
he conducted prior to the opening 
of 1955's “guaranteed wage” nego- 
tiations, Reuther has repeatedly 
brought up the shorter week. 

> > > 


No Time Wasted 

T THE conclusion of the nego- 
+4% tiations in June, 1955, Reuther 
immediately announced that the 
next major objective of the UAW 
would be the shorter week. 

Of course, he was partly moti- 
vated in this statement by the 
need for immediate solace for 
the Ford Local 600, the “world’s 
largest local,” which had been 
demanding that the union negoti- 
ate a shorter week rather than 
the modified GAW in 1955. Local 
600 was finally persuaded to go 
along, on the promise that the | 
shorter week would be the main 
demand in 1958. 

Reuther has also urged the 
shorter week on these occasions: 

1. While addressing the Senate 
subcommittee on economic stabili- 
zation in October, 1955, Reuther 
said that the reduction of the 
work week to 30-35 hours — with 
2%-3 day weekends — is expected 
to arise out of increased produc- 
tivity in the coming decade. 

2. He spoke in favor of the 
shorter week at the UAW’s Gen- 
eral Motors conference last May. 
Subsequently, the conference dele- 
gates adopted a resolution that the 
shorter week would be one of the 
objectives in 1958. 

3. In a newspaper interview last 


ean S 
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Auto Show Sparks Bank Opening— 


to make it very clear that we've 
said all along that the question of 
a short work week isn’t an arbi- 
trary matter that labor or man- 
agement can decide. 

+ * * 


‘Must Reflect Technology’ 


HE question of the length of 
the work week must reflect a 
level of technology. It must reflect 
the ability of a free society to pro- 
vide the material resources essen- 
tial to raising its living standards.” 
He added that if labor demanded 
the shorter week prematurely it 
would be wrong, and that if man- 
agement attempted to delay it in- 
definitely it would be wrong. 

4. Reuther addressed the UAW’s 
Ford conference in Detroit last 
week, again speaking up for the 
shorter week. Again, the con- 
ference delegates approved a 
resolution asking that the long 
weekend get top priority in 1958. 
A UAW spokesman, when asked 


week, commented that it must be 
remembered that Reuther has never 
come out strongly for a four-day 
week, but that he has called for a 








Knox Succeeds 


Miller at Helm 
Of Colo. Dealers 


GLENWOOD SPRINGS, Colo. — 
The new president of the Colorado 
Automobile Dealers Assn., elected 
last week at the annual convention 
here, is Forrest S. Knox (Chevro- 
let), Loveland. He succeeds a Ford 
dealer, Reed C. Miller, Grand Junc- 
tion. 

Named vice-president and treas- 
urer, respectively, were William 
Garnsey III (Ford), Greeley and 
George Irvin jr., Denver. 

Rowland Kirks, NADA legisla- 
tive counsel, told the convention 
of NADA’s interest in tax relief for 
small business. 

Kirks expressed belief that the 
new good-faith atmosphere in fac- 
tory relations may hasten the day 
when factories and dealers can 
join ends in the legislative halls 
and work together on programs of 
mutual benefit. 


Defense Chief Wilson 
Goes Under Knife 


WASHINGTON. — Secretary of 
Defense Charles E. Wilson, for- 
mer General Motors Corp. presi- 
dent, last week was operated on 
for a prostatic condition, His con- 
dition was reported Thursday as 
satisfactory. 

A Pentagon statement said that 
Wilson would be in Walter Reed 
Hospital for a week to 10 days 
and spend about 10 days conva- 





lescing. The condition was de- | 


tected during a routine physical 
condition. Wilson is 66. 


ah: 





Dealers in Portland, Ore., sponsored an auto show to help the United States 





the 32-hour week will be reached 
in a reasonable period of time. 
This spokesman also added that, 
“I’m sure that research is now 
being done on this matter. As you 
know, the UAW never comes out 
cold on these things.” 
* * * 


Dealership Activity 


N THE dealership front, there 

was union activity reported 
from seven areas, including four 
cities in which the National Labor 
Relations Board has been asked to 
hold representation elections. 

In Richmond, Calif., the NLRB 
has been asked to conduct a elec- 
tion among all the salesmen em- 
ployed by new-car dealers in the 
Richmond Motor Car Dealers 
Assn, 

Local 1095 of the Auto Salesmens 
| Union requested the elections after 
| the association and Claar Chevrolet 
|Co. obtained a temporary injunc- 

tion to prohibit the union from 


gradual reduction in hours, so that 
| 


|about Reuther’s drive for the short | picketing Claar. 


Claar got the injunction on the 

grounds that the union was 
attempting to negotiate a separate 
contract with Claar Chevrolet, when 
the association was the proper bar- 
gaining agent. 

In requesting the elections, James 
F. Galliano, attorney for Local 1095, 
claimed that the union already rep- 
resents a majority of the salesmen. 

* = * 


Election in Portland 
PORTLAND, Ore., the NLRB 


has ordered that an election be | 
held among the parts men, greasers, | 
washers, polishers, drivers and jan- | 


itors at Windolph Pontiac. Local 
255 of the Teamsters Union is the 
petitioner. 

In Baltimore, the NLRB will 
conduct an election at Berger 
Motors (Oldsmobile) and Defoe 
Motor Co, (Ford) to determine 
if the new and used-car sales- 
men want to be represented by 
Local 692 of the Retail Clerks 
Union. 

The 4%-month-old organizing 
drive in Galesburg, Ill, was still 
dragging on last week, with picket- 
ing still being conducted by the 
Machinists and Teamsters at 10 of 
the town’s 11 dealerships. 


Another picket line was recently 


established at a gas station owned 








For Hard-Hitting, Fact-Filled Sales Aids—Write to 





PRODUCTION Models 
for EVERY Business 


Vv ENGINEERED for Efficiency 
Vv CUSTOMIZED for Versatility 
Vv MASS-PRODUCED for Economy 
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| Hotel on Wheels— 


The new Vanguard station wagon is 
designed to provide a double bed when 
the back seat is folded down. On the 
road, the British-made car provides room 
| for two adults and six children on the 
4-foot, 3-inch-wide seats, 


| 





feet of luggage space. Its two-liter engine | 


| gives a speed of 84 m.p.h. 


|man who some time ago, success- 
fully sponsored a resolution in the 


| City Council urging that the unions | 


either concent to an election or re- 
move their picket lines, 
* * * 


Ministers Make Survey 


. resolution passed 7-6 follow- | 


ing a survey made by three 
local ministers which showed that 
less than a majority of the dealer- 
ship employes were in favor of 
union representation. 

Largely as a result of the 
Galesburg strike, the Illinois Au- 
tomotive Trade Assn. has an- 
nounced that it, in cooperation 
with the Illinois Chamber of 
Commerce, will sponsor a bill at 
the upcoming session of the Illi- 
nois Legislature which would pro- 
hibit picketing at a business 
where an actual strike was not 
in progress. A similar measure 
was defeated at the last session. 

In Detroit, Local 376 of the 
| Teamsters Union suffered an infre- 
|quent defeat when the shop em- 
|ployes at Snethkamp Auto Sales, 
| “Detroit's oldest Chrysler-Plymouth 
|dealer,” voted 10-6 against the 
|union. The Michigan State Labor 
Mediation Board held the election. 


In suburban Garden City, Mich., 


|the Michigan board conducted a 


|consent election at Ralph Ells- 
| worth, Inc., (Ford), last week. The 
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Models MC-8, 10, 12 


with 50 cubic | 


by James Godsil, a Galesburg alder- | 


National Bank celebrate the opening of its first motor bank. The daily door prize 
during the three-day open house was an $800 certificate toward the purchase of an 
automobile from any new-car dealer. In addition to two-floors for parking, the bank 
features drive-up teller windows on the street level, enabling motorists to ‘‘bank-by- 
car." 


Sa 





results were not immediately avail- 
able. 


e B-.& 


Drive Halted Once 


OME time ago Ellsworth suc- 

ceeded in halting a union organ- 
izational drive by persuading the 
local clergy to hold an election 
among company employes. The 
union lost this informal poll, but 
later requested an official election. 

In Ferndale, Mich., a strike by 
the service employes of Fernwood 
Chevrolet is still in progress. 
Although Local 376 won an election 
at this dealership, the management 
has still refused to recognize the 
union. This strike began in July. 

In Fargo and Moorhead, N, D., 
the auto dealers have formally dis- 
puted the contention of the Machin- 
ists Teamsters Unions that a major- 
ity of their dealership employes 
have joined these unions. 

In letters to Earl P. Hogan, 
Grand Lodge representative of 
the Machinists, the dealers have 
stated that they cannot recognize 
either union until secret elections 
are held to determine if the 
| unions actually do represent the 
employes. 

Last May North Dakota dealers 
were notified of the continuing 
| drive by the announcement that 
Local 116 of the Teamsters had 
| been allotted an additional $10,000 
|for organizing the North Dakota 
| dealers. 


| 









Catch of the 
Season... 


Cree PICK-UP Coach 


| Fits all standard pick-up bodies. 
Easy to mount or dismount. Living 
quarters for three adults. Plenty of 
storage space. 6’ 2"° headroom. 2 
| large, 2 small screened windows. 
Gas—electric or ice refrigerator, 
| stove, sink. Electric lights, wired 
for 6V, 12V & 110V. Insulated. 
| Sturdy construction. No license 
_ needed. 
| PREE By return mail we'll send 
| complete literature and prices. 
|Buy from any authorized truck 
| dealer or write today. 

CREE COACHES, INC. 


MARCELLUS MICHIGAN 
Dept. AN 


BOYERTOWN BUILDS 


the Most Complete Line of 


DELIVERY BODIES 
“Beller Built" Since 1872 
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pay 
41,018,638 
more 





POST readers know value in a news- 
paper. Since January, 1952, they have paid 
$1,018,638* more for the privilege of en- 
joying Texas’ Great Newspaper. The Post’s 
amazing growth in circulation has come about 
without gimmicks, or artificial circulation 
stimulants. Smart advertisers are buying 
wisely — they pick The Post. 


THE HOUSTON POST 


Represented Nationally by wo oars ; 
Moloney, Regan & Schmitt 3" ption cost 0 


20 to 25 cents 


Written and Edited to Merit Your Confidence ** ™°nth more than 
the cost of any other 


Houston newspaper. 
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GREY. BON CASTVSS, 
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TLL: WHELAND IN. 


FOUNDRY DIVISION 
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Tesh wt j “ais PLANTS 


CHATTANOOGA 2. TENNESSEE 





Special 
Introductory 
@) atta. 
6 Months 


Tl oiaal lites $5.00 


oh 
PRICE GUIDE 
ECOMMENDED BY 
EVERY MAJO 
MANUFACTURER 









Delco-Remy Plant 
Called Part of 
‘Golden Decade’ 


OLATHE, Kans.—A “golden dec- 
ade” of opportunity, spurred by 
research and the “inquiring mind” 
approach, lies 
ahead for the au- 
tomobile industry, 
according to 8S. E. 
Skinner, vice- 
president in 
charge of Gen- 
eral Motors Corp. 
accessory divi-| 
sions, 

“There never 
has been a time 
in history when 

8. E. Skinner such vast new po- 
tentials for progress were available 
to a people as beckon to Americans 
today,” Skinner said. “That holds 

true for every field of endeavor— 
agriculture, industry, the profes- 
sions.” 

Skinner last week addressed civic | 
| and industrial leaders at dedication | 
| ceremonies marking the formal|) 
|opening of Delco-Remy division’s 
new battery plant here. | 

He credited the “inquiring mind” 
approach—an attitude of mind) 
| never satisfied with things as they| 
|are—as being responsible for new) 
| products and new facilities, such as 
| the Olathe plant. 

Termed by Skinner as the most 
modern plant of its kind in the 
world, it features production tech- 
niques which, he said, in a sense, 
“represents the end of a search for 
| better ways of making batteries 

that had been going on for many | 
years.’ 

The 185,000 square foot plant is| 
|the fourth Delco-Remy battery| 
| plant in the U. 8S, It will provide} 
original equipment for automobiles 
produced by Buick-Oldsmobile-Pon- 

|tiac assembly division plants in 
| Kansas City, Kans., and Arlington, 
Tex., and dry- -charge batteries for'| 
distribution through United Motors 
| Service division. 


Laughna Takes 
| ‘Chrysler Post 











DETROIT. — Robert P. Laughna | 
|}has been named director of plan- 
jning and control for Chrysler 
| Corp.’s automotive 
‘group. The ap- 
| pointment was an- 

nounced week by 
|W. C Newberg, 
| automotive group 
| vice-president. 
| Laughna for- 
|merly was vice- 
president and gen- 
eral manager of 
Packard - Clipper 
| division, Stude- 
| baker Packard 
Corp. 

Before joining S-P, he was a 

| Ford Motor Co. executive. His posi- 
tions there included manager of 

| manufacturing administration for 

| Lincoln-Mercury and director of 
material control for the corporation. 

| During World War II, he directed/| 

| spare parts production for Ford's 


> -24 bomber program. 
| 


| Pontiac Dealers 


| 
See °57s in Texas | 


DALLAS. — Pontiac's first show- 
ing of “Three for the Money” which 
previews the 1957 model cars to! 
its dealers has been held here. 

The show, staged with a Broad- 
way cast, features music, dancing 
and comedy. It was the first of | 
| several to be held in Chicago, At-! 
lanta, New York, Detroit and Los 
Angeles. 


More than 20,000 will attend, with 
1,200 in Dallas, according to Semon! 
E. Knudsen, Pontiac general man-' 
ager. Public announcement of Pon-| 
tiac will be early in November. 


Mich. Ford Deal Burns 
TRAVERSE CITY, Mich.—A fire | 
has destroyed Grand Traverse Auto 
Co. (Ford) and six offices above the | 
firm which were rented to the De- 
partment of Agriculture. James E.| 
Clune, president, estimated the 
dealership’s loss at $350,000 to $400,- 
000. A number of new cars were! 
ruined and the department’s rec- | 
| ords were lost. 








PLOWS 


— 


Dealers Fete Managers 


HARTFORD, Conn.—The annual East Windsor. A large turnout was! 


outing of the Hartford Automobile treated to a buffet luncheon, a clam 
Dealers Assn.’s parts and service spread, sports and games, topped 
managers club has been held in’ off with a steak dinner. 








TERMINAL 


WIRING 


. KIT 
% 


with the new-type 
crimping-stripping-cutting pliers. 

These new pliers, with average grip-pressure applied, give more 
than ample pressure during terminal crimping to assure a fast, tight, 
low-resistance contact between wire and terminal. 

In addition to the new crimping pliers, the Terminal Kit contains 
an assortment of five types of male and female flag-type and in-line 
Quick-connect terminals, bullet-type terminals, insulated line con- 
nectors, and four styles of terminal adapters; all packed in a compact, 


| compartmented steel carrying case. The Quick-connect terminals sim- 


| plify rapid efficient servicing of electrical appliances and automotive 
wiring. The line connectors provide means for connecting in-line ter- 
minals within an insulating sleeve. The terminal adapters permit 


| servicing old style wiring harnesses. Write today for bulletin TK-456. 


ArK-LES SwitcH Core 
51 Water St., Watertown 72, Mass. 








specially for use on the Willys 


Designed 

Universal Jeep, 4 WD Station Wagon 
and 4 WD Truck, the Scheneker snow 
plows are ineered for long hard 
service and efficient removal of 
snow. 


They can be supplied with fan belt 


driven hydraulic, hand hydraulic or 
electric power systems for raising and 
lowering the blades. 
y N 0 W NOTE THESE FEATURES 
© Blade angles to five positions. 


Safety shock-absorbing spring. 

@ Easily mounted. Blade can be 
removed or instalied in few 
minutes. 

© Adjustable skid shoes. 

@ Plow does not interfere with 

use of push-board. 

Reversible, long-wearing cutting 














e Malate, highly maneuverable. 
SCHENEKER IMMEDIATE SHIPMENT 


DEALER INQUIRIES INVITED 
Designers and Manufacturers of Specialized Equipment. 
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What's New: | 


Two body sizes for sedans... 
Fairlane 500 series . .. 14-inch 
wheels . . . longer, wider frame 
. « . redesigned engines .. . 212 
horsepower with optional 245- 
horsepower V-8 . . . narrower pil- 
lars in sedans . . . redesigned in- 
strument panel and steering 
wheel .. . stronger roof. . . front- 
hinged hood . . . 20-gallon fuel 
tank. * * 


+” 
E 1957 Ford, which the com- 
pany calls the “crowning 
achievement of our postwar re- 
surgence,” goes on display in dealer 
showrooms Wednesday (Oct. 3). 

The car, according 2 oo 
Ford II, company’ president, 
been 10 years in the making. It 
is the model with which the com- 
pany will renew its quest for the 
much-desired but highly elusive 
position of first place in registra- 
tions. 

From a styling standpoint, the 
car is all new. It also lists several 
improvements and innovations on 
the engineering side. 

Five series are offered and, for 
the first time, two body sizes are 
available for sedans. Horsepower 
has been boosted to 212 on the 
larger of the two regular V-8 en- 
gines, and a 245-horsepower Thun- 
derbird Special V-8 is available in 
all models. 





* * 


HE cars are lower, longer, wider. 

“Hardtop styling” is the design 
theme on even the conventional 
sedans in the two top series. Center 
pillars and top silhouets have been 
slimmed down to achieve this effect. 
All models have 14-inch wheels. 

Nineteen models are available, 
headed by five choices in the new 
Fairlane 500 series. This series 
consists of a two-door and four- 
door sedan, two-door and four- 
door hardtop and a convertible. 


The Fairlane series offers the 
same selection, with the exception 
of the convertible. The Crown Vic- 
toria has been dropped. 

In the Custom 300 series are a 
two-door and a four-door sedan, 
while the price-leading Custom 
series lists a two-door business 
sedan, two-door sedan and four- 
door sedan. These two groups re- 
place the Customline and Mainline 
models of 1956. 

~ . > 
five-model Station Wagon 
series is made up of two two- 
door and three four-door models. 
The Parklane wagon has been dis- 
continued . 

Fairlane 500 and Fairlane mod- 
els are nine inches longer and 
four inches lower than compara- 
ble ’56s. Custom 300 and Custom 
sedans are three inches longer 
and three inches lower, and sta- 
tion wagons are six inches longer 
and three inches lower. 

The Fairlanes are 56.2 inches 
high and are built on a 118-inch 
wheelbase. All other models have 
wheelbases of 116 inches. 

Styling changes on the 1957 Ford 
include wide, hooded headlights, a} 
forward slanting grille, streamlined | 
wheel openings, a windshield that 
wraps farther around the sides, tail 
fins and contour sides. 

The 1957 version of the popular 
Thunderbird will appear later this 
month. 

Another innovation in the Ford 
line is a retractable hardtop on 
which the steel top folds back into 
the luggage compartment. This 
model is expected to be available 
early in 1957. 

+ . 

OUR engines are offered—three 

V-8s and a six. The 245-horse- 
power Thunderbird Special, optional 
on all models, has a four-barrel 
carburetor, a 9.7 to 1 compression 
ratio and displaces 312 cubic 
inches. 

Standard V-8 for Fairlanes, Fair- 
lane 500s and station wagons is a 
212-horsepower, 292-cubic-inch unit 
with a compression ratio of 9 to 1. 
Custom 300 and Custom models 
feature a 190-horsepower, 272-cubic- 
inch engine. Compression ratio -is 
8.6 to 1. All the eight-cylinder en- 
gines are extra-cost items. 

The Ford six develops 144 
horsepower, displaces 223 cubic 
inches and has a compression 








* 
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Horsepower Boosted, Styling Revamped nay 
| °57 Ford Bows in 2 Wheelbases 


ratio of 8.6 to 1. It is available 
on all models in all series. 

Last year, the six was a 137- 
horsepower unit and the V-8s were 
rated at 173 and 202. The latter en- 
gine, plus a special 225-horsepower 
model, were available only on cer- 
tain models. 

+ = * 
CCORDING to Robert S. Mc- 
Namara, Ford division general 
e * + 





Inside the "57 Ford— 


Ford's restyled instrument panel fea- 
tures recessed control knobs clustered 
under the redesigned deep-center steering 
wheel. The wheel is one inch smaller in 
diameter and is mounted lower in the 
car. Padded instrument panel and visors 
and seat belts are available. Thirty-seven 
interior trim combinations are offered. 





manager, the car is new from the 
ground up. “Every dimension is 
changed,” he said. “Wheels, frame, 
rear axle, drive shaft, engines and 
every inch of sheet metal in every 
body are definite departures from 
past models.” 

Major engineering changes in- 
clude a new dry-type air filter, 
new carburetors, new and larger 
intake manifold, bigger and 
higher lifting intake valves, re- 
contoured compression chambers 
and camshafts, a new centrifugal- 
vacuum distributor, new roto fuel 
pump and new exhaust system. 

Roofs have been strengthened 
with steel center bows; hoods are 
hinged at the front, and there is a 
new “safety” instrument panel with 
recessed control knobs clustered 
under the redesigned steering 
wheel. The fuel tank has been in- 
creased from 17 to 20 gallons. 

* + = 


oe ease has been improved, 
Ford said, by using a longer, 
wider frame with lower pressure 
tires on wider treads, and by em- 
ploying redesigned ball-joint sus- 
pension in front and outboard- 
mounted longer leaf springs in 
back. 

Front-end dip on quick stops is 
checked better than ever before, 
Ford said, because there is more 
spring length ahead of the rear 
axle. 

The 1957 Ford line has 12 solid 
exterior colors and 19 two-tone 
combinations. Thirty-seven interior 
trim combinations are available. 





Fords Start Dealer Display 
With Prices Up $1-$112 


(Continued from Page 1) 


sults in an average price of $2,-| $2,085.45, up $99.97; two-door sedan, 
224.36, an increase of $62.77, or 2.9 $2,033.82, up $94.52. 


percent. 

Prices of the retractable hardtop, 
expected to be available early in 
1957, and the new Thunderbird, 
due later this month, have not 
been announced. 

Ford has changed its series 
designations for 1957. The Custom 

series corresponds to the ’56 
Mainline, while the Custom 300 
was the Customline in the pre- 
vious model year. The Fairlane 
series continues, and a Fairlane 
500 series has been added. 
Fordomatic transmission is 
$179.80, up $1.40; power steering 
stays at $53.30, and power brakes 
dropped $1.90 to $37.50. Six-tube 
radios are $72.20, down $4.10; nine- 
tube models are $100.60, down $6.10, 
and heaters fell $2.73 to $68.70. 

V-8 engines are $99.98 extra. The 
special 245-horsepower engine is 
$35.90 more on Fairlanes, Fairlane 
500s and station wagons equipped 
with standard or automatic trans- 
mission, It is $53.10 more on these 
models equipped with overdrive 
and on all Custom and Custom 300 
models. 

* . * 
ppasowrns is a comparison of 

Ford prices for 1956 and 1957 
(prices are for six-cylinder 

models) : 

Custom — four-door sedan, 
$2,007.23, up $112.03; two-door sedan, 


$1,955.60, up $107.58; business two-| 


door, $1,844.87, up $93.07. 


Custom 300 — four-door sedan, |} 


Autorama Redates 


Philadelphia Show 


PHILADELPHIA. — Dates for 
the International Autorama, origi- 
nally scheduled for Commercial 
Museum here the week of Nov. 10, 
have been changed to Nov. 24-Dec. 
1, according to Daniel B. Mitchie 
jr., president, 


Reason for the change, he said, 
is that some of the 1957 auto lines, 
including foreign car makes, will 
not be released for public viewing 
until after the original date. 

Mitchie said basically the change 
was made as a convenience to local 
dealers so that they will have their 
new models in their showrooms 
while the Autorama is open. This 
will be the first automotive show 
in Philadelphia in 10 years. 


Fairlane—four-door sedan, $2,- 
189.89, up $103.47; two-door sedan, 
$2,137.25, up $90.07; four-door 
hardtop, $2,260.65, up $12.13; two- 
door hardtop, $2,195.11, up $1.41. 

Fartane 500 (not offered in 1956) 
—four-door sedan, $2,246.89; two- 
door sedan, $2,195.25; four-door 
hardtop, $2,317.65; two-door hard- 
top, $2,252.11. The Fairlane 500 con- 
vertible is priced at $2,463.62, which 


|is $104.83 more than the 1956 con- 





vertible which was offered in the 
Fairlane series. 

Station Wacons — two-door, two- 
seat Ranch Wagon, $2,266.82, up 
$82.05; two-door, two-seat Del Rio 
Ranch Wagon, $2,331.36, up $82.04; 
four-door, two-seat Country Sedan, 
$2,296.59, up $82.04; four-door, three- 
seat Country Sedan, $2,428.01, up 
$57.49; four-door three-seat Country 
Squire, $2,615.06, up $82.50. 


Dearborn Gives 


Salute to Ford 


Era of Progress 


DEARBORN.—The City of Dear- 
born last week saluted Ford Motor 
Co. on its progress and in turn, 






| Benson Ford, vice-president of the 








firm, pledged that 
the company is 
prepared to move 
onward and up- 
ward with the 
city sharing the 
“fruits of our 
progress.” 


Motor Co. are pre- 
pared for such a 
climb,” said Ford, 
recalling that in 
the first decade 
after World War II, “we overcame 
one formidable obstacle.” 

During the program, the public 
viewed Ford’s new central office 
building. Ford, in his remarks, noted 
the new Ford division building now 
under construction and the new 
engineering and research center. 

Ford mentioned his grandfather, 
Henry Ford, the “last of a breed 
of men who no longer walk the 
earth.” He. said the present repre- 
sents a new generation. 

“Time and the ways of men move 
rapidly and we must move just as 
rapidly in our own thinking and 
planning,” he said. 


Benson Ford 


“We at Ford! 


Ford Offerings for "57 


Longer and Lower— 





The longest and lowest convertible Ford ever has built is offered in the new Fair- 
lane 500 series. Also available in this series is gold-colored anodized aluminum side 
trim with two-tone paint selections. Optional in all 1957 models is a 245-horsepower 


Thunderbird Special V-8 engine. 
S 118 





Custom 300 Replaces Customline— 
This Custom 300 four-door sedan is a member of a new Ford series that hee 


replaced last year's Customline. 


The former Mainline models now are known as the 


Custom series. Models in these series are three inches longer and three inches lower 


than comparable 1956 models. They are 


inches wide and are built on a 116-inch wheelbase. 
>: 


Thin Pillars in Sedans— 
Sedans in Ford's Fairlane and Fairlane 


5 Wagons in Ford Line— 


Lawsuits Ended 
As Ford Official 
Buys Kuhl Motor 


MILWAUKEE.—Kuhl Motor Co., 
which for more than two years 
blocked cancellation of its Ford 
franchise through legal maneuver- 
ing, has been sold. 

The new owner is John McGuire, 
formerly assistant national business 
management manager for Ford di- 
vision, He has renamed the firm 
McGuire Ford, Inc. 

Ford cancelled the Kuhl franchise 
in April, 1954, after the death of the 





201 inches long, 57 inches high and 77 





500 series have the “hardtop look.” De- 
signers slimmed center pillar, window frame and roof line to achieve this effect. This 


Fairlane four-door is one of the models with the “hardtop look.” a 
= 


* 





The Ranch Wagon, a two-door, two-seat model, is one of five station wagons in 
Ford's 1957 line. As in 1956, station wagons comprise a separate series. The wagons 
hove flatter roof lines with a contoured step-down midway back from the windshields. 
The rear window wraps around the sides, a new latch opens the entire tailgate with 
one pull, with the liftgate swinging up automatically on contoured springs. 


dealership’s president, Frank J. 
Kuhl. 

In a series of court actions, how- 
ever, Mrs. Kuhl and her business 
associates were successful in pre- 
venting Ford from voiding the 
franchise, 

The Kuhl suit was hailed earlier 
this year as a test case demonstrat- 
ing the constitutionality of Wiscon- 
sin’s law governing factory-dealer 
contract relations. 

A Ford division spokesman said 
last week that all suits in the case 
have been dismissed in connection 
with the sales of the dealership. 

He added that Ford had “as- 
sisted” Kuhl Motor in finding a 
buyer. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week 








Ended Same Ended Output, To To the industry assembled 461,597 
Sept. 29, Week, Sept. 22, a oe. 5, —- units. 
or a ppl ae 5 It also marked only the second 
AMERICAN MOTORS. 2,475 1,672 2,683 8,009 129,749 76,298 time in the last 10 years that car 
Hudson 351 601 380 =_:1,090 = 41,272 20,499 | output has dropped below the 200,- 
Mp liesedikbicoossesiiensnsecvese 422 1,071 458 1,392 88,477 49,732 | 000 mark in any — month. — 
Ram ee 5 5,5 *** #%%6 967 Other occurred in July, 1952, when 
en —_ eee the manufacturers turned out 159,- 
CHRYSLER CORP. .... 4,500 15,285 4,500 993,410 604,962 562 cars. 
Chrysler *%.i............ ades 2,684 130,047 79,435 As 
Ei destditicqusumsiovesees. * cdedpusevs NE SS ccdines Sh eaphiea 94,711 71,194 ODGE was | 
‘ , 139 Corp. unit to approach its pre-| 
a ices a ee a ar = changeover output pace last week 
IOI «is cvacsessecccereconss 1,400 4,082 eae 1,400 539,954 314,773 
FORD MOTOR va. 22,165 46,895 12,959 43,698 1,636,951 1,145,796 outh, which worked only in Detroit, | 
Continental .................. 15 mass 14 48 e 1,182 | assembled 1,400 units, while DeSoto 
5 023 1,290,105 922,118 2nd Chrysler divisions were still in 
FOrd wi ioccccccecceeess 21,000 «35,865 =12,098 3=—- 38,023 1,2 a <f the process of turning out “pilot” 
Lincoln ........ ee 1,065 847 2,937 27,255 35,532 models. 
Mercury . ; 9,965 2,690 319,591 186,964 Plymouth is expected to begin 
GENERAL MOTORS. 11,336 51,122 19,910 131,396 3,089,727 2,337,368 °57 output operations at its Los 
Buick . 1,135 21,539 7,180 24,921 630,494 427,231 preernaye eae eer (Ind.) 
ew s ° 
Cadillac . ; 5,543 113,696 114,993 Ford Motor Co., with its Ford 
Chevrolet ; 16,664 10 56,180 1,405,237 1,192,927 division gradually swinging into its 
Oldsmobile . 5,651 12,919 7,120 25,397 503,373 343,961 pre-changeover production pace, 
Ponti 4.550 5,600 19.355 436,927 258,256 turned out an estimated 22,165 cars 
ontiac ........ = : -" a ae : on last week for a 71 percent increase 
S-P CORP. .....;... 466 749 102 568 147,086 = 67,820 over the previous week's 12,959 as- 
Packard -.. Keon 188 52,208 13,289 semblies. 
S 466 561 102 568 94,878 54,531 ” . 
ao es ORD division, which was held to 
40,942 115,723 35,654 188,171 6,003,603 4,232,244 12,098 units a week earlier be- 


Total Cars, U. S. 
‘Revised. 





Week Total Jan. 1 Jan. 1 








**Totals for 1955 include Kaiser-Willys production. 




















***Rambler production prior to the start of the ’°57 model run was included in Nash and 
ia Used-Car Market H 
COMMERCIAL CARS sed-Car Market Hums 
(U. S. PRODUCTION ONLY) ° 5 
Week Week Total Jan. 1 Jan. 1 D t \ f 57 
Ended Same Ended Output. ‘Te Te esp! e earness O ~ 
Sept. 29, Week, Sept. 22, Septem- Oct. 1, Sept. 29, 
1956 1955* 1956* ber 1955* 1956 ; 
CHEVROLET ‘ 4,942 128 11,363 304,274 264,240 (Continued from Page 1) 
DIAMOND T 150 115 129 476 4,093 3,945 tors without exception report that! the previous week and five ad- 
DIVCO 60 80 60 228 2,833 2,851 bidding and buying continue brisk. | vanced. 
DODGE 1,500 1,991 1,299 3,690 77,099 66,090 a 7 - A loss of $2 pulled down the 
yoap aa 8,429 6.150 22,542 ne 621 230,841 HILE more bidders are drop-| average price on ‘53s to $700, while 
5 ar mie cee sane ping out at lower price levels, a $9 setback pegged ‘52s at $463. 
GMC . Caleta 170 1,861 1,370 4,984 77,673 68,023 | auction operators say, successful| The price of ‘55s remained un- 
INTERNATIONAL 2,745 2,545 2,623 9,923 96,290 103,536) buyers are going as high as ever changed at $1,522. 
MACK .. 400 361 355 1,333 11,088 14,265 | to get the pieces they want. There Upward revisions were as follows: 
¢ 30: 4, 2,948 is, however, less competition at the ‘54s, up $9 to $1,064; ‘51s, up $6 to 
nue a ” — - ris coe 10.921 | top dollar. $322; ‘50s, up $5 to $227; ‘56s, up $4 
STUDEBAKER . oa 400 14,75 7 Older cars have held strength to $2,050, and ‘49s, up $4 to $175. 
WHITE . 170 241 379 1,183 11,956 13.260 the best. There has been an ap- 
WILLYS 1,400 1,814 1,489 5,291 55,976 45.813. parent concession to new models 
MISCELLANEOUS*** 48 68 46 178 2,681 1,812. in a slackening of demand for 
. —_t—:téscurrrerntt arn’ year-oldd models, 
Total Trucks, U. S.... 13,333 22,973 14,118 61,494 935,435 828,545 . In the South, demand has been 
s sath : = heaviest on used cars three to seven 
Total Cars, Trucks, years old. In other sections of the 
Bum... 54,275 138,696 49,772 249,665 6,939,038 5,060,789 country, buyers generally are gun- : 
—_—-- — — ————__—_—_—_— ning for used units two to four aah italic ht 
Total Cars, Trucks, years old. po soma ces. genet 
. cme - . M |" Demand apparently has been INSERTION. POSITION WANTED ADS 
2, 5, 2,89! 2,03 370,45$ 54,962 . - , 
ne — = a ee ee strongest in the West and Mid- 
Grand Total, | west. Auction operators in these eel 
Cars and Trucks, |sections report “prices high,” “de- yes ogponene peter oot “4 Pinger 
rery ” “ > column in ! N Vi i 
U. S. and Canada... 57,253 144,461 52,667 261,699 7,309,497 5,415,751; ™and very strong,” “need morc ‘ 





*Revised. Miscellaneous includes. Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals. 


10 Years of U. 


S. Prosperity 


Seen by Mercury’s Reith 


NEW BRUNSWICK, N. J.—The | 
American economy is entering on a) 
decade or more of prosperity with | 
at least half of all families ex- | 
pected to move into the $5,000-and- | 
more a year earning bracket by 
1965, according to F. C. Reith, Mer- 
cury general manager. 

He spoke at a joint meeting at 
Rutgers University here of the 
Raritan Valley Society for the 
Advancement of Management and 
the New Brunswick Chamber of 
Commerce. 

“The economy of the future will | 
be based on the word ‘more’,” Reith | 
said. 
“More people, more families, more | 
money to spend, more willingness | 
to spend it, more wants and needs, 
more public construction of every 
kind — schools, roads, hospitals, 
libraries and parks,” he said. “In| 
such an economy there will be} 
bigger markets and brighter op-| 
portunities for all types of business | 
enterprises. 

“We believe success will smile 





on those who move aggressively 


tough, but profitable buyers mar- 
ket,” Reith said. 

Ford Motor Co., by the end of | 
1957, will have since 1946 spent| 
or committed more than $3.8-billion | 
come competitive and to stay that | 
way in what it expects to be an ex- | 
panding market, Reith said. | 
| “We regard this commitment as 
}an investment in the future, an at- 
| tempt to insure that we are geared 
to tomorrow,” he said. 

During the past five years, 
Reith said, U. S. families with in- 
comes of $5,000 a year or more 
have increased from 23 percent 
of population to 39 percent. 
“That’s an upgrading of 16 per- 
cent of our families. By 1965 we 
believe that at least half of all 
American families will be in the 
$5,000-and-up bracket,” he said. 

“Market analysts have found that 
while only 6 percent of families 
under the $5,000 bracket buy new 
cars every year, the figure jumps to 
20 percent in the $5,000 and up 
bracket. And we have found that 


|these upper bracket families also 


spend about twice as much for. cars 
as does the income group just below 


and sell hard in what should be a them,” Reith said. 


| salers report “prices sparkled,” 
| 


Pre-Changeover Pace Due Soon... 





Car Production Begins Climb 


(Continued from Page 1) 


the help of a six-day schedule at 15 
of its 16 plants. 


Lincoln upped its schedules 
from 847 units the previous week 
to 1,150 last week, while Conti- 
nental increased its output from 
14 units a week earlier to 15 last 
week. 

Mercury was due to get into “pilot 
model”. production on its 1957 lines 
on Wednesday. Only Mercury's 


the only Chrysler| Wayne (Mich.) plant was expected 


to begin work on “dealer presenta- 
tion” models last week. Its other 


as it turned out 3,100 cars. Plym-| three plants are expected to resume 


cause of parts shortages at several 
of its assembly plants, produced an 
estimated 21,000 cars last week with 


cars,” “market active,” “market still 
strong” and “bidding hot on clean 
‘52s to '54s.” 

In the East and South, whole- 


“top prices,” “need more ‘51s to 
53s” and “market good on older 
models.” 

Auction houses in the East re- 
ported a flurry of 56 models, with 
new-car dealers the largest con- 
signors. 

7” * 2 
Fae aaa prices continue to 
border on the fantastic. The} 
overall average price of used cars| 
wholesaled last week rose $2 to| 
$815, according to Automotive News’ | 


| in facilities and special tools to be- | index. 


This is somewhat higher than 
the average established early in 
August and is only $62 less than 
the average price recorded in 
mid-January—usntally regarded as 
any year’s lowpoint in the used- 
car market. 
| In individual adjustments on the 
|index last week, two models de- 





‘Camp Succeeds Brown 


For Buick at Fresno 


| SAN FRANCISCO, — Appoint- 
|ment of Ludger R. Camp to suc- 
|ceed Lyman W. Brown as Buick’s 
| district manager with headquarters 
)at Fresno has been announced by 
Donald F. Miller, San Francisco 
| zone manager. Brown is on a leave 
of absence. 

| Camp joins Buick with a record 
|of many years of experience in the 
| automotive sales field. Most re- 
|cently. he was connected with the 
| Cadillac in the Bay area: 





output this week, officials said. 
* * * 

ENERAL MOTORS, with its 
¥ Chevrolet and Cadillac divisions 
down for changeovers and its Pon- 
tiac, Buick and Oldsmobile units 
showing declines, rolled only 11,336 
ears off the lines last week, com- 
pared with 19,910 a week earlier. 

Buick, which closed out '56 car 
output at its Flint plant and six 
of seven B-O-P units the previ- 
ous week, built only 1,135 cars 
last week—all at the South Gate 
(Calif.) plant. The division, which 
turned out 7,180 cars in its last 
full week of production, expects 
to build out on its '56 models Oct. 
10 at the California plant. 
Oldsmobile and Pontiac com- 
pleted ‘56 model output at their 
home plants last week, but were 


ee 
TWENTY-TWO CENTS 
llc PER WORD. PAYMENT IN ADVANCE OF 


| expected to continue production of 
be models through Tuesday (to- 
| morrow) at the South Gate plant. 
| Oldsmobile built 5,651 cars last 
| week, compared with 7,120 the pre- 


vious week, while Pontiac dropped © 
from 5,600 units a week earlier to ” 


4,550 last week. 


+ * * 


MERICAN MOTORS turned out 
“3% 2,475 cars last week for a 7.8 
percent decline from the previous 
week's 2,683 units. 

Rambler production last week 
was estimated at 1,702 units, as 
compared with 1,845 a week ear- 
lier, while Hudson dropped from 
380 to 351, and Nash slipped from 
458 to 422 units, 

Studebaker, which began produc- 
tion of ‘57 models the previous Fri- 
day, turned out 466 cars last week. 


It built 102 cars during its one day 


of activity the previous week. 
* * * 

RUCK output, 

and Studebaker down for change- 
overs and GMC cut to a token 170 
units by shutdowns for inventories, 
slipped from 14,118 units a week 
earlier to 13,333 last week. White 
Motor Co. was slowed last week by 
a three-day “physical inventory.” 

Except for Ford, which jumped 
its output from 6,150 trucks the 
previous week to 6,600 last week, 
other makers remained about 
even with their previous week's 
pace. 

Canadian car-truck operations 
produced an estimated 2,978 units 
last week for a slight improvement 
over the previous week's output of 
2,895 vehicles. 

Studebaker-Packard and Chry- 
sler Corp. are the only makers that 
have not begun production of ‘57 
models. 


Carloadings Decrease 


OTTAWA. Carloadings of au- 
tomobiles, trucks and parts dropped 
to 51,718 cars in first half of 1956 
compared with 56,333 cars in same 
period of 1955, according to Cana- 
dian. Government reports. 


2 | 
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all branches of the nation's 
yer: PER WORD FOR EACH 


INSERTION REQUIRED. Ads may be signed with full name and oddress at regular 
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WANT AD DEPT 
DETROIT 


_ HELP WANTED 


WANTED TOP FLIGHT new car sales 
manager. Age 30 to 40. Capable of hiring. 
training. and supervising a hard-hitting 
sales organization for a GM dealership 
handling 350 to 500 new cars per year in 
the midwest Salary open. State full 
qualifications in your letter of applica- 
tion. Box 6473, c/o Automotive News, 
Detroit 26. 


MECHANICS FOR OLD established south- 
ern California dealership. Studebaker 
experience preferred. Pay 40% of $6.00 
hourly labor rate. High earnings. 
lent working conditions, paid vacations, 
benefits. Box 6490, c/o Automotive News, 
Detroit 26. 








$1) per insertion for use of a box number 
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Excel- | 


ee 
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DVANCE OF PUBLICATION DATE 


vnopened. Display ods 


Contract 


2666 PENOBSCOT BUILDING 


r) ae lias 





HELP WANTED 


EXPERIENCED AUTO leasing manager 
with knowledge of all phases of this type 
of business. Large General Motors dealer 
in Connecticut interested in going into 
this type of venture. Box 6494, c/o Auto- 
motive News, Detroit 26. 


AGENTS, NOW OR FORMERLY calling on 
car dealers, to cover protected territory 
on very profitable line of intangible pro- 
motion programs. Must be good one-call 
closer. Short pitch, no collections, high 
commission. May be handled with other 
non-competitive line. Box 6499, c/o Auto- 
motive News, Detroit 26. 








with Chevrolet | 


| clined in price, one held even with | 





FINANCE MEN 


Rapidly expanding national. finance company needs: 


DISTRICT MANAGERS 
OFFICE MANAGERS 


Requires men with recognized finance company experience and 
a successful record in soliciting dealer accounts, and/or 
approving credit and supervising office staff. 


Company well established for over a quarter century. 
Multiple benefits include profit-sharing, non-contributory pension 
plan, and liberal insurance coverages. 


Progress assured to qualified persons. 


Write in strict confidence for personal interview giving complete 
personal information and employment history. 


Box 6486, c/o Automotive News, Detroit 26. 
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HELP WANTED _ 
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POSITION WANTED 





WANT: SD—PARTSMAN, Chevrolet dealer- 
ship. Experienced in Chevrolet, Oldsmo- 
pile or Pontiac, Start at $600—$50 ad- 
vance each 90 days if qualified to $750. 
Write airmail to Service Motor Co., Box 
257, Fairbanks, Alaska, giving references 
= experience. 


TRUCK MANAGER — Established volume 
Chevrolet dealer, town of 150,000, has 
opening for aggressive truck manager to 
take complete charge of truck depart- 
ment. Guaranteed salary, sales commis- 
gions, percentage of profits. Unusual 
opportunity for right party. Eppy’s Chev- 
rolet, Inc., 730 Market Ave. S., Canton, 
FE iii cinscidnianscariinnstioninicn 


WANTED—SERVICE MANAGER to as- 





SERVICE MANAGER. 20 years’ 


FINANCE AND CREDIT man, 


OFFICE MANAGER — College graduate, 


knowledge all phases of operation, oper- 
ating controls, for volume dealership. 
Prefer eastern states. Box 6500, c/o Au- 
tomotive News, Detroit 26. 


experi- 
ence in all phases of service operation. 
Married, do not drink and devoted to the 
auto business. Have highest recommenda- 
tions, will relocate, Southwest preferred. 
Box 6502, c/o Automotive News, Detroit 
26. 


age 39, 
married, 8 years’ experience all phases of 
finance, wants permanent position with 
Florida dealer interested in opening own 
finance department, Presently handling 


DEALERSHIPS AVAILABLE 





NEW CAR AGENCY handling Chrysler 


products — DeSoto-Plymouth, Located in 
North Hollywood in San Fernando Val- 
ley, Calif. Selling 400 new cars and 900 
used cars a year. Approximately $20,000 
to handle. Write 7104 Vanscoy, North 
Hollywood, Calif. 


YOU WANT A DEALERSHIP? Well why 


spend your own time and money hunting 
and investigating numerous deals when 
we will do so for you without charge or 
obligation? We will screen out deals that 
you would not want. We conceal your 
identity until the right deal is available, 
and then only with your consent, We'll 
even arrange sources of financing, or a 
buy-in deal whereby you pay out of your 
share of profits. Write in for form with 


PARTS WANTED 


FORD AND CHEVROLET parts wanted. 


Dealers overstock and obsolete parts 
bought for cash, Send stock lists to B. 
Freeman Auto Parts, 492 Main St., Fort 
Lee, N, J. 


TRUCKS FOR SALE 


CAR HAULING TRAILERS and tractors 


for saie. We have for sale a number of 
tractors and trailers that are excellent 
for the movement of four cars, four 
trucks or mixed loads, We are willing to 
sacrifice for quick sale. May be seen at 
586 S. Bivd. E., Pontiac, Mich, Address 
inquiries and/or offers to Fleet Carrier 
Corp., Box 36, Pontiac, Mich., or call 
Federal 5-6125. 








MISCELLANEOUS 


MEETS ALL I.C.C. 
REQUIREMENTS 


The NEW 
BLUE ® CHIP 


TOW-PILOT 

















sume full responsibility of shop with large volume of retail paper for midwest which to get on file with us. Automotive * A 
out modern facilities, fourteen mechanics. dealer. Box 6503, c/o Automotive News, em, 10600 Puritan Ave., Detroit ae png ena BF one WITH LUBRICATED 
ou Dodge-Plymouth agency in town of 35,000, Detroit 26. 38, Mich. dle tanke Stewart-Warner tachometer 
| 7.8 dose to Pittsburgh. Good salary, profit FORMER CAR DEALER w radio, heater, west coast mirrors, 1946 
cs i f o > e ants work in Lalo, . . 
ious bb pol ig ay Ey * Florida, if possible. All around experi- HANDLING Whitehead-Kales trailer converted to han- AUTOMATIC BRAKE 
- personal interview stating all experi- ence. Highest references as to character die 4 cars of any kind, This rig is in & GUIDE CABLES 
- and references, Enclose snapshot and ability. Top service sales background. excellent condition, Overall length under | 
eek Sn 6510, c/o Automotive News, Detroit Would like to make contacts to discuss BUICK 45’. $2,450. Call, write or wire Central 
as 6. ” available opportunities. Box 6504, c/o Auto Exchange, 5300 Central E., Albu- ONLY ONE CHAIN LOCK BOLT 
ar <i Gan GALES MANAGER wanted = Automotive News, Detroit 26. querque, N. M. Phone 6-3541, 
are D CAR SALES MANAG wanted by | ———________________._....[. 500 a 
om , a—- Ohio Valley dealer selling one sap? . ann a a oo As! an ees ee + ak s TRUCKS WANTED ATTACHES COUPLING HEAD 
; “Big Three.’’ Must be able to or- married, c ren, ollege graduate. s lucrative as any deal in the U. 5. a —<——— - 
om of - : ; a WANTED—DODGE one ton wrecker, 1949 
ganize and supervise ‘‘Top Notch’’ sales Retail and wholesale experience vie EW! Answer only if you can oct immediately. to 1954. Zanglin Motors, Celina, Ohio. FOUR CLAMPS TO FIT 
force. We are presently selling over 100 car dealer for 2 years. Own used car : : 
d cars per month. City over 60,000 popula- business for past 6 years. Living in Den- $125,000 capital required. SHOP EQUIPMENT FOR SALE 98% OF ALL CARS PLUS 
a tion. Salary and bonus for right man ver, Colorado at present but willing to Only fixed assets and parts to buy ___ ad EQUIPMEN LE fe 
Fri- over $10,000. In reply, give 10 years’ relocate in the Los Angeles, California 7 F FOR SALE—1 NO, DA300T Binks spray 2 Lar e ada tor clam 
eek resume. Box 6511, c/o Automotive News, area. Available immediately. Box 6505, Confidential. booth, complete with weather canopy and 9g P ps 
7 troit 26. c/o Automotive News, Detroit 26. . : rain guard, also bake oven optional. Out- | ° 
day " GENERAL MANAGER—S years’ experience Box 6517, c/o Automotive News, Detroit 26. fit practically new, Phone or write Red- § @re included with each unit 





fearn Motor Co., 
8. Car. 
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— Detroit 26 |}, Less Guide Cables... 
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entirety. ve: ON BUY-IN BASIS OUT OF BONUS.) AUCTIONEERS QUICK-Tow “ $19 50 ac ory gies vision 
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Excellent opportunity. Box 6481, ¢/O| plete and well balanced, Willing to sacri- 
Automotive News, Detroit 26. | fice. Reply to Box 6485, c/o Automotive | 


ACCOUNTANT-OFFICE MANAGER. Ten 
years automobile dealership. Broad knowl- 
eige of accounting procedure, office man- 
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agement, credits and collections, Loyal.| AGENCY HANDLING OLDSMOBILE—| News, Detroit 26. 

trustworthy and dependable. Available Sales and service. Progressive town, 75 One Year $8 Cj or Two Years $14 0 

immediately, Box 6491, c/o Automotive miles from New York City. Same owner | : 
__News, Detroit 26. 35 years, Garage consists of showroom, All Other Countries — One Year $12 Cc] or Two Years $20 oO 
TRUCK MANAGER—Wholesale or retail. office, working capacity shop—6 cars, 


Also would consider good retail sales 
connection on heavy trucks, 20 years’ ex- 
perience. I have an abundance of experi- | 
ence in all phases of the truck business 


and am free to locate anywhere at this) Detroit 26. | UP TO 50% DISCOUNT 
time. M. G, Dermody, Apt. 21, 561 Tech- | HANDLING 3 GM LINES, plus profitable | i wias 64460 bkrdbad ead cai oda dedde onde wesdbdercevechy ccc 
wood Dr., Atlanta, Ga. Phone TR. 5-6937. 


MATURE FAMILY MAN, AGE 338, 2 years | 
college, broad experience in heavy truck. 


grease and paint room, 5 stall 
In rear 8 room cottage. Due to age and 
ill health must sacrifice business and 
property. Box 6480, c/o Automotive News, 








bus, prestige passenger car parts and 
accessories—-merchandising and warehous- 
ing. Specialized in all phases of product 


price development, sales minded, forward | ment $55,000. Will sell or consider long a Street Address. ...ccccccccccccsesccccccccscscccccccs LOMO NO... cece 
thinking, willing to travel. Wishes to re- term lease on ultra modern building and | Art Hansen Buic 
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FINANCE AND LOAN CO. who is inter-| unit potential. Service station handling | TRADE CONNECTION: 
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Indianapolis, Ind. | 


independent. Long established in finest 
Rocky Mountain region. 200 car poten- 
tial. Up to 100% shop coverage! Parts 
sales net $1,000 per month. Gross sales 
$625,000. Net profit $35,000 last year. 
Parts, accessories, office and shop equip- 
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BUICK PARTS 


All Other GM Parts Also 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 
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he truck dealer 
who had 4oo many prospects ! 


If that doesn’t seem like a problem to you, it was to him. Why? Be- 
cause they were prospects for types of trucks he couldn’t supply. 

His line had so many holes in it that those prospects had to take 
their business elsewhere. 

To an International Dealer, most likely. Every truck operator is 
his prospect. That’s because International has the world’s most com- 
plete line— with a priceless reputation for quality. 

If you'd like to be in the enviable position where every truck opera- 
tor is your prospect, why not inquire about an International Truck 
franchise? A few are still available. 

Just write to: Manager of Sales, Motor Truck Division, Interna- 
tional Harvester Company, 180 No. Michigan Ave., Chicago 1, IIl. 


INTERNATIONAL TRUCKS 


